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\Vhiting-Mead salesman, left, checks construction practices with San Diego fireman who is building his own home. 


IN THIS ISSUE: Own your own home for less... Add a hobby shop . . . Norm Mason's estimate for 1952... 
Time payments win consumer's dollar . . . Ideas for the homeowner . . . Veterans solve home-building problems 





& ELVA) se) tev v-N21.4-0 01) (Cm D) IB Pd1>108 8 1@), ambi -t-) 7-1 Me @L@)) 10), tae) a Lc 
is) 


: ? : pecan ade one a bla ; sabia 





Zo] | We don't have 


(Jue CK 


But, ‘service is what we offer you 

































j 
from 41 well stocked warehouses conveniently located 
to make overnight shipments to any point in the 
mid-west. In addition to warehouse deliveries, we will 


make prompt shipments direct from mills. 


A COMPLETE LINE OF FINE MATERIALS: 
FIR PLYWOODS All types for flooring and 


cabinet work. 


HARDWOOD PLYWOODS Birch, Mahogany, 
Walnut, and Oak for a variety of finest 


interiors. 


DOORS Fir Panel 

Hardwood Flush (Solid and Hollow Core) in 
Birch, Oak, Tupelo, and Philippine Mahogany. 
Flush Solid Core Exterior Doors. 

Cupboard Door Stock. 


TILE BOARD Full line of colors and patterns. 
HARDBOARDS Tempered and untempered. 


Warehouses Located at: 


Chicago, Illinois Goshen, Indiana 


Cincinnati, Ohio Grand Rapids, Michigan 





Columbus, Ohio Indianapolis, Indiana 
Decatur, Hlinois Milwaukee, Wisconsin 
Detroit, Michigan Minneapolis, Minnesota 


Saginaw, Michigan 


HO) HT QUT etwas veneeR cn 











Pe 


2 yk eran ~ 


ae 


Sa 
























Pe ke. 


Bi 





| American 
} Lumberman 


& BUILDING PRODUCTS 
MERCHANDISER 





Oo VU R P t A T F O RM 


1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
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Nee Displays Offer 


— All of these NuTone ‘small space displays”’ 
are furnished to you without extra cost. Why not 
convert the few feet of space usually wasted in 
your showroom . . . into a real source of profit 
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WASHINGTON REPORT 





fousing starts, according to currently released 


figures, numbered 68,000 in January as com-. 


pared with 62,000 in December. Of the Janu- 
ary starts, 64,800 were private construction. 
January building permits took a 25 percent 
jump; indicating still higher February con- 
struction figures. 


Estimates of housing starts for the year are 
averaging higher. Norman P. Mason’s analysis, 
based upon a wide survey, doesn’t indicate, sure 
enough, a total construction equal to the record 
figure of ’51. That record was about $30 billion. 


The Mason guess for ’52 would be somewhere be- 
tween $25 billion and $2814 billion. That would 
be total construction and would represent sta- 
bility at a reasonably high level. Housing starts 
would be between 800,000 and 900,000, as com- 
pared with the government’s estimate of 
850,000. Some analysts say Uncle will be will- 
ing to expand that figure. 


Our industry thinks it could build and sell a 
million houses this year, as easy as letting go 
a crock of lard. Sure, we might be fooling 
ourselves. The auto men, we’re told, are not 
finding customers rushing up, cash in hand. 
This explains the swarm of new car models 
and other sales stimulants. 


But light construction thinks it has the willing 
customers and the sales know-how. It can do 
the job, if Uncle will get his foot off those 
credit limitations and such. Some though not 
all of the industry’s soothsayers think the 
credit things are more likely to throw us than 
are materials controls. 


We got hit with mortgage credit and installment 
curbs, a year or so ago, and also with raised 
rediscount rates; after which the Federal Re- 
serve quit supporting government securities at 
par. Banks could no longer sell government 
vonds at favorable figures to meet mortgage 


commitments. To this, add the wallop of higher 
axes. 


Bul a revised estimate by the Bureau of Labor 
statistics places the housing figures for 1951 
t 1,094,000; which indicates quite a flock of 
ustomers even after Uncle S. got his big 
rogan on the brake. 


The general economic picture, as most experts 
-ee it, is pretty fair. Arms production increases, 
nd civilian goods output, on the average, do 
cll right. Prices and production, so the spe- 
cialists think, are climbing onto that famous 
plateau. Production volume will go up gradu- 
ally; but there’s not much further inflation in 
the cards. .. We hope. 


National employment is due to increase; though 
this will not be true of all industries imme- 
diately. In fact the construction industry as of 
now has some sore unemployment spots; for ex- 
ample, the Detroit and New York City areas. 
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Richard J. Gray, President of the Building and 
Construction Trades Department, AFL, a labor 
leader much respected by the U. S. Chamber of 
Commerce, recently told the Construction In- 
dustry Advisory Council of that organization 
that 90 percent of the building tradesmen in 
the New York area will be unemployed by mid- 
year unless present Defense Production re- 
strictions are modified. 


Requests for critical materials by defense claim- 
ant agencies seem to Mr. Gray excessive. And 
because he thinks the cutbacks in construction 
are tougher than in other industries he sug- 
gests a screening committee—a regular pleni- 
potentiary affair—made up of labor, manage- 
ment and government, to give these requisitions 
a hard look. It’ll probably not be done; but 
it’s interesting as coming from a labor leader. 


Control laws probably will be extended another 
year; although there’s a lot of push behind the 
proposal to lift part or all of them. But ad- 
ministrators don’t act so hardboiled about using 
all the powers of the law. They’re taking care- 
ful looks at decontrol possibilities. Again, pub- 
lic opinion pressure. 


Efforts to remove price controls are not always 
inspired by a passion to shove prices away up. ~ 
In fact a good many prices are now well below 
ceilings. In such cases the reason for lifting 
controls is to be rid of the burdens of record 
keeping, policing inventory volume and the 
like. Some officials think that by midyear the 
worst of these labors will be ended. 


The NRLDA has told the NPA that tight credit 
restrictions have caused builders to plan very 
few larger houses. The average amount of cop- 
per actually used will be less than the 30- 
pound limit per house, now proposed. Hence 
the NRLDA suggests some flexibility in the 
rule. 


A certain number of larger houses are desperately 
needed by big families. These might well be 
allowed a few pounds more; thus avoiding the 
making of rooms so small as to produce a 
house pretty useless as a home. A flexibility 
making it possible to build these few larger 
houses and yet to stay within the over-all aver- 
age copper limitation looks reasonable. 


Curious things: The DPA has announced that 
producers of civilian goods will suffer a fur- 
ther second-quarter reduction, amounting to 
five percent, in their allocations of copper and 
aluminum. But soon after this gloomy news 
was released there came the report that NPA 
had approved the construction of 645 churches, 
fire and police stations, orphanages, homes for 
the aged, community buildings and _ civic 
centers. ‘ 
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STEARNS LUMBER CO. 
Hutchinson, Minn. 
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“Chi-Namel Paints are top quality, there’s no question about that. I 50 
<9. econo mmm §86oknow there are other good paint lines, too, but what I like about Chi- ade 
Namel is the way they aim all their advertising help at bringing new 
HERE ARE 17 WAYS CHI-NAMEL customers into my store. They give me an advertising program that’s 
HELPS DEALERS GET CUSTOMERS tailor-made for reaching each special group of paint buyers in our sales 7 
6 Color Planning Studio @ List mailers territory.” rae 
— eee “Oh, yes! I know they make good paint!”’ 12 | 
@ Painters’ promotions @ House-to-house ads : . ‘ 
@ Industrial promotions _ @ Novelty sales stimulators How many customers walk into your store and actually ask for the paint . - 
+ cin gaggle line you handle by its brand name? Probably, not many. Yet, when you set tes } 
atement inserts i : ; ex { 
: pte © Specie! Consumer the well-known label before them, most of them recognize it with a remark 
ote extings oleune Sale promotions something like the one quoted in the headline above. The big question 
for you and every dealer is not ‘How well-known is your paint line?”’, Bro 
but “How many new customers does it actually bring into your store?” inte 
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WRITE FOR THE CHI-NAMEL STORY! 
Coa 


Learn how Chi-Namel is building new paint 
business for its dealers with advertising that pure 








CHI-NAMEL PAINT AND VARNISH CO. does more than just sell the idea of painting. the 
1101 Third Street, South, Minneapolis 15, Minn. It brings customers directly to each Chi-Namel asse 
dealer’s store. of ‘ 
Please send me the Chi-Namel story. ‘asso 
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NEWS BRIEFS 





Employment holds. In spite of declines in various forms of 
building construction employment at the end of the year held up 
remarkably well. In December 1951 such employment was 2,502,- 
000 persons. Seasonally, this was down from November; but it 
was also the highest level of December employment in the in- 
dustry. 

* * * 

Record Paint Sales. The paint industry sold 1.2 billion dollars 
of its goods in 1951, setting a new sales record and exceeding a 
billion dollars for the fifth straight year. Last year’s sales were 
4.7 percent above 1950. In 1941 sales were about 555 million. The 
1951 figures represent an increase of 118 percent over prewar sales. 
The trend towards painting by the homeowner is one of the fac- 
tors credited for booming paint sales. 


* © & 


Lustron Windup. The government recently wiped out a 15.5 
million dollar debt against the officers of the now defunct Lustron 
Corporation. The RFC now controls all the stock. 

* * * 


Housing value down. Plant expansion costing 9.9 billions has 
been approved by the DPA, of which only 46% has been completed. 
According to F. W. Dodge reports, manufacturing building con- 
struction in contracts let, showed a dollarwise gain of 152% over 
1950, but in actual floor area, the gain in construction volume is 
only about 29%. In the residential field there was a drop in dollar 
value of building of about 8%, but the square footage volume and 
number of units created slid off approximately 18%, showing the 
public is getting less and less for its money. 


* * * 


Save metal in heating. The use of efficient, small-sized heat- 
ing plants, in combination with effective home insulation will 
reduce the amount of metal used in heating systems according to a 
new issue of Housing Research, a publication of the HHFA. The 
magazine stresses the need for heating units of not more than 
50,000 B.t.u. per hour and suggests that 35,000 capacity units are 
adequate when insulation is increased. 

‘ * * * 


Prices drop. Wholesale prices have fallen 4.7 percent below 
levels of a year ago. The Bureau of Labor Statistics’ wholesale 
price index receded .3 percent during the week ending February 
12 to 175.2 percent of the 1926 average. A drop of 1.3 percent in 
prices of farm products headed the decline. Smaller decreases 
took place in wholesale costs of foods, building materials and 


| textiles. 


7 * * 


Odorless Varnish. The Keystone Paint and Varnish Corp., 
Brooklyn, N. Y., is now marketing an odorless varnish for use on 
Interior and exterior surfaces. Called Keystone Odorless Spar 
Varnish it retains high waterproof quality and a tough finish. 


Mortgage Competition. Another bill just introduced into 
Oagress would give Saving and Loan Associations authority to 
purchase FHA mortgages without restrictions on distance from 
the lending institution, or without putting up a percentage of 
asset limitation. Presently a 50 mile limit and a 15 percent limit 
of asset valuation restricts the operations of building and loan 


‘associations. 
* & o 


_ Fights applicator. The National Retail Lumber Dealers As- 
sociation has just produced an attractive two-color folder de- 
Signed to combat the itinerant applicator. This constructive folder 
Outlines seven important things the customer should know and do 
before entering a contract for siding, roofing, insulating and paint 
jobs. It also publicizes the local dealer as an expert and authority 
In the construction industry. 
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THE PLASTER CITY quarry of U.S.G. 
is located in California’s Imperial 
Valley. Here the gypsum rock is 
blasted from towering cliffs. 


Half Century 
Reached by U.S.G. 


Chemists call it hydrous cal- 
cium sulphate (CaSO4H20) and 
the rest of us know it as gyp- 
sum, but there are scores of 
uses for this mineral outside the 
building and construction field 
with which it is usually identi- 
fied. 

Officials of the United States 
Gypsum company called atten- 
tion to some of these less widely 
known uses for one of the 
world’s most common minerals 
during February in connection 
with the company’s 50th anni- 
versary observance. 

Small quantities, for example, 
provide a mild abrasive in tooth 
paste (gypsum is even used in 
beer!) and large quantities go 
into the mock-ups for massive 
airplane fuselages. 

The officials dug into the his- 
tory of gypsum and found that 
the body of legendary King Tut 
was supposedly encased in gyp- 
sum plaster; that Roman law, 
at the height of the empire’s 
glory, required the use of gyp- 
sum to fireproof dwellings; that 
gypsum was even used in bed- 
ding the blocks of the Egyptian 
pyramids. 

All this was by way of point- 
ing up gypsum’s modern and ex- 
tensive use in the home and in 
industrial construction—in the 
form of plaster, partition tile, 
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gypsum board used both as a 
base for plaster and in dry wall 
construction, as acoustical plas- 
ter and as acoustical tile. 

The company, 50 years after 
its establishment, operates di- 
versified facilities at 46 separate 
plant sites around the country, 
a fleet of ocean going vessels, 
extensive laboratory facilities, 
61,000 acres of mineral lands, 
and more than 88,000 acres of 
timber land for pulp wood, all 
directed from headquarters in 
Chicago. 


House Approves 
More VA Funds 


The House has passed by 
unanimous vote and sent to the 
Senate a bill that would make 
additional funds available to 
the Veterans’ Administration 
for direct home and farm house 
loans to eligible veterans. 

The bill (H.R. 5893) as 
amended authorizes an addi- 
tional $125 million for the pur- 
pose of making direct loans as 
provided under the Service- 
man’s Readjustment Act. Di- 
rect loans are made by the VA 
in certain areas where private 


sources fail to provide neces- 
sary capital. Interest rate is 
four percent and the maximum 
loan is $10,000. 

A section of this bill allows 
$25 million to be provided by 
July 1, 1952, and the same 
amount each succeeding quar- 
ter until the authority expires 
June 30, 1953. Should the VA 
sell previously made mortgages 
to private lending institutions 
in each quarter, the money au- 
thorized in the bill would be 
cut down proportionately so 
that the VA would never in 
any quarter have more than 
$25 million additional. 


NAHB Begins New 


Educational Program 


Taking the long view of the 
public relations problems of 
the home building industry, the 
Educational Committee of the 
National Association of Home 
Builders has just launched a 
new school program for stu- 
dents in the intermediate and 
upper grades of public schools 
throughout the country. 

Objective of the program, ac- 
cording to Fritz B. Burns, 


chairman of the Committee, i: 
to develop a better understand 
ing of the social and economi: 
significance of housing, and o 
the services performed by the 
home building industry. I 
takes the form of an industry 
sponsored educational uni: 
which appears in the curren 
issue of The Grade Teacher. 


In the Market Centers 


TACOMA—Despite price con- 
trols, the lumber industry in 
the Pacific Northwest can look 
forward to better business. This 
opinion was expressed here this 
week by Norman O. Cruver, Ta- 
coma manufacturer and chief of 
the lumber branch of the forest 
products division of the Office 
of Price Stabilization. He was 
on the Pacific coast to partici- 
pate in a series of industry hear- 
ings. “There seems to be a gen- 
eral improvement in the indus- 
try’s picture,’ Cruver _ said. 
“Prices ‘have, of course, been 
‘soft? but many wood products 
are again pressing toward the 
price ceilings.” 

The logging situation gener- 
ally substantiates this view- 











THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 


ALL SPECIES 


CANADIAN Forest Propucts LIMITED 
EBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 
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NEW ROOFING and siding are featured in these power- 
ful, visual theatre film commercials. 


‘ — . . ei sae 


BUILDING MATERIAL for remodeling is “sold” direct to 
people you want to reach in your own area. 


News about ‘Screen Broadcasts’’ SPOT MOVIES 


These new, full of “‘sell’”’ movie advertising 
playlets are Master Salesmen for Building Supply 


Dealers with aggressiveness and foresight. 





Here’s a year ’round planned 
advertising program custom- 
made for aggressive building 
material dealers. 


These new, fast-moving 
theatre advertising playlets are 
powerful, direct, economical. 


They Get Results 


“Sereen Broadcasts” offer a 
well-rounded program of 30 
Spot Movies which feature 
Alteration & Modernization, 
Maintenance & Repair, New 
Roofing, Insulation, Asbestos 
Siding, Millwork, Builders’ 


Hardware, Build with Lumber, 
Screen Door, Window, etc. 


Other Classifications 


In addition to this series of 
Building Material playlets, 
‘‘Screen Broadcasts’’ Spot 
Movies are also available in 
these classifications: Hard- 
ware & Sporting Goods, Paints 
& Wallpaper, and Plumbing & 
Heating. 

Be the first dealer in your 
area to display these new ad- 
vertising films which will sell 
for you. 





TWO-THIRDS of each playlet sells 
what you sell... one-third is your 
personalized sales message, with 
your firm name and location. 


“Screen Broadcasts’’ SPOT MOVIES 








THE MOVIE THEATRE is the center of attraction in all populated areas 
with ready-made audiences, full of able-to-buy prospects for you. 
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are produced and distributed by 
Motion Picture Advertising Service Co., Inc. 


1032 Carondelet St. ° New Orleans, La. 
United Film Service, Inc. 
2449 Charlotte St. ° Kansas City, Mo. 


For complete details of how to get these big 
theatre crowds as your customers, fill out the 


coupon and mail today! There’s no obligation. 





MOTION PICTURE ADVERTISING SERVICE CO., INC. 
1032 Carondelet St., New Orleans, La. 


Please send me more information about the new “Screen 
Broadcasts’’ SPOT MOVIE film commercials in theatres. 


Name 





Firm 


Address 








City 4 State AL-3a 
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point, with companies through- 
out this area swinging back into 
full production as rapidly as 
weather conditions permit. All 
Weyerhaeuser Timber Company 
camps in the Longview district 
are now in operation for the 
first time since winter snows 
forced closures more than a 
months ago. Such snow as re- 
mains in the woods is melting 
rapidly and will not hamper op- 
erations, woodsmen declare. 

A second parcel of approxi- 
mately 65,000,000 board feet of 
fire damaged timber in the 
Olympic peninsula area will be 
sold by national forest officials 
at public auction at Port An- 
geles March 17 and 18. 

The General Hardwood Co., 
which imported approximately 
2,000,000 feet of Philippine ma- 
hogany and other hardwoods 
into the United States last year, 
is moving from its East D 
Street site here, where it has 
been located since 1940, into 
new quarters on the Milwaukee 
dock. The new quarters will 
give Co-Owners Kenneth C. 
Hopey and Bruce M. McLean, 
some 200,000 square feet of 
storage space. 


SEATTLE—The fir market is 
pointing towards weakness. 
Green boards and dimension are 
off $1 from previous quotations. 
Apparently many buyers think 
prices are too high. Eastern 
weather, government restric- 
tions and the stock market are 
variously ascribed as contribu- 
tory to a weaker lumber market. 
Kiln dried boards and dimension 
and No. 3 common boards and 
dimension are strong items. 
Special cutting brings high 
prices. 

Many cross currents affect the 
market. Common pine items are 
stronger than selects and the 
prices may go higher. 

There is an upward trend in 
cedar siding but shingle mills 
continue to stay down and the 
price structure is weaker. 

Log prices remain firm at 
ceiling figures. There is no sur- 
plus of logs and any offered are 
immediately snapped up. No 
sales are being made below ceil- 
ing prices. 

Inventory of logs as of Feb. 
1st is fairly satisfactory for late 
winter. As of Feb. 1st Puget 
Sound supplies dropped 81 M 
and stood at 437 M as compared 
to 427 M a year ago. Columbia 
river dropped 95 M and stood 


at 408 M where a year ago the 
total was 321 M. Grays Harbor 
dropped 17 M to a total of 90 
M. A year ago the figure was 
79 M. 

Purchases of lumber for pri- 
vate account in the United King- 
dom will be greatly restricted 
this year. None will be handled 
by the timber control; the gov- 
ernment has announced imports 
will not be allowed to go beyond 
1,250,000,000 feet as comparec 
to the usual imports of five to six 
billion feet. 


The U. K. will trade with 
Russia for its wheat and lumber 
so the United States and Can- 
ada cannot look to the British 
Isles for lumber trade. In 1951 
B. C. shipped 763 M to U. K. 
and still has orders for about 
500 M in 1952 after which B. C. 
will have to ship elsewhere and 
principally to U. S. markets. 
Charter rates are already going 
down. 


KANSAS CITY—tThe South- 
western lumber market was a 
generally dull and draggy affair 
in the last few weeks, with little 
interest manifest for lumber or 
inquiries made for future sup- 
plies. 

Mills, generally speaking, were 
disappointed over the behavior 
of the lumber market as many 
had expected a seasonal upturn 
after the slow pace that pre- 
vailed in the closing months of 
1951. Retail yards were order- 
ing very little and the bulk of 
the business obtained was for 
fill-ins in mixed cars. Very little 
straight car volume was noted. 


There was one bright spot in 
the picture and that was the 
shortage of 1 by 6 common 
boards. Normally, if there is 
any particular demand, it is for 
1 by 8’s, rather than the 1 by 
6’s. Prices of the 1 by 6’s were 
up about $1 a thousand, reflect- 
ing the current shortage. 

Prices of 1 by 6’s were about 
$82 to $84 on the West side of 
the Mississippi; $78 to $80 on 
the East side. The 1 by 8’s weve 
quoted at $85 to $90 on the West 
side; $80 to $83 on the Ezst 
side. 

Some support for 2 by 4’s in 
the dimension market wis 
noted with prices up a little at 
prices running about $80 on tie 
West side. The East side mer- 
ket, if anything, was a shade 
easier than in recent weeks, 
with prices holding about $75. 
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SLOANE 9<o¢0saE SPECIAL 


...the biggest flooring business builder in years! 
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Beautiful...Durable... Nationally advertised 


~ retail at 14! per 9 x 9 tile. 







Koroseal Special floor tile is a sales Koroseal Special is an outstanding over- 
“natural.” Ideal for general residential —_ the-counter sales item ... perfect for 
use, every homeowner-—-every customer  economy-minded buyers who will want ~ 
will want this long-wearing, beautiful _ to install a beautiful Koroseal tile floor 
flexible floor covering by Sloane. And _ themselves. 

* 9 e 
son K postal Special — you'll sell it! 





@ 6 beautiful marbleized colors that won’t fade or stain. 

@ The tough nonporous vinyl! plastic surface sheds dirt. 

@ Unaffected by grease, oil, alkalies and strong soaps. 

@® Comfortable—resilient underfoot. 

®@ Easily installed over any type floor. 

@ No resilient floor covering has a tougher wearing surface! 


F S ] ’ *Koroseal is a registered trade-mark of the B. F. Goodrich Co, 
ree Sample. 


Send today for your free set of Koroseal Special samples. 
Write Sloane-Blabon Corp., Dept. AL, 295 Fifth Avenue, 
New York 16, N. Y. 


SLOANE-BLABON CORPORATION 
A DIVISION OF ALEXANDER SMITH, INC. 
295 FIFTH AVENUE, NEW YORK 16, N.Y. 
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B.F. Goodrich 
ASPHALT TILE 






Profit ‘from those who say - 


Yl lay Limo 


Today, more and more people are laying their own flooring . . and 
asa result the tile business is booming. The extent and growth of this 
“do-it- yourself” trend is truly snail 


Are you getting your share of this important over-the-counter business? 
You can, by stocking and recommending B. F. Goodrich Asphalt Tile. 
This quality tile will earn new profits and win new customers for you. 


For descriptive literature and information on how to increase your 
flooring sales, write Dept. L4, B. F. Goodrich Co., Flooring Division, 
Watertown 72, Massachusetts. 


OORING PRoDucr> 


RUBBER COVE BASE - 


B.EGo 


ASPHALT TILE - VINYL PLASTIC TILE - 


RUBBER TILE - 


ACCESSORIES 





The government was _ not 
showing any interest for lum- 
ber and the trade has been de- 
pending on this and the indus- 
trial sources to take up the 
slack created by the absence of 
the retailers. 


Building operations have 
slowed to a walk in the Kansas 
City area and new _ housing 
starts are running below expec- 
tations in the larger cities. Re- 
ports issued by two big pro- 
ducers supplying this area— 
Pickering Lumber and Oregon- 
American Lumber —in their 
stockholders’ statements disclose 
that business is slowing down 
and a continuation of the trend 
is expected for a while. 


BALTIMORE — Business 
seems somewhat brisker now 
with retail yards getting back 
into the market and pushing or- 
ders to the wholesalers. The win- 
ter has been fairly open for con- 
struction work, and_ building 
permits show a substantial, if 
not phenomenal, volume. Out- 
look for spring business, accord- 
ing to most dealers, is good. 
They for the most part are not 
complaining about winter vol- 
ume, for this port city with its 
varied industry has been ab- 
sorbing lumber steadily. 

In line with possible forth- 
coming trade, a large West 
Coast company, is now readying 
a new distribution yard here. It 
will deal in fir, plywood, fir di- 
mensions, white pine, etc. 

Local dealers still say some of 
their West Coast deliveries have 
been delayed. Mill production 
is down, there has been a slight 
price rise, and lumber in transit 
has been bid up. 


Yard owners also are keenly 
scanning their advantages on 
the old base period price stan- 
ards, or the revisions allowabie 
under the Capehart amendment 
to OPS regulations. In genera, 
most say they benefit more ade- 
quately through the origin: 
basis. 


Supplies of Georgia pine cor.- 
ing into the Baltimore mark-t 
seem to have improved a litt'e 
in recent weeks. Prices are «n 
an even keel now; what tie 
spring holds forth is anybody s 
guess at the moment. The actu:il 
volume of starts in the home 
building field is still a questicn 
mark, and this, of course, has 
many ramifications in the lum- 
ber field. 
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NOW! FIVE GREAT 
FORD TRUCK ENGINES! 


@ New 101-h.p. Cost Clipper Six. 
@ World-Famous 106-h.p. V-8. 
@ Proved 112-h.p. BIG SIX. 

@ New Cargo King 145-h.p. V-8. 
@ New Cargo King 155-h.p. V-8. 





Engineered for modern, low-cost Speed Hauling 


NOW FIVE great Ford 
Truck engines permit bet- 
ter “tailoring” of truck 
power to your specific 
hauling job! Over 275 
series power combinations. 
Only FORD in the low- 
price field gives you so 
many power choices, 
series for series, in % -ton 
to 3-ton trucks! 
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NEW FULL-FLOW OIL sige 

? WwW Full-Flow oil etl 
{ pions 1 dirt and abré 


j 
| a harmfu oil. 
| tte | Tswes. fro ae | 00 Sal: 
8 eis 
r 3 NEW ULTRA-MODERN | Result: engine» roar reduce 
| MIGH-COMPRESSION, Low. ring and CY 


FRI 
OVERHEAD-VALVE ENG _ 


. INES! 
ew Ford short-strok 
e Low-Frr 
design Saves up to 14% on seat Wee 
-8’s, one Six! High. 


Fully-proved! High- 


compression punch with regular gas! 


Be MAIL THIS COUPON TODAY! 

* FORD Division of FORD MOTOR COMPANY 
3270 Schaefer Road, Dearborn, Michigan 

Please send me without charge or obligation, complete details on 

the new Ford Trucks for '52 and the 5 great Ford Truck Engines! 

Full Line () Light Models (1) Heavy Duty Models (7) Extra Heavy Duty Models () 


Availability of equipment, 








fm accessories and trim as 
mos m illustrated is dependent on 
e — material supply conditions. 
Name 
(Please print plainly) 
a Address 
City State 


See ‘Ford Festival” starring James Melton on NBC-TV 





Check here if student 
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For January, building per- 
mits in the Baltimore metropoli- 
tan area totaled $14,032,048, of 
which $8,119,793 was for home 
construction. Largest industrial 
work planned is a $5,000,000 ad- 
dition to an airplane manufac- 
turing company’s facilities. 

The total volume was well be- 
low January a year ago. In 
1951, building permits were val- 
ued at $172,214,850 in the met- 
ropolitan district. The all-time 
high was registered in 1950 with 
a total of $184,324,812. 

Lumber dealers supplying fur- 





niture factories are eyeing that 
market keenly. This city had a 
19-day transit strike during 
January, and harmed business 
to a certain extent. Stores were 
substantially hit, so much so 
that the larger ones will swing 
back to two evening openings 
weekly, similar to the  pre- 
Christmas shopping season, but 
something they have never 
tried in the spring. Stores deal- 
ing in furniture report their 
business extremely slow, not 
only because of the strike-influ- 
enced tendency of families to 











Vast STEWART forests; seven saw 
mills; fast handling equipment, as- 
sures supply and speeds produc- 
tion. Completely modern equip- 
ment, in the South’s finest plant, 
insures your satisfaction. Stewart 
precision cut hardwood flooring 
lays tight, stays tight and finishes 
beautifully. STEWART trucks will 
deliver to your door in the Missis- 
sippi valley. GET YOUR NEXT 
FLOORING FROM STEWART. 


E. A. STEWART LUMBER COMPANY, INC. 


KILN DRIED HARDWOOD DIMENSION 


PHONE 3-5137 






HARDWOOD FLOORING © HARDWOOD TIMBERS 
TEXARKANA, U.S.A. 


. 
March 10, 1952, AMERICAN LUMBERMAN © 


reduce their buying, but also be- 
cause of the outsize buying 
flurry a year ago which followed 
the opening of the Korean war. 


Lumber—National 


Lumber shipments of 504 
mills reporting to the National 
Lumber Trade Barometer were 
3.8 percent above production for 
the week ending February 16, 
1952. In the same week new or- 
ders of these mills were 7.0 per- 
cent above production. Unfilled 
orders of the reporting mills 
amounted to 44 percent of 
stocks. For the reporting soft- 
wood mills, unfilled orders were 
equivalent to 26 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
55 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 7.5 percent above 
production; orders were 17.1 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 110.1 percent above; ship- 
ments were 88.3 percent above; 
orders were 94.9 percent above. 
Compared to the corresponding 
week in 1951, production of re- 
porting mills was 0.4 percent 
above; shipments were 1.4 per- 
cent above; and new orders were 
4.3 percent above. 


= Southern Pine 


The production of Southern 
Pine by the 94 mills reporting 
to the Southern Pine Associa- 
tion for the week ending Feb- 
ruary 16, 1952, amounted to 19,- 
213,000 feet or 1.13 percent be- 
low the three year average. Or- 
ders for the week ran to 20,103,- 
000 feet, 3.45 percent above the 
three year average and 1.13 per- 
cent below actual production. 
Shipments for the week were 
18,704,000 feet, 4.63 percent 
above production. Unfilled or- 
ders totalled 50,587,000 feet. 


Western Pine 


Production of Western Pine 
and Associated Woods by ‘ne 
109 mills reporting to the West- 
ern Pine Association for tne 
week ending February 16, 1952, 
totalled 538,529,000 feet. Tis 
compares to 52,089,000 feet for 
the same period a year ago. 
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Specializing 





How to bring “dea 


to life with KEWMATRAGE 


You’re on the right 
track with KENNATRACK 


@ At McKenna’s we specialize in only one 
thing .. . sliding door hardware. As a re- 
sult there is a KENNATRACK specially de- 
signed and engineered for every interior 
sliding door use. 


@ In addition there is an amazing new 
KENNATRACK Metal sliding passage Door 
Frame. Eliminates warp. Saves time. Can 
be easily installed by anyone. 


@ On KENNATRACK, doors slide smoothly, 
quietly on not two, not four, but on EIGHT 
nylon wheels. There are other important 
features too numerous to mention, 


exclusively 
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SLIDING DOOR HARDWARE 














Here is the modern way to give every 

housewife what she wants: more accessible 

closet space. Use doors that slide on KENNATRACK 
sliding door hardware for wardrobes and closets. 

And while you are doing it you can give her something 
more that is equally desirable. Closet and passage 

doors that slide on KENNATRACK make the most of 
costly space. How? Because sliding doors on 
KENNATRACK save the space old-fashion swinging doors 
waste. They add wall space for better furniture 
arrangement and improved decoration . .. provide more 
open area and less congestion in any room. 


For utility and value specify KENNATRACK. 
Write Dept. B-2 for Details. 


JAY G. McKENNA, INC. 


ELKHART, INDIANA 
JAY G. McKENNA (Canada) Ltd., 104 Jarvis St., Toronto, Canada 


the Manufacture of Sliding Door Hardware 
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Shipments for the week ran to 
60,391,000 feet, 12.8 percent 
above production. For the same 
week last year shipments were 
59,896,000 feet. Orders for the 
week were 70,922,000 feet as 





compared to 69,015,000 a year 
ago. Unfilled orders at the 
week’s end totalled 251,743,000 
feet as compared to 249,429,000 
in 1951. Gross stocks amounted 
to 825,105,000 feet. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before rcceipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 
Be axevecwaewes 165.00 160.00 105.00 
Flat Grain Flooring 
0 i ees 130.00 125.00 93.00 
DE aede verano 145.00 140.00 105.00 


Drop Siding 


1x6 (Pat. #106).145.00 140.00 105.00 

1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 

ee éeeewns --.-125.00 123.00 80.00 

Bal sxdeneaesie ".115- 125 120.00 80.00 


Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 


Me. 2 cwscer 69.00 72.00 70.00 77.00 
SS 64.00 63.00 62.00 70.00 
Bes Es 6a 54.00 57.00 54.00 62.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
Sa 4 79.00 79.00 82.00 79.00 79.00 
2x 6 78.00 78.00 79.00 83.00 838.00 
ox $ 78.00 78.00 78.00 79.00 79.00 
2x10 78.00 78.00 78.00 80.00 80.00 
2x12 78.00 78.00 78.00 80.00 80.00 


No. 2 Dimension 
ox 4 74.00 74.00 77.00 76.00 76.00 
2x 6 75.00 72.00 76.00 74.00 78.00 
2x 8 75.00 75.00 75.00 74.00 74.00 
2x10 75.00 75.00 75.00 75.00 75.00 
2x12 75.00 75.00 75.00 75.00 75.00 


No. By acres R/L Only 





ila) 2 ws lacie ee Weel Sal ar WL Den ieee 
3x é ee ee a ee ee ee 
NE Sia Se i aah ae Rah eat a ae a ae 49.00 
SDE Ge a nap oe Sasa a & serbcwecalwi wis wre 44.00 
er ern eee ae ee ey 44.00 
(Add 10 to 15 for dry lumber) 
WESTERN PINES 
Ponderosa Pine 
Selects 
ws RW 
Selects nd 
~ or 48 het by 6/4 RW 8/4 RW 
&Btr RL ... ».00 55.00 275.00 
Shop. S2s No. 1 No. 2 
RRM tthe a ic dew ae aves Fete aha ea 145.00 115.00 
6/4 chara iieier ei a0 Ae aerate 145.00 115.00 
Commons 2&Btr. No. 3 No. 4 
2 or 48 RW 106 RW 72 RW 64 
3 ee 120.00 85.00 65.00 
SEES FEES vkccees 117.00 85.00 65.00 
Idaho White Pine 
Selects 
S2 or 4S x4 x8 5/64 
ee 8 RL 250, 00 268, *o 270 00 265.00 
at secus 205.00 225.00 230.00 235.00 
Pt nol S2 or 48 No. 1 No. 2 No. 3 
Se wevenceunes 147.00 135.00 100.00 
SE: wacseceuens 147.00 135.00 100.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW 5/4RW 6/4 RW 
B&Btr. RL. ..300.00 300. 500 305.00 
. ae 275.00 285.00 295.00 
| rr oe 260.00 
Shop. S28 No. 1 0.2 No. 3 
.. eer --175.00 130. 00 85.00 
me “cowueees - -176.00 130.00 85.00 
ae «<eteceens 175.00 130.00 85.00 


SOUTHERN PINE 


Vertical Grain Flooring 


&Btr. c D 
re re -190.00 180.09 160.00 
— Grain Flooring 
jeeeeeennees 5.00 155.00 115.00 
1x6 cee eactiaie. elas -.-200.00 190.00 150.00 
Drop Sidin 
1x6 (Pat. ¥ #106). 195.00 185.00 155.00 
1x6 (Pat, #116).195.00 185.00 155.00 


Boards & Shiplap 
1x6 


No. 1 ...135. ; 
No. 2 ... 83.00 88.00 83.00 y3.u 
No. 3 ... 73.00 80.00 80.00 86.0 


No. 1 Dimension 


1x8 1x10 1x12 


14’ 16’ 18’ 0’ 
2x 4 93.00 94.00 96.00 106.00 106.00 
2x 6 89.00 89.00 90.00 100.00 100.00 


2x 8 92.00 92.00 94.00 100.00 102.00 
2x10 102.00 103.00 103.00 111.00 114.00 
2x12 108.00 108.00 108. 00 119.00 124.00 
No. 2 Dimension 
4 86.00 87.00 89.00 99.00 99.00 
2x 6 82.00 83.00 84.00 93.00 95.00 
8 82.00 83.00 84.00 93.00 95.00 
2x10 86.00 87.00 87.00 93.00 95.00 
_2xl2 86.00 87.00 87.00 93.00 95.00 


4 
ox 6 i -stes “oie akan 
- Se does Seis Smoa 
2 3 Be, ee ee 
ween «CER sese) seee 8 ts 





REDWOOD 

Siding 
6n6 AGBtr Biging...... 6602.00. 125.00 
x8 DE MI so 6 oe bb ele bs bees 145.00 
WEG Baer BiGINS .. 6... cecccevcs 165.00 
eo 9 2 ease 155.00 
BO ek NE re Sinn, dren a at & ae 165.00 
Re ais gi ns.6- waa Op ae ede ee 195.00 
Ray I kw eide ao ereranec® ear elara ace 205.00 

Clear Bungalow Siding 
SII, “eer aise iar d-ar aw avetwiaevece acece 165.00 
SR OE wow ow ede es biwaceos 180.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 
Beveled Siding, % Inch 

Clear _— — 


%x4 inch ...... 75.00 70.00 50.00 
MeES OMEN «sees 85.00 80.00 70.00 
2x6 PER 2c sce 95.00 90.00 75.00 
SSS 1G 22sec cs 120.00 115.00 90.00 
Clear Bungalow Siding, 3%4 Inch 
S BRCM .ccaccce 155.00 150.00 130.00 
a 175.00 170.00 140.00 
eee 190.00 185.00 150.00 
Finish, B and Btr. S2 or 48, 
6’ to 16’ or rough 
US fa ais ai acana wires &aiatae > eae a bie wuacoN 220.00 
MUNDY:  oiceiai i-diak 090 wie: wai wionerece”p a winlelarens e 220.00 
PME 6 Sice:d tae ea aaa aaah ae nals 270.00 
Ceiling or ftleoring, B and Btr. 0-16’ 
B&Btr 
ere 105.00 100.00 90.00 
Se. erecncusenes 120.00 115.00 95.00 


Discount on mouldings, 6-20’ odd 
lengths. 
Series 8,000— 

Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 


per cent. 
Clear Lattice, 6-16”, 5-16’ 
A Se ere ee 
EE. eb danse bb eo pee Wkce eee a 
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ENGLEMANN SPRUCE 


Boards and Shiplap 
(dry) 1x6 1x8 1x10 ixi2 
No. 2&Btr.. 95.00 100.00 100.00 105.01 
No. 3&Btr.. 80.00 80.00 80.00 82.06 
No. 1 Dimension 
12” 14’ 16’ 18’ 20’ 
2x 4 69.00 69.00 69.00 75.00 75.04 
2x 6 66.50 66.50 66.50 66.50 66.5/ 
2x 8 66.50 66.50 66.50 70.50 70.5 
2x10 66.50 66.50 66.50 73.50 7 
2x12 69.50 69.50 69.50 73.50 7 
No. 2 Dimension 
2x 4 60.00 60.00 60.00 60.00 60.01 
2x 6 60.00 60.00 60.00 60.00 60.01 
2x &§ 60.00 60.00 60.00 60.00 60.0: 
2x10 60.00 60.00 60.00 60.00 60.06 
2x12 60.00 60.00 60.00 60.00 60.0' 


(Boards: graded No. 1, 2, 3, at fla 
price; no price for straight No. 2 Mill 
do not grade out No. 3 dimension sepa 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Hy dD 
TES ssn eee 115.00 110.00 80.00 
Flat Grain Flooring 
i, eee rce 110.00 105.00 75.00 
BEG. enecoeatiweats 115.00 110.00 75.00 


Drop Siding 


1x6 (Pat. #106).120.00 115.00 80.00 
1x6 (Pat. #116).120.00 115.00 80.00 
Ceiling 
WIE. sicaiveow ieee 105.00 100.00 75.00 
Boards & ‘Shiplap 
1x6 1x8 1x10 1x12 
No. 1 . 62.00 62.00 62.00 62.00 
No. 2 ....60.00 60.00 60.00 60.00 
No. 3 ...-.58.00 55.00 55.00 55.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 67.00 67.00 67.00 68.00 68.00 
2x 6 63.00 63.00 63.00 64.00 64.00 
2x 8 63.00 63 3. 00 63.00 64.00 64.00 
2x10 63.00 63.00 63.00 64.00 64.00 
2x12 64.00 64.00 64.00 64.00 64.00 


No. 2 Dimension 
2x 4 62.00 62.00 62.00 63.00 63.00 
2x 6 60.00 60.00 60.00 61.00 61.00 
2x &§ 60.00 60.00 60.00 61.00 61.00 
2x10 60.00 60.00 60.00 61.00 61.00 
2x12 60.00 60.00 60.00 61.00 61.00 


No. 3 Dimension R/L Only 


BU RS as oak by along a alan a aw ee ace ke 48.00 
i ee ee ee ae eee 45.00 
Nae © acelac ale S trata p are bcaaiareeele a he aaue 45.00 
MEIN ice avy we ar vildignmere ee Cie wae ale wet 45.00 
MEAD sac'5le! oe sm Som ecace: Wi aretas aves acetone are 45.00 





OAK FLOORING 


Clear PIn 23x2% 3§x1% %x2 %x!l' 


White ..190.00 165.00 177.00 162.00 

Red ....195.00 170.00 177.00 162.00 
Sel Plain 

White ..170.00 145.00 167.00 152.00 

Red ....175.00 150.00 167.00 15290 


#1 Com Pin 
White = 
Red -138.00 


#2 Com Pin 
White & 
Red .. 75.00 50.00 


#1 Com & 
Btr Shorts 


1%” ....105.00 80.00 97.00 97.00 


113.00 152.00 142.00 





RED CEDAR SHINGLES 

Royals 

No. 1 24” 4/2 3.03) 

No. 2 24” 4/2 9.65) 

No. 3 24” 4/2 6.59 
Perfections 

No. 1 18” 5/2%4 10.60 

No. 2 18” 5/2% 5.29 

No. 3 18” 5/2 3.75 
XXXXX : 

No. 1 16” 5/3 $.7 

No. 2 16” 5/2 5.00) 

No. 3 16” 5/2 4.09 
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EDITORIAL 


*The Trend to Increased Advertising 


—in the retailing of lumber and building products 


One of the most important trends in recent 
years has been increased investment by dealers 
in consumer advertising. Latest reports indicate 
that the industry average for retail advertising 
is nearing 1% of sales. When it reaches that 
figure it will be double what it was five years ago. 

But the industry as a whole is investing far 
below what retail food merchants (3%), clothing 
merchants (314%), department stores (4%) are 
investing. 

Many unusually successful lumber retailers 
report that they are investing more than 2% of 

sales—a figure which has long been considered 
about right by the aggressive merchants of the 
industry. 

There are 14 significant reasons for this growth 
in dealer advertising: 

1. Dealers have become acutely conscious of 
the loss of sales volume to outside sales organ- 
izations (mail order chains, improvement com- 
panies, applicators, etc.) who are capturing the 
business through aggressive consumer advertis- 
ing and sales promotion. 

2. Dealers are learning (a) that consumer- 
generated and contractor-generated sales vol- 
ume is generally not enough to maintain ade- 
quate volume at a satisfactory net profit; (b) 
that additional creative sales to family and farm 
consumers must be had; (c) that the basis for 
creative selling is an adequate advertising in- 
vestment; (d) most retail yards are under ad- 
vertised. 

3. Dealers have found that advertising is an 
nvestment, not an expense—that it pays for 
itself if it produces $1214 in sales for each $1.00 
nvested, that any ratio above this makes it pos- 
sible to reduce consumer-selling prices. (Ratios 
f 20 to one are not uncommon.) 

4. New advertising techniques¢ and media are 
vailable which are producing extraordinary re- 
ults for dealers. 

5. Thousands of dealer employes have now 
ttended 30-day training schools and have re- 

‘urned to their companies better salesmen be- 
cause of this training. Trained salesmen always 
vet better results from and through adequate 
advertising. 

6. Lumber and building products dealers, 
along with American business management gen- 
erally, now know that Advertising is to Distribu- 
iion what the Machine is to Production. It in- 
creases volume and lowers costs. The machine 
releases manpower for greater productivity. 
Advertising releases sales manpower for greater 
sales production. The machine brought about 





*The first of a series of editorials on dealer advertising. 
tSee American Lumberman, December 15, 1951. 
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mass production. Advertising made mass distri- 
bution possible. The machine alone could not 
have produced our modern scale of living—ad- 


vertising was equally important in this achieve- 
ment. 


7. Dealers have found that they are able to 
capitalize much better on manufacturers’ na- 
tional advertising and sales promotional aids if 
they, too, invest some money in local advertising 
coordinated with the national programs. 


8. Dealers are competing with retailers in 
other industries (department stores, etc.) for 
local consumers dollars. They have learned that 
they cannot get their rightful share of these 
dollars unless they invest in advertising similar 
amounts to what these outside competitors are 
investing. 

9. Every day in every locality certain people 
become conscious of a need for lumber and build- 
ing products. The only practical way to attract 
and direct such business to a dealer’s establish- 
ment is through continual advertising. 


10. Competent selling manpower is harder 
and harder to find. Dealers are finding that ad- 
vertising can play an important part in partially 
reducing the number of salesmen required for a 
creative selling task. 


11. More and more consumers are doing their 
own construction work. No longer can a dealer 
depend on the contractor to bring this sales 
volume to him. The only practical way a dealer 
can reach this important volume is through ad- 
vertising. 

12. The greatly increased number and variety 
of items handled by dealers makes it imperative 
to acquaint the public with the products and 
services a modern lumber store offers. The only 
practical way to do so is through advertising. 

13. The problem of preparing advertisements 
which will pay for themselves is solved in part 
by the present availability to the dealers of sev- 
eral excellent syndicated and semi-syndicated 
professional advertising services. 

14. Manufacturers, too, have progressed in the 
science of retail advertising and are providing 
for the dealers ever better local advertising ma- 
terials requiring but nominal investments by the 


dealer. 
..... Art Hood 


* * * * * 


To get the most from this vital selling mechanism 
a dealer must become acquainted with the latest 
strategies, tactics and procedures of advertising. The 
subject, therefore, of the next two editorials in this 
series will be “Advertising: What It Is! What It 
Does—and Can Do for You!” 


‘ 
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TWO-BEDROOM MODEL of the deluxe budget home shows the combination of 
vertical and horizontal siding used to give the house an individualized exterior. 


““Own Your Own Home for Less’’ 


That’s how Whiting-Mead Company’s Builders’ 
Mart in San Diego advertises to new home prospects. 
Whiting-Mead’s men will erect the frame, lay the floor- 
ings, install plumbing and heating—the owner does the 


rest. 


Whiting - Mead Company’s 
Builders’ Market in San Diego 
is placing progressively greater 
emphasis on package merchan- 
dising. Instead of advertising 
lumber in terms of feet or other 
individual builders’ supplies as 
separate items, the firm sells a 
home or more specifically, a bill 
of materials for a home. 

By advising, encouraging and 
counseling home prospects to do 
part of their own building, the 
Builders’ Market, under H. L. 
Miner, president, Glen Miner, 
general manager, and Everett 
Miner, sales manager, has sold 
more than 800 homes since 1948. 

Package merchandising now 
accounts for about 40 percent 
of the firm’s total sales! 

Early in 1948 the Home Build- 
ers’ Service Department started 
merchandising a Thrift Cottage 
on a build-it-yourself basis. The 
program met with astonishing 
success. In 18 months the firm 
sold 300 bills of material for 
house jobs. 
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Result: over 800 new home sales since 1948. 


More recently the firm has 
developed an even more effec- 
tive package home. Under the 
“Save-Way Bilt” plan, Builders’ 
Market does the rough, hard 
work; the home prospect com- 
pletes the job. 

The company does this: 
builds the forms and pours the 
foundation; frames the house 
to and including rough rafters; 
nails sub-flooring into place; 
does all the plumbing and elec- 
trie work, makes and supplies 
all frames and cabinets. 

The owner completes the 
house by nailing siding and 
roofing; installs interior finish, 
including hardwood flooring, 
and he paints the house. 

Under the “Save- Way” or 
“Semi-Bilt” plan, the firm of- 
fers the home builders constant 
supervision throughout the con- 
struction period by weekly on- 
the-spot checks by trained 
Whiting-Mead counselors. The 
Home Builders’ Service Depart- 
ment takes care of the entire 








DEAN GRAVEN, left, Whiting-Mead 
field representative, checks with a 
young city fireman, who is building his 
home with Whiting-Mead materials. 


program for the home builder. 
The department handles the 
whole job, from drafting plans 
to financing. 

Several floor plans are avail- 
able, any of which can be modi- 
fied to suit the builder. Cur- 
rently, one of the most popular 
floor plans selected by home 
prospects is the deluxe budget 
model. This has a large living 
room with guest closet, kitchen, 
bath and two bedrooms. It con- 
tains 800 square feet of living 
space. 

The company sells this mode! 
on the “Semi-Bilt” plan for 
$5,290. To finance this through 
FHA Title I, Section 8, the 
builder needs a clear lot and 
approximately $540 cash, since 
the maximum loan under Sec- 
tion 8 is $4,750. To make it possi- 
ble for as many families as pos- 
sible to avail themselves of the 
“Semi - Bilt” opportunity, the 
company has a flexible arrange- 
ment of building plans. 

A home prospect with a clear 
lot, but without further capital, 
can get started on his home 
under the following alternativ: 
plans: 

1. He can have the sam° 
floor plan in a stripped dow: 
model (minus shower, floor fur- 
nace, tile and some other re- 
finements, which he can add at- 
ter he moves into the home). 
All he needs to finance thi- 
model (standard budget home) 
is a clear lot. He can financ: 
$4,740 under Section 8. 

2. The home prospect ma 
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RICHARD F. X. SMITH, manager of 
Whiting-Mead’s Home Builders’ Serv- 
ice Department, checks his job-prog- 
ress file on owner-built homes. 


Sample Radio Spots 


Here’s an easy way to increase 
your monthly income. Build a 
rental unit in your backyard. You 
can build a duplex for seventy- 
three hundred ninety dollars, or a 
single unit for only thirty-seven 
hundred ninety dollars . .. when 
you use the “Save-Way” Plan at 
Whiting-Mead Builders’ Market. 
It’s the practical way to build at 
a big savings. 

Now you can build a new home 
for less than you had figured! The 
“Save-Way” plan offered by Whit- 
ing-Mead Builders’ Market is prac- 
tical and money saving. You do a 
small part of the work .. . light 
carpentry and painting ... they do 
all of the difficult part. All you 
need is a clear lot to start. Bal- 
ance on monthly terms of less than 
rent. Look into this better plan to 
your own home right away at your 
nearest Whiting - Mead _ Builders’ 
Market. 


SAMPLE RADIO SPOTS which are 
used by Whiting-Mead to promote the 
Sule of homes for rent and ownership. 





cio0se this model home with 
One bedroom. All he needs is a 
clear lot. Since all Whiting- 
Mead homes are planned so that 
the builder can add one or two 
bedrooms, the homeowner can 
later make these additions to 
his home. 

Some home prospects finance 
their homes through their own 
banks, or through building and 
loan companies. 

The two-bedroom DeLuxe 
Budget home is available with 
a“Semi-Bilt” garage for $6,140. 
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built homes. 


FRAMED MODEL is used by salesmen to show construction features of semi- 
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Enjoy “Extra Income 
With Apartment-Garage 


Here’s extra income from your own back ! We help 


build it... do most of the work! All you do is the 

try iting in your spare time, An 

rental ».. or, live it yourself and rent your own 
* more? 





14th and K SAN DIEGO Phone M-7191 


East San Diego—4057 University—6135 El Cajon Blvd, 
Oceanside EI Cajon El Centro National -City 





NEWSPAPER DISPLAY ADVERTIS- 
ING is used regularly to bring pros- 
pects into the yard. The idea of rental 
income is an added inducement to 
build. 


A three-bedroom DeLuxe Bud- 
get home with garage lists at 
$6,790. This gives the builder 
980 square feet of home. 

Thus the home prospect is 
offered a large and flexible as- 
sortment of plans. 

Other floor plans offered by 
Whiting - Mead, also on the 
“Semi-Bilt” plan, include: 

a. The 480 square-foot Thrift 
Cottage for $3,490. 

b. A newly-designed one-bed- 
room model with 504 square 


FINISH THE JOB 
AND MOVE IN! 


We'll help you build this home... 


do all of the hard work... show 
Api you how to finish the easy part and 
a re save money! 








Stop in and see this De Luxe Budget model at 
14th and K and learn how easy it is to own your 
own home ! 


This Is Your "Do It Yourself" 
Department Store of Building Supplies 





Always Convenient Parking 





14th and K SAN DIEGO Phone M-7191 


East San Diego—4057 Universify—6135 El Cajon Blvd. 





Oceanside -El Cajon El Centro National City 








BUDGET TERMS are featured in the 
firm’s newspaper ads. The fact that 
Whiting-Mead handles the hardest part 
of the construction details is also 
played up. 


feet of space for $3,790. This 
latter model is quickly gaining 
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De Lux& buvgetT Two by Waiting [Mean builnens Market bi 
FLOOR PLAN of two-bedroom house, expandable to three bedrooms, available from Whiting-Mead Builders’ Mart. ; : 
popularity as an income unit. ing-Mead’s fieldmen. Two for- materials through a vigorous P ‘ 
The company offers this model mer GI’s, trained by the com- advertising campaign. Display a 
on the Semi-Bilt plan in three pany, have built their own ads are run in the building 
ways: homes since joining the firm. pages of the local newspapers; 
1. As a single one-bedroom These men act as expediters; mid-week display ads promote 
unit for $3,790. see that the individual builders the one-bedroom, duplex and ; 
2. Asa duplex for $7,390. progress so their materials can garage-apartment as income ; 3 
3. As a one-bedroom unit’ bedelivered ontime (aboutfour homes. Radio spot announce- q 
over a two-car garage for’ deliveries for each home); they ments and bus cards suppl¢- j 
$4,990. also maintain a job progress file ment the newspaper schedule. ; 
Not only does the company which shows how each home The company uses about 10 r:- ‘ 
offer its model homes ona Semi- __ builder is progressing. dio spots a week, half of which 7 
Bilt plan; it also will complete The enthusiastic field men promote the Semi-Bilt homes. j 
the home for a fixed price. For make additional use of their Whiting-Mead features pack- : 
example, the firm will complete know-how by acting as outside ages wherever possible—an ac- | 
the roof on the two-bedroom salesmen for the company. To ditional room, garage or remo«- 
deluxe model for $50; nail the the “Semi-Bilt” prospects, they _eling job. The firm sells an ai- 
siding for $150 and paint the sell hand toolsand step ladders. ditional room, not just lumbe*. 
interior and exterior for $400. As they make their regular Ads state how much it will cost - 
No wonder their homes have’ daily rounds, they sell addi- for a homeowner to paint an 
gained such wide-spread popu-_ tional building materials from average room or a house; the 
larity. leads supplied by the company, company does not advertise 
One of the keys to the suc- averaging as much as $2,000 in _—ipaint by the gallon. 
cessful operation of their Semi- __ retail sales a week. In short, Whiting-Mead sel's 
Bilt plans is the week-to-week, The company promotes its a complete job, rather than i:- 
on-the -spot inspection by Whit- Semi-Bilt homes and its other dividual items. 
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FLUSH DOOR 







































... has a simple, sound assembly for 
maximum strength and durability yet is 
made to meet the price market. 





























This adaptation of the hollow-core principle meets the demand for 
high quality and low cost. This is another engineering achieve- 
ment by HASKO for the builder who needs better flush doors. 
It is truly an economy door of outstanding quality. 


LOW COST The HASKO “MOBILE” FLUSH DOOR is priced 
competitively, and is made and backed by a responsible manufac- 
turer. 


QUALITY GUARANTEED The HASKO ‘“MOBILE’’ FLUSH 
DOOR carries the same guarantee and responsibility as the famous 
Hasko Arch-Kor Flush Door. It features “balanced’’ construction, 
and the warp-resistant, sound deadening and proper ventilation , 
characteristics engineered into all Hasko Flush Doors. Its frame is 
constructed of selected kiln dried lumber and allows a generous 
amount of stock for trimming, plus sturdy 3/16” thick face panels. 


8-WAY HANGING SPEEDS INSTALLATION Large 3x25 (5x25 
including frame) double lock-blocks provide for fast, easy 8-way 
hanging of the HASKO “MOBILE” FLUSH DOOR. . 


FLEX-CORE INCREASES LIFE, ASSURES PERMANENT BEAUTY 
The entire core construction provides complete support of the 
sturdy (3/16” thick) face panels. An additional feature of the 
door is in the use of the “Flex Core” core ribs. These provide a 
resiliency and flexibility that give the face panels an unusually high 
degree of resistance to denting from heavy impacts, or damage from 
warping, and assure great durability. 


TESTED Thorough tests prove durability. The HASKO 
“MOBILE” FLUSH DOOR has withstood kiln tests of as high as 
48 hours at 170 degrees. The Hasko name means sound construc- 
tion, high quality, expert design and craftsmanship. 











WRITE today for the special HASKO “MOBILE” 
FLUSH DOOR Bulletin. Orders will be 
filled in the sequence in which they are 
received. 
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FRONT VIEW of the scale model home which won first prize for Wakefield (Neb.) Lumber and Manufacturing Co. 
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REAR VIEW of the model shows in detail the ‘window frames, siding and 
shingles. The model was made from blueprints made available by local con- 


tractor C. V. Ward. 


Model Home Is Prize Winner 


Entry by Wakefield, Neb. lumberman wins 
top prize in town’s 70th anniversary parade. 


Leslie Brudigam, a civic-con- 
scious lumber dealer in Wake- 
field, Neb., entered the model 
home shown on this page in 
Wakefield’s 70th anniversary 
celebration last summer. It won 


84 


first prize. 

The siding and shingles were 
beveled and cut to scale as were 
also the window frames, window 
panes, fireplaces, chimney and 
window curtains. The artificial 


As. 


lawn was made by dyeing saw- 
dust green. Shrubbery and 
flowers were “planted” beside 
the house and the grounds land- 


scaped by local nurseryman 
H. L. Eaton. 


The sidewalks and driveway 
were made from white sand 
tamped to a hard finish. The 
front and rear open porches 
were lined on the outside with 
oak plywood, then varnished 
The house was painted a dull 
green and the roof a red pearl 
stone color. 

The windows were trimmed in 
white. Garage and porch floors, 
also the foundation, were done 
in tile red. Heavy aluminum foil 
was used for hip and ridge roll. 

This model is a scale duplicate 
of a home built by a local con- 
tractor, C. V. Ward, who made 
blueprints available to Mr. 
Brudigam. It was mounted on 
an 8x16 flat-bed wagon trailer 
and created such a sensation in 
the parade that a number of 
spectators followed it back to 
the lumber yard for a closer 
look. 

Several wholesalers have 
asked permission to use tne 
model at the Nebraska retail 
lumbermen’s convention in 
Omaha next winter. 

Incidentally, Mr. Brudig:m 
was chairman of the commitiee 
of arrangements for Wakefiel:!’s 
70th anniversary. 
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A. one of the oldest and largest producers 
n the industry, Associated makes a type, size and grade 
‘f Douglas fir plywood for every building need: 


‘nterior-type: For walls, ceilings, cabinets, built-ins; for 
sheathing and subflooring. 


Uxterior-type: For siding, outdoor signs, farm structures, 
boats of all sizes and shapes. 


Sea Swirl (interior and exterior). A beautiful decorative 
plywood for remodeling and new construction. 


Plastic surfaced plywood (exterior-type): For concrete 
forms, siding for commercial and industrial buildings. 


Plyron (interior and exterior). Plywood core between 
hardboard surfaces. For all types of construction; 
built-ins, furniture. 


All APMI plywood is manufactured in the heart of the 
Douglas fir region of Oregon; is grademarked and trade- 
marked; is available through branch sales warehouses in 
najor building cities, sold by experienced plywood men. 
Your inquiries are invited. 
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BRANCH SALES WAREHOUSES: 


4268 Utah Street, St. Louis, Missouri 

4814 Bengal Street, Dallas, Texas 

4003 Coyle Street, Houston, Texas 

1026 Jay Street, Charlotte, North Carolina 

111 Welborn Street, Greenville, South Carolina 
925 Toland Street, San Francisco, California 
Eugene, Oregon 


SALES OFFICES: 


31 State Street, Boston, Massachusetts 
Los Angeles, California 








ASSOCIATED PLYWOOD 
MILLS, INC. 


Plywood plants at Eugene and Willamina, Oregon 
Lumber mill at Roseburg, Oregon 


General Offices: 
Eugene, Oregon 
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store, directly opposite millwork shop. 


GEE LUMBER’S HOBBY SHOP and tool rental office is located behind main 


It attracts considerable traffic passing 


between store and lumber storage area at far rear. 


Add a Hobby Shop 


The number of home craftsmen and power 
tool enthusiasts is growing daily. Here’s one dealer 
who took advantage of the fact. 


With its vast stock of home- 
wares, fuel, lumber, and build- 
ing materials, the Gee Lumber 
Co. of southwestern Chicago 
does a larger volume of busi- 
ness than the average retailer. 
But it is always on the lookout 
for new customers, new ways 
to add to its ever-growing busi- 
ness. One of its more recent 
ideas is the Hobby Shop, a rela- 
tively small room behind the 
main display area. Its purpose 
is to lure the home-workshop 
enthusiast; its special attrac- 
tion, power tools. 

New gimmicks. Power tools 
are like cameras; they thrive 
on accessories. The average en- 
thusiast will even go hungry in 
order to acquire an attachment 
that will extend the range of 
his shop. Once he takes the 
power tool plunge he’s in to 
stay. The tool manufacturers 
know this, and so they concen- 
trate on (1) a variety of tools 
for every purpose, (2) a steady 
stream of accessories and plan 
sheets that will keep him occu- 
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pied. The more advanced work- 
shopper is “project” minded; 
he has ideas about building 
storm windows, fences, furni- 
ture, built-ins, and finishing at- 
tics or basement recreation 
rooms. Both types are poten- 
tially good customers, as they 
need lumber as well as equip- 
ment. 

One line lure. Gee Lumber 
decided to add its 15x19-foot 
hobby shop and rental service 
partly as a result of customer 
requests, partly on a hunch. 
Around the shop’s knotty pine 
walls are continuous plug-in 
wiring strips to allow several 
machines to run at once. The 
shop features only one line of 
power tools (the one with the 
most accessories), though right 
now the management is consid- 
ering others. The rental service, 
of course, has almost as many 
different manufacturers’ names 
as it has tools. 

Saturday’s rentals. There 
are many who have only occa- 
sional use for power tools, who 
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MAIN STORE AREA contains power 
tool display with sign directing cus- 
tomers to hobby shop. Second sign 
(not shown) points to rear of store 
and hobby shop. 


find renting the answer to their 
needs. Gee requires them to 
leave a small deposit when 
checking out a tool. Rates are 
for 4-hour, 24-hour, weekly, or 
monthly periods and vary with 
each tool. A 6-inch portable 
circular saw rents for $2.50 a 
day; an extension ladder, 
$1.50; floor sanders, $5.00. 
Also available are caulking 
guns, tile cutters, electric drills, 
paint sprayers, electric jack- 
hammers, staplers, wallpaper 
steamers, and painters’ drop- 
cloths, to name a few. The lat- 
ter is not too popular an item, 
but might well be if more 
people knew of its availability. 
It’s certainly basic to any home 
redecorating job—a must, in 
fact, wherever there’s a possi- 
bility of spattering carpets or 
furniture. Once the homeowner 
is made to see how easily such 
items as these can be had from 
the lumber dealer, the whole 
prospect of remodeling or re- 
decorating takes on a different 
hue. 

How does he get his bulky 
rental equipment home? Gee 
thinks of that too. The firm 
lets him have a couple of car- 
top carriers to use—for a day 
at least. Anything after that, 
and it charges him rent. These 
carriers, incidentally, come in 
handy when it comes to hauling 
home lumber and other bulky 
items. 
giving better service. 
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HAROLD RETTERSON, SHOP MANAGER, explains ac- 
cessory line to customer—one of many who come in for 
rental equipment but who also express interest in owning 


power tools. 


Hobbyists all. What’s a hobby 


shop have to do with the lum- 


ber business? Well, with Gee 
Lumber Co., considerable. How 
it fits into a progressive mer- 
chandising pattern is evident 
when you stop to think that 
there are nearly a _ million 
home-workshop enthusiasts in 
this country. They represent a 
vast market for power tools, a 
market which is far from being 
exploited fully in most areas. 
Nor is there any reason why 
hardware dealers should be sole 
distributors. Gee Lumber woke 
up to this fact two years ago. 
You can too. 


Don’t be surprised if con- 
tractors also get interested in 
your line of power tools. Like 
many homeowners, they want to 
get things done fast and eco- 
nomically. Nor do they always 
insist on heavy-duty equipment 
either. Show them a new, light, 
relatively inexpensive radial 
s.w, and see what happens. 


Demonstration sells. Most 
power tool manufacturers have 
ficld men who visit dealers for 
the sole purpose of demonstrat- 
: g their respective lines. These 

‘en put on a good show, espe- 
cially on opening days. Once a 
potential customer sees how a 
machine works, or tries it out 
himself, he isn’t difficult to sell. 
The main thing is to get him to 
try it out, enable him to over- 
Come his doubts and fears. In- 
struct him in basic safety rules 
and show him a machine’s ver- 
Satility through its attach- 
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INTERIOR OF SHOP has tiled, fluorescent-lighted ceiling, 
with pine-paneled side walls. Neat accessory displays and 
electric plug-in wiring strips for simultaneous operation 





of tools are also features of shop. 





@ |DELTA HOMECRAFT | , 





POWER TOOL HEADQUARTERS 








Delta-Homecraft Power Tools. .. . 
COME IN TOMORROW ! 


Now is the time to start planning that home work shop of yours! Long winter evenings mean many hours spent indoors. Enjoy 
them and make them really worthwhile by producing practical articles in your own shop . . 


. a shop equipped in de luxe style with 


Despite predicted shortages we still have a good stock of most machines and accessories ! 
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ep 2h" , Blade tilts 45°, Dado cuts to 
, Table size 22" x15" 

wee A real wooo Table extension 

and motor extra. 


Capacity under Gieda quide 6'/,"", Table 
Arbor size tilts 45°. Table size, 10''x!0"'.. A rugged 
machine designed for elt accuracy at 
low cost. Lamp and Motor extra. 





8" TILTING ARBOR SAW 10" HOMECRAFT BAND SAW 11° HOMECRAFT DRILL PRESS 

Down payment....... 8.15 Down payment . - 4.85 Down payment : ---» 4,89 
Monthly payment (12 mos.) 6.16 Monthly payment (9 mon) 5.17 Monthly payment (9 eed. : 5.28 
Full Price .. ‘ 79.95 Full Price . 44.95 Full Price : 46.95 


Equipped with Senike: check. Vf," ca- 
pacity in cast iron. It drills, routs, mor- 
tises, carves, sands, shapes and grinds. 
Motor extra. 





inspection 





VISIT OUR HOBBY SHOP 


We have a completely equipped hobby and craft shop set up permanently right here in the store for your 


Come in and ask for demonstrations of any of our machines: see the many, many accessories and the jobs 
they will go! IT'S YOUR SHOP! Use it and see what the machine will do before you buy it. 























DELTA PUBLICATIONS 


Get these practical & educational manuals 
on your power too!s—they'll save you time, 
mcaey & make your hobby much more 
enjoyable. 














2. Table size JI''xli'"'. Lamp and motor 


NEWSPAPER ADVERTISEMENT, left, 


breeze! Very, very accurate. V-belt, mo- 
extra. tor pulleys and motor extra. 





(A) Getting the most out of c 
your drill press 25 
(8) Getting the most out c 
of your lathe ' 25 
(C) Getting the most out ‘of 50° 
your circular saw & jointer 
o (D) Getting the most out of c 
D i ee LATHE your band saw & scroll saw 50 
Down payment 3.91 own payment...........5 seer 5.65 (E) Practical eishing c 
Monthly payment (8 nes . 5.04 Monthly payment (10 mos.) s- 5.59 methods : “= 50 
Fell Price. .:..:. = ple 37.95 Full 54.95 (F) Things to make on your 25° 
Intricate cuts made quickly and easily! price % lathe . 
Table tilts 45° to right, 15° left, blade A real precision piece of machinery! (G) Things to eatin on your 25° 
chucks rotate 90°, capaci ity under plunger Makes furniture and lamp making a band saw....... ; 





eatures main line of power tools in 


hobby shop, with an invitation to come in and browse around. Time payment 
plan makes tool-buying easier on customer’s pocketbook. 


ments. One minute of actual 
operation is sometimes worth 
more than an hour’s sales talk. 





Create a hobby shop just for 
this purpose—with plenty of 
room to spare if possible. 
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VOLUME OF CONSTRUCTION in billions of dollars for 
1952 (private and public) is shown at right of chart; actual 
1951 figures at left. Total 1951 construction (not shown) 


1951” 


THE MASON CONSTRUCTION ESTIMATE 





_ BILLIONS OF DOLLARS | 


. § 


1 


was $29.9 billion. Predicted construction for 1952 is a 


Norm Mason’s Estimate for 1952 


Former NRLD head and current committee 
chairman in Washington, plots three-way construction 


figures for the year. 


Forecasts of the ’52 construc- 
tion market are being flung 
from all angles these days, but 
few appear to have a more solid 
footing than that of Norman 
Mason, past president of the 
NRLD and currently with the 
U. S. Chamber of Commerce. 
As chairman of the Civic Devel- 
opment Department Commit- 


tee, he has access to some of 
the most reliable statistics in 
Washington. He knows regula- 
tion authorities, economists, 
businessmen, and just plain 
people, and he recently com- 
pleted a nation-wide survey of 
retail lumbermen and building 
material dealers. He has 
checked notes with the Ameri- 


3 


1952 


medium figure of $27 billion (for private building); for 
public, a medium of $10.3 billion—an increase of $1.3 
billion over last year. 


can Institute of Architects and 
has gathered enough back- 
ground material to fill a book. 
Consequently, he probably has 
about as accurate and complete 
a picture (albeit conservative) 
as anybody. 

High, low and in between. 
Forecasts of this year’s con- 
struction are generally classed 
in one of two categories, says 
Mr. Mason. They’re either pe:- 
simistic or optimistic: pessi- 
mistic low—$25 billion; opti- 
mistic high—$27-28 billion. H's 
own figure lies comfortably :n 
between these two extremes, r°- 
flecting a drop of 5% to 15:6 
from the 1951 overall figure. 
This drop will appear most 'n 
the home-building market, he 
says, which promises to suffer 
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reduction of from $114 billion 
o $214 billion. Likewise, the 
iumber of starts will probably 
i between a high of 900,000 

nd a low of 800,000—a figure 
vhich certainly coincides with 
Ir. Foley’s estimate. Of these, 
robably less than 100,000 will 
e multi-family units. 

Drop in public works. A\l- 
eady 26% below last year, com- 
nercial construction promises 
ittle improvement. Present ac- 
ivity seems to be confined to 
completion of construction al- 
ready under way. Recreational 
building, always small in the 
total picture, will run about 
53% below a year ago, may even 
go lower. Hospitals, schools, 
and farm buildings, however, 
will provide a relatively con- 
stant volume, the latter having 
run to $114, billion in 1951. Post 
offices, court houses, adminis- 
trative buildings, and other 
public works are not expected 
to go as high as last year—are, 
in fact, scheduled to take a 
sharp drop, especially in de- 
fense areas. 

Boom in the military. Miaili- 
tary construction will climb to 
about $2 billion in ’52. The NPA 
hopes to stretch this into 753, 
however. Barracks and airfields 
will blossom, and the atomic 
energy program will double. 
Critical materials will be chan- 
neled to the needs of the mili- 
tary as long as there is a de- 
mand for them. There is one 
type of construction, however, 
which will offer a steady mar- 
ket, both for materials and 
lavor. That is the repair and 
upkeep of all kinds of build- 
ines. The government in all 
probability will not issue any 
ce lings controls here, if it can 
he'p it. 

‘hort term troubles. “We are 
fortunate in the construction 
incustry,” Mr. Mason continues, 
“that our problems are mainly 
shurt-term ones. While they are 
truly troublesome to us right 

Ov, we can at least look ahead 
to the future which is more 
rosy-hued.” As an example he 
points to residential building, 
Which for 20 years has been ac- 
Cumulating obsolescence. This 
IS certain to mean increased 
demand in the near future. 
We need . to build at the 
rate of 1, ‘million new units 


| of housing every year,” and he 


questions the value of restric- 
(continued on page 177) 
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RENTS AMERICAN SANDERS... 





Mike Hall, at left, and 
Mel Holmquist, at 
right, clerks in the 
paint and wallpaper 
store of Swanson’s, 
Inc., St. Paul, check 
the display of Ameri- 
can Rental Sanders 
which are an impor- 
tant source of income 
for the store. 


a a eye / 


Sander rentals bring in big two-way profits 
for Swanson’s, Inc., the progressive 
paint store operated by Reuben and Abel 
Swanson in St. Paul. They’ve been rent- 
ing American Floor Sanders to their 
customers for 20 years and have found 
this feature a real business-builder and 
profit-producer! 

Today—Reuben Swanson figures that 
sander rentals increase paint sales 20% 
for a volume of $6,000 per year! This 
includes paints, varnishes and allied 


\ 


Name 


The American “Moor Surfacing Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio 

(J Send 12-page illustrated booklet showing 

how to make money in the floor sander 

rental business. 

[J Send latest catalog on the following, with- 
out obligation: 

(] Floor Sanders 


(J Floor Maintenance Machines 















items such as brushes, abrasive paper, 
thinners, etc. In addition—the sanders 
ring up $3,300 in rental fees alone! 

Folks everywhere like the idea of get- 
ting “new floors for old” and saving 
money by doing the work themselves 
with American Rental Sanders! Easy for 
customers to operate these machines. 
Easy for you to profit by using our highly 
successful Rental Plan! Send today for 
bookiet with complete money-making 
details ... use coupon. 


MERICAN 


FLOOR I MACHINES - PORTABLE TOOLS 


ee Ss SD > SD St a eb ey eee 5 


C] Floor Edgers 





Street 





City. 


State 
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By E. S. EGGE 
Manager, Allied Building Credits, Inc., 
Birmingham, Ala. 


Because of the increasing impor- 
tance of time-payment selling in 
today’s market, American Lumber- 
man is publishing below an extract 
from Mr. Egge’s talk before the 
recent management clinic sponsored 
by the Tennessee Building Material 
Association, Knoxville. 


Of the 45 million dwelling 
units in the United States, 
20.9% are under 10 years old; 
33.5% are 11 to 30 years old; 
45.6% are 31 years or older. Of 
these existing dwellings, 50% 
are in need of immediate re- 
pairs; 27 million Americans 
have no kitchen sinks, 22 million 
Americans lack indoor toilets, 
40 million Americans have 
neither tub nor shower. 


According to current surveys, 
this all adds up to an 8 to 12 
billion-dollar market in repair 
and modernization for the next 
12 months. From this you can 
readily see that you in the light 
construction industry are just 
beginning. Your opportunities 
are unlimited and are bounded 
only by your capacity to see 
and determination to do. 

The only way to capitalize on 
this existing market is through 
time payment selling. Today 
the consumer expects and de- 
mands the right to buy on time. 
He is waiting for someone to 
tell him how he can buy these 
things; not how much it will 
cost. Offer him these luxuries at 
so much per month and see 
what will happen. 


A sale is not complete until 
the cash has been collected. In 
order to assure payment of any 
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job, your best bet is a time- 
payment sale. Why? Well, if I 
had to give a definition of time- 
payment sale, it would be a 
“Cash Sale,” insofar as you, 
the dealer, is concerned. Notes 
are purchased on a non-recourse 
basis, hence no dealer liability, 
no red tape, no collateral, are 
necessary on most loans. 

Another thing you want to 
remember about time payments, 
and this is most important, 
time-payment selling does not 
cost you one penny. It’s free, 
absolutely free. It requires no 
investment on your part. If you 
use it, you actually develop 
CASH SALES. That is cash to 
you, the dealer. 

In today’s race for the con- 
sumer dollar, you must have a 
time-payment plan. I feel sure 
most of you have seen work 
done in your own back yard by 
the so-called itinerant or gypsy 
contractors. Do you know how 
they secured the job? Through 
easy monthly payments. Were 
it possible to compare costs, 
you would find their cost con- 
siderably in excess of what you 
could have done the work for. 

I think you will also agree 
your competition is not only 
from outside, too—the automo- 
bile dealer, television and appli- 
ance concerns, furniture stores. 
Regardless of the nature of the 
competition, it’s a safe bet to 
say that in this fight for the 
consumer dollar, your competi- 
tion is focusing attention on 
one thing—and one thing only 
—ease of ownership through 
easy payments. Keep in mind 
that when the wage earner 
comes home on pay-day he has 
mortgage payment, food, in- 
come-tax deductions to meet, 
which will leave him X dollars 
to spend. If you want to com- 
pete for his X dollars, you must 
have a time-payment plan, or 
you lose. 

All of us are familiar with 
the success the television in- 
dustry has enjoyed in the past 
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Use Time Payments to Win 
The Consumer’s Dollar 


Beat your competition to the completed sale 
with a service that doesn’t cost you a penny. 











few years. Here is a product 
that has only been on the mar- 
ket for about five years. It was 
new, and people were told t« 
expect color television soon, 
that new high-frequency chan- 
nels were going to be let, bui 
did that stop the purchase of 
television? Indeed it did not. 
And why? Because they were 
sold on time. 


Statistics tell us 92% of the 
television sets were sold on 
time; 85% of the other items 
are on time. So you see where 
the real competition for the 
consumer dollar is. At present 
you have the inside-post posi- 
tion for this consumer dollar, 
as you have smaller down pay- 
ments and longer maturities. 

Time-payment selling will 
provide you with increased 
sales, as it ties in with the pay- 
ing habits of your customer. 
This allows you to capture a 
larger share of the consumer 
dollar. It provides you the op- 
portunity and the means of sell- 
ing the complete job, which 
means increased sales. You can 
build a small repair job into a 
complete job. This means cus- 
tomer satisfaction. Time-pay- 
ment selling gives you a con- 
tinuous market, a steady vol- 
ume year in and year out. There 
should be no slack periods. 

Time-payment sales provide 
a more rapid turn-over of 
capital, as each sale is a CASH 
SALE. No accounts receivabie. 
If I could go over your firm’s 
accounts receivable, I’d waver 
that 90% of the accounts on 
your books would represent ‘he 
so-called cash sale as you kn)W 
it. On time-payment deals you 
are relieved of credit and col- 
lection problems. Your cis- 
tomer does not have to shop 
elsewhere because he has ot 
paid his obligation to you. Time- 
payment selling provides an 2f- 
fective means for you to contol 
price shopping. All of you know 
the disadvantages encountered 
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No. 1654 
Tubular cylinder type lock. 
3 Steel tumblers, 6 changes. 
Steel keys Class No. 44134, 
Cast iron case and bolt. 


No. 100 
Rim night latch with cylin- 
der No. 1190. Cast iron case 
and cast brass bolt. For 
doors 1” to 22” thick. 








No. 1290 
Competitive type rim night 
latch. Ball bearing cylinder. 
Case, cast iron. Bolt, cast 
brass. Reversible. 


No. 1282 
Competitive type deadlock 
for doors 1’ to 21/2" thick. 
Ball bearing cylinder. 


No. 1490 
Second to none for sales 
appeal — sturdy aluminum 
rim night latch with pin 
tumbler security. Free hand 
operation. Reversible. 





No. 0200 
Tubular dead lock with ball 
bearing cylinder, Rack and 
Pinion construction, insur- 
ing smooth and positive 
action. For doors 136” to 
2” thick, 
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The New Russwin 
Super-Six Night Latch 
Merchandiser 


This colorful, quality-made display is 

sure to attract both the casual shopper and 
purposeful prospect who come into your 
place of business. It’s packed with eye appeal 
and “buy” appeal. Shows all the popular 
types of night latches ... each, offering 
Russwin smooth performance, long service 
life and safety. 


Ask your jobber for details. You’ll have to 
see this display to fully appreciate it. 
Russell & Erwin Division, The American 
Hardware Corp., New Britain, Conn. 


Russwin Dealers always have the Edge 





SINCE 1839 
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when the purchaser had the 
available cash. 

Now some of you are think- 
ing “it’s okay for the other fel- 
low, but not for me.” I think 
you are wrong. Last year FHA 
alone insured 1,448,651 individ- 
ual loans for $700,225,000. 
Now when you take into con- 
sideration other modernization 
and repair loans that were not 
insured by the FHA, I believe 
that the total would exceed sev- 
eral billion dollars. According 
to many authorities, the repair, 
modernization and replacement 
market runs in excess of 8 bil- 
lion dollars, and a good part 


of this is represented by resi- 
dential properties and farm 
buildings — a natural field for 
time sales. 

Your entire store personnel 
should be thoroughly familiar 
with time-payment selling. You 
cannot sell something unless 
you know what you are talking 
about. You, yourself, must first 
be sold, then you can sell your 
product with the greatest of 
ease. 

In your business you have two 
approaches: 

1. Direct to the consumer. 

2. Contractor relationship. 

Your contractor, whether 









Ue PLUS 
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large or small, should know 
time-payment selling from A to 
Z. He’s outside a great deal of 
the time and he should always 
be on the lookout for houses in 
need of repairs. Another thing 
—small repair jobs that he is 
called in to take care of cai 
generally be built into th 
larger, complete job, if your 
contractor will only quote 
monthly payments. 

The same is true with the 
fellow in the yard. When a cus- 
tomer comes into the yard for 
let’s say a 2 x 4, why not ask 
how it is to be used. Quite often 
you will find it is for a minor 
repair job when in reality a 
major job is necessary but is 
being avoided only because of 
NO CASH. 

Keep an active up-to-date 
prospect card file. Follow up 
your prospect. Every lead 
should be checked. Did you 
know that one of the larger 
mail-order houses now has men 
out knocking on doors to secure 
leads? As mentioned pre- 
viously, I feel sure you have ex- 
perienced some out of town or 
local roofing and siding ap- 
plicator getting a job that you 
should have had and could have 
had, had you only offered it to 
the homeowner on a monthly 
payment basis. 

Here’s a happy thought to 
keep before you. Homes need 
perpetual care. So by doing the 
job properly, giving satisfac- 
tion, you are making yourself 
a customer, a regular customer, 
for a long, long time. Always 
call back after completion of 
the work. Your customer will 
appreciate this, and it will build 
good will. Word-of-mouth ad- 
vertising is one of the most po- 
tent forms of advertising I 
know. 

Here’s the mechanics of set- 
ting up a deal, filling out forms. 
Most lenders today lean to FHA 
Title 1 financing. FHA, through 
its approved lenders, puts out 
a dealer guide for your use. 
FHA lends no money, advances 
no funds. It merely insures thie 
approved lender against loss. 

However, there are some alert 
lenders who are specialists in 
the time-payment field of repair 
and modernization who provide 
a streamlined finance plan—one 
free from cumbersome and ‘r- 
ritating red tape—and which is 
especially designed to make it 
easy for the lumber dealer ‘0 
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The most beautiful popular-priced 
Asbestos Roof ever developed by Johns-Manville 
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In pleasing colors... with rich texture... 
J-M Asbestos Shingles are fireproof, rotproof and weatherproof 


American Colonials are rigid shingles made of asbestos 








(\ \ \\ a 
and cement—two practically indestructible minerals. mn 
They have the same sturdy qualities that have proved ch 





themselves over the past 40 years in all J-M Asbestos 








Shingles, but in addition they have a new styling, new 
striking beauty of design and a new note of architec- 
tural simplicity and distinction. 


Each shingle is de- 
signed as a rigid as- 
bestos-cement strip— 
covers as much area as 


The shingles are self- 
aligning. This speeds 
application. Larger size 
means fewer pieces to 


The finished roof has 
a pleasing horizontal 
shadow line. Matching 
shingles come for hips 





5 ordinary shingles. handle. 


and ridges. 


Johns-Manville developed the American Colonial 
Shingle so that the beauty, permanence and fireproof 
qualities of an asbestos shingle roof could be enjoyed by 
the owner of even a modestly priced home. They are 
economical in cost, economical to apply. 


For full details and a free brochure showing 
the full color range of American Colonial 
Shingles, write Johns-Manville, Box 290, New 
York 16, N. Y. In Canada write 199 Bay Street, 
Toronto 1, Ontario. 


5) A 


Johns- Manville JM wl 
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develop time sales—and more 
quickly. These lending institu- 
tions provide their own hand- 
book and guide to assist you in 
making each transaction a sim- 
ple one. 


The most important things 
to remember concerning eligibil- 
ity are: 


1. The customer must have 
an interest in the prop- 
erty to be improved. He 
must fall into one of three 
categories: he must be the 
owner of the property; a 
purchaser on a contract 


for deed; or a lessee with 
a lease that extends six 
months beyond the final 
maturity date of the note. 


2—The transaction must 


represent an improvement 
or an addition to an ex- 
isting structure; or it can 
represent a_ transaction 
covering construction of a 
new non-residential build- 
ing, such as garages, 
stores, tourists’ cabins, and 
farm- service buildings— 
barns, sheds, poultry 
houses, etc. 





THALLENGER 1S 9 


- ae : ik ai 
_ 4, EASY AS ABE” 
2 All Aluminum surfaces. Solid 


emer Ponderosa Pine Core between 
f uminum 


ae nic e Patent . 


jofe-Insulatet 


Ma. 


E PROD uCTS 


L & INSTALL 


15221. W. 11 MILE RD. BERKLEY, MICH. 
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3—FHA requires, as you 
know, an exact copy of the 
contract signed by you and 
your customer, a dowr- 
payment certificate and a 
dealer’s completion certi- 
ficate. 


4—Maximum maturity on 
most loans today is 36 
months. The maximum 
amount is generally $2,- 
500 for any one loan, with 
gross amount of $10,000 


outstanding at any one} 
time, the minimum month- } 


ly payment, $5. Amounis 
to be financed in excess of 
$5,000 must be approved 
by Federal Housing Ad- 


ministration in Washing- | 


ton. 
5—Under current Govern- 


ment Regulation W., 10% f 
down is required on all re-} 


pair and modernization 
loans. For those lending 


institutions who have their | 


own plans on new con- 
struction, such as a ga- 
rage, a down payment 


is not necessary. FHA,} 


however, has its own man- 
datory 10% down pay- 
ment, regardless of the 
nature of the improve- 
ment. When in doubt as to 
eligibility, consult your 
lending institution or 
bank. 


Procedure for processing 
credit applications may vary a 
bit with lenders, but the gen- 
erally accepted policy would be 
about as follows: 


1—After you have completed 
the sale, and agreed on 
the amount and terms, 
complete the credit ap- 
plication form, have it 
signed, order a credit re- 
port and forward to your 
lending institution for im- 
mediate action. If you are 
located in the town in 
which your lender is 1o- 
cated, the ordering of the 
credit report may not be 
necessary. 


2—Upon receipt of the ap- 
proval from your lenier, 
start the job or deliver 
the materials, if a ma 
terial sale only, as the 
case may be. 


3—Upon completion of the 
job, or delivery of ma 


March 10, 1952, AMERICAN LUMBERMAN & 





_- ames 


barat ne a 

















you 


rern- 
10% 
1 re- 
ition 
ding 
their 
con- 

ga- 
nent 
‘HA, 
man- 
pay- 

the 
rove- 
as to 
your 
n or 


sing 
ry a 

gen- 
ld be 


leted 
d on 
rms, 
, ap- 
ye it 
it re- 
your 
r im- 
u are 
m in 
is lo- 
yf the 
ot be 


e ap- 
aniler, 
eliver 
, mar 
s the 


f the 


the § 
and § 
WI - & 
id ae 
arti- 


ma: By 


























@ Your new and old cus- 
tomers will prefer the way in which Bostwick 
labels and packages its corner bead. So will 
you like it. 

| Bostwick goes to extra expense to package EXPANDED CORNER BEAD 
its corner bead for easy warehousing and catnisiiiiiatilin. tient tial haiti 
handling. Bright, full-vision carton-labels os suuie le ts ae ade te, 
identify in a glance where your Bostwick 

expanded or regular type of corner bead is 
located and how much there is. Bostwick 
labels show sizes and your name as the 
cealer. Besides saving warehouse time, Bost- 
wick labels make the cartons easily identified 
on the job. 

Having gone to all this care in handling, 
you would expect heavy duty cartons 
end long life strapping. Of course 
you get them. 

Bostwick also offers special labor-saving 
erection and plastering features in its regular 
cad expanded corner beads. Want to know 
more? Write to Bostwick. 


TRUSS-WING CORNER BEAD 


Corrugations run full length of wing for 
rigidity and straightness. B B perforations 
for perfect plaster key. Bead and throat 
combine for easy bending. 


A 


THE BOSTWICK STEEL LATH CO. 
100 HEATON AVE. + + NILES, OHIO 





BUILDING Propucts MERCHANDISER 95 








terials, if material sale 
only, send the following 
completed papers to your 
lender: 

a—The note signed by the 
notemakers and_ endorsed 
without recourse by the 
dealer. 

b— Completion certificate 
properly executed and signed 
by both the qualified note- 
maker, the one who had the 
required insurable interest in 
the property being improved 
and by the dealer. 


c—Copy of contract or sales 
agreement, signed by both 
notemaker and dealer. Note- 
maker should receive a copy 
as dealer so certifies in com- 
pletion certificate. 

d—Down payment certifi- 
cate. 


4—Dealer .immediately re- 


ceives check in payment 

of transaction. Here is the 

real cash sale. No hold- 
back. 

Of the foregoing the most im- 

portant step is No. 1. The credit 

application if correctly filled 



















the Only door 


that 


1. ARCHITECT'S SPECIFICATION SERVICE when you 


need if. 


2. COMPLETE LINE—residential and industrial, 8’ x 7’ 


thru 12’ x 12’. 


3. FAST DELIVERY from local service warehouses. 
4. INSTALLATION and SERVICE CREWS when you need 


them. 


5. MAGI-COTE DIP seals wood against moisture, 


termites, fungus. 





gives all SIX 
SELLING SERVICES 


6. NATIONAL ADVERTISING and local sales helps. 


Dealers the country over have told us that the trouble 
with the ORDINARY garage door deal is that all 
they get is a garage door to sell. That isn’t enough 
and we know it. So we’ve gone all the way and made 
the Fleetwood deal COMPLETE with everything you 
need for a successful, headache-less operation. 




















































































- out, will permit you to order 


March 10, 1952, AMERICAN LUMBERMAN & 





a credit report from a com- 
petent credit-reporting agency. 
Remember, credit cannot be 
passed without complete credit 
information. The lending insti- 
tution cannot guess aboue one’s 
credit. There are no pet for- 
mulas for credit passing, nor is 
there a crystal ball whereby 
one can ascertain that the ap- 
plicant is a satisfactory risk. 
Therefore, it is most important 
for you to secure all available 
credit information at the time 
of the original interview. Get 
facts. Remember, bank and 
time-payment references are the 
most desired references. 

Another important thing to 
remember is the filling out of 
the note. Since the note repre- 
sents the evidence of debt, it 
cannot under any circumstances 
be altered. 


May I suggest that you al- 
ways have your time-payment 
chart with you! It’s as neces- 
sary to the sale as the actual 
material is to the complete job. 
You cannot quote monthly pay- 
ment prices without your time- 
payment chart. After you have 
figured the cost of the job, con- 
sult your chart. Then quote the 
monthly payment; $15.97 
sounds so much better than 
$500. Don’t you agree? Or per- 
haps you may want to ask your 
customer, “How much would 
you want to pay on this each 
month?” In any event, stay 
away from the total cost of the 
job until the question is asked 
of you. 

New construction is tapering 
off. In some communities it’s at 
a standstill. Even where new 
construction is booming, your 
competition is such that you 
must cut profit to the bone. 
really sharpen your pencil to 
get the job. Then you must wait 
for your money. Sometimes fo! 
months and months. You must 
worry about certain hard-to-get 
materials. In time-paymen‘ 
selling of modernization and re 
pair jobs, you have none o 
these worries. Therefore, i‘ 
should behoove all of you wh 
do not have a time-paymen’ 
plan for selling. 


Time-payment selling shoul 
be the rule, not the exception 
Use it first, last and always 
Without time-payment selling 
you cannot capitalize on the ex: 
isting modernization and repai’ 
market. 
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A SURE 


REPEATER! 
ek 


GLAZING 


COmPOUND 





Step up profits by selling 
CINCH ... attractive litho- 
graphed cans...merchan- 
dising counter displays 

.free glazing points 
with every can. 


CINCH won't harden in 
the can... always ready 
to use. Once used, CINCH 
is a sure repeater. 


Cash in on repeat sales 
of CINCH Glazing Com- 
pound. Dealers all over the 
country are reordering. 


Manufacturer: Complete line of Putty, 
and Glazing and Caulking Compounds. 


rat BIDDLE co. 


612 S. MAIN ST. ST. LOUIS 2, MO. 



















TONY LINDSEEN, yardman, points to price and grade tickets which are 


attached to each bin division. 
a special rack. 


He holds one of the odds-and-ends stored in 


Good Plywood Display 


Jumps Sales 40% 


Right location for plywood bins makes all 
the difference in the world, Seattle firm finds. 


Simply by locating the ply- 
wood storage bins just inside 
the entrance to the shed where 
a customer can’t miss them as 
he enters, Stewart Lumber & 
Hardware Co., Seattle, in- 
creased plywood sales 40%. 

“A year ago,” says owner- 
manager, J. E. Young, “we 
moved our plywood storage bins 
out from a secondary storage 
shed where nobody ever saw 
them, to a spot alongside the 
driveway into our main shed 
where they are the first thing 
anybody sees when he comes 
inside. 

“We built the bins with 2x4’s 
with three divisions for 4x8- 
foot sheets and one division for 
odds-and-ends. Each division 
has six tiers. On the posts sep- 
arating the divisions, we placed 
small tickets giving the grade, 
thickness and price. 

“This method of driveway 





storage has many advantages 
over the former warehouse stor- 
age. The principal one is that 
we sell 40% more plywood since 
we put it out where the buyer 
can see it.” 

Young says it is easier to fill 
the bins from a driveway-truck 
and that it is even easier to fill 
orders, loading the out-going 
trucks from the racks. Most of 
the time all it takes is one m:n 
to slide the panels onto tue 
floor of the truck. 

Young reports the idea has 
been particularly helpful in 
moving odds and ends of p!y- 
wood which are individua'ly 
priced and kept in the correct 
bin partitions. He says buyers 
like to go through the scraps. 

“We find that just about 
everyone,” he adds, “has a use 
for some piece of plywood. Jr 
he does if you give him a chance 
to look at it.” 
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OYO for Redwood 


THE DURABLE LIFETIME LUMBER 
NOYO, “Chief of the Redwoods,” is the spirit of helpful service that 
has characterized the Union Lumber organization for over half a 
Century. Put NOYO to work for you on your next order for Redwood. 


INTERIOR: Trim and Paneling, EXTERIOR: Sidings, Finish, 
Moulding, Ceiling Gutters, Log Cabin Siding, 
COMMON GRADES: Boards, Moulding, Shingles, Pickets 


Dimension, Timber INDUSTRIAL USES: For tanks, 


SHOP LUMBER: All thicknesses Pipe, cooling towers, greenhouses 











write or phone nearest office 


UNION LUMBER COMPANY 


Manufacturers 
620 Market Street, San Francisco 


NEW YORK CHICAGO LOS ANGELES 
2735 Grand Cent. Term. 228N. LaSalle St. 117 W. 9th Street 











Novo) REDWOOD! 





























Mills at Fort Bragg, California 
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— PE FER 
DEPENDABLE QUALITY*FRIENDLY SERVICE* UNIFORM GRADES 


GOLDBLATT 


Mason Tools 











Give You... 













a 


i 
i 


_-—__ ONE SOURCE FOR 
—"——_ ALL NEEDS — Buy all your 
masonry tools from 
Goldblati — one order, 

one shipment, one billing. 
Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 


offer attractive dealer discounts. 





_~ © Greater Profits ° Faster Turnover 
'¢ Satisfied Customers * Repeat Sales 











SEND TODAY FOR THE 1952 CATALOG — Write 

wm, for your copy of Goldblatt’s illustrated catalog . es 
describing the most complete line of the finest 
masonry tools and equipment. 


Goldblatt Tool Co. 


1924 Walnut St. Kansas City 8, Mo. 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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How to Maintain a Sound 
Financial Policy 


Dun & Bradstreet expert stresses importance 
of three basic operating rules. 


Guiding principles for adopt- 
ing and maintaining a sound 
financial policy were outlined 
to Illinois retail lumbermen at 
their annual Chicago conven- 
tion by Howard E. Kroll, vet- 
eran credit expert for Dun & 
Bradstreet. 

Busmess, Mr. Kroll said, 
whether large or small, has 
five functions: buying, produc- 
ing, selling, administering (co- 
ordinating first three func- 
tions), and financing. The last 
is perhaps the most important, 
since it largely governs the 
others. Prompt meeting of 
financial obligations is the best 
way to obtain a good credit 
rating in a community. Such 
action is nearly always depend- 
ent upon three basic financial 
principles, he said. 


Net fixed assets. Rule 1: The 
net fixed assets of a business 
should be in direct proportion 
to its tangible net worth. Net 
fixed assets include land, ma- 
chinery, buildings, etc.—items 
that are in constant need of 
repair. The temptation to im- 
prove them is always great, 
but Mr. Kroll warns, “Don’t 
invest too much capital in fixed 
assets,” or you will throw your 
business out of balance. In 
short, don’t put up too fancy a 
store front! 

Net working capital. Rule 2: 
The net working capital of a 
business should be in direct pro- 
portion to its annual sales. Net 
working capital is the differ- 
ence between the tangible net 
worth of a business and its cur- 
rent fixed assets. In other 


words, if you start out with 
$10,000, invest $4,000 of it in 
fixed assets, then the $6,000 you 
have left is your net working 
capital. The danger here, Mr. 
Kroll advises, is to do too much 
business with your working cap- 
ital, or, in other words, to fall 
victim to what credit men cal] 
“overtrading.” When this hap- 
pens you are closer to bank- 
ruptcy than you think. 

Low inventories. Rule 3: 
Keep the level of your inven- 
tories below 100% of your ne‘ 
working capital. A good work- 
ing figure, Mr. Kroll adds, is 
about 60-70%. 

Rules 1 and 2 can be violated 
by management simultaneously, 
with the result that a credit 
rating is sure to suffer or bank- 
ruptcy threatens. But if these 
rules are observed, and both 
inventories and receivables are 
kept turning, Mr. Kroll assures, 
then there is no reason why 
your business shouldn’t be a 
success., These are basic rules, 
he emphasized; anything that 
doesn’t fall under one of them 
is probably just symptomatic— 
not the real cause of your 
troubles. 
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TARTER, WEBSTER & JOHNSON, INC. 


1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 + Teletype SF 531 


P. O. Box 1731 


Stockton 4-8361 





STOCKTON, CALIF. 

















* Teletype SK 2 
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another HOMASOTE FIRST — designed to reduce the cost of building 











SERVICE 











—?) WATER 


| IS THE 
CONTRACTOR’S 
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that actually show you how to meet your most difficult WATER PROBLEMS 


e These Bulletins are designed to give practical help on 
the water problems that constantly confront the Architect 
and the Contractor. Each incorporates more than 20 years’ 
experience, research and constant field testing. Both the 
Architect and the Contractor — in specifying and in appli- 
cation — will find that the results achieved are effective, 
economical and lasting. Nova-I.P.C Products and Methods, 


WRITE FOR THESE 


(SB-1) Leaky basements 


(SB-2) Instructions for pouring concrete slabs on grade 
without radiant heat 


(SB-3) Instructions for pouring slabs on grade with 
radiant heat 


(SB-4) When to trowel 

(SB-5) Floor coverings on concrete slabs 

(SB-6) Condensation in concrete slabs on grade 
(SB-7) Basement footings, walls and floors 
(SB-8) Nova-l.P.C Admix 

(SB-9) Relieving joints 


NoVA SALES /, 


plus trained supervisory personnel, offer you a practical 
means of solving the problems listed. 

The coupon affords a convenient way to secure any 
or all of the Service Bulletins — without obligation. We 
welcome the opportunity to discuss with you, personally, 
any of the problems listed and to work with you on any 
current problems. 


SERVICE BULLETINS 


(SB-10) Exterior masonry coatings 

(SB-11) Novacrete Masonry Paint 

(SB-12) Approximate quantities. of materials required 
per 100 Sq. Ft. of various thickness slabs 

(SB-13) Portland Cement, plaster, stucco, floor topping 
and mortar proportions 

(SB-14) How to find areas and capacities 

(SB-15) Concrete 

(SB-16) Cause and correction of condensation below 
grade 

(SB-17) Cold weather protection 









rT enn 


CATALOG! 
SWEET’ 


TRENTON 3, N. J. 





A wholly owned subsidiary of Homasote Company—manufacturers of the oldest and strongest insulating- 
building board; wood-textured and striated panels; 5¢’’ underlayment for Ye” linoleum and wall-to-wall carpeting. 
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Another group of NOVASCO PRODUCTS 


NOVA SALES CO., Trenton 3, N. J., Dept. 37A | 
Without obligation—send Service Bulletins checked below: | 
CISB-1 [SB-2 [SB-3 [SB-4 [SB-5 [SB-6 | 
OSB-7 OSB-8 [SB-9 [SB-10 OSB-11 GsB-12_ | 
(] SB-13 (] SB-14 (] SB-15 [)SB-16 [) SB-17 [J All17 | 

| 
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MECHANIZATION IN FORM OF LIFT TRUCK hit the Cadwallader and Wool- 


sey yard in New Jersey with telling effect. Lift has expedited loading and 
unloading, cut labor costs. Firm is also equipped with seven delivery trucks. 





ALL SET FOR DELIVERY is this custom millwork job in rear of Woolsey and 


Cadwallader mill, which is also engaged in turning out frames for a local box- 


spring factory. 


Mechanization Takes Command 


Once a hay and feed store, New Jersey firm 
becomes million-dollar building materials business. 


When Paul Cadwallader and 
Radcliffe Jones decided to in- 
vest in a lift truck, it meant 
complete reorganization of 
their yard, including remodel- 
ing of the lumber storage and 
masonry material warehouse. 
As Paul describes it, “we moved 
out all our lumber from the 
then existing storage piles and 
leveled off the storage space. 
We then laid our yard out in 
areas for operating our lift 
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truck. We made the aisles about 
22 feet wide and we put down 
a row of 8”x8” x16” blocks 
48” wide—instead of a regular 
fixed concrete foundation. We 
covered the blocks with some 
surplus 3” x8” planks that we 
had on hand. This gave us a 
firm piling base which could be 
moved at any time to take care 
of any piling needs we might 
have. 

“After carefully studying our 


customer requirements, we de- 
cided to use a unit of either 8 
pieces of 2” planks or 16 pieces 
of 1” boards. These worked 
out very well in packaging. 
They expedited the handling of 
materials and cut labor costs. 
For example, we found that the 
unloading of a freight car of 
framing or boards could be done 
in 14 to 34 of a day, whereas 
without the lift truck and piling 
rack, it would take 214 to 3 days 
to unload the car. We made a 
similar saving in labor by re- 
modeling our mason material 
warehouse a year afterwards.” 

Adds hardware and fuel. The 
present Woolsey - Cadwallader 
yard is located about seven 
miles north of Trenton on a 
ten-acre tract, with a railroad 
spur of its own. One of its first 
expansion moves was to take 
over the former Hunt and Smith 
operation in Titusville. This is 
just one of the Woolsey-Cad- 
wallader subsidiary operations 
(hardware and fuel) which 
have become successful. From 
the looks of things there will be 
others to follow, for the pres- 
ent owners, Paul Cadwallader 
and Radcliffe Jones, have a 
knack of turning small busi- 
nesses into going concerns. 

Specialization commands. 
Trained key personnel in all 
phases of operation is one secret 
of Woolsey-Cadwallader’s suc- 
cess. Each man is urged to fa- 
miliarize himself with the build- 
ing industry as a whole, yet is 
by experience a specialist in his 
own right, either in construc- 
tion methods, product informa- 
tion and application, home fi- 
nancing, or government restric- 
tions (virtually a full time job 
in itself). The result of this 
system is simply this: more sat- 
isfied customers, both large and 
small. 

Millwork pays. The average 
yard operating its own mill 
supplies contractors for the 
most part, but the Woolsey and 
Cadwallader mill has at least 
one customer which doesn’t {it 
this category. It’s a local box 
spring factory that buys all the 
wood frames the mill turns ou... 
This is in addition to the regi- 
lar mill production of suc!) 
items as stairs, pre-cut rafter:, 
joists, and studs, and windo 
units. 

Keeping the public and trade 
factors informed of its opera- 

(continued on page 177) 
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Mean More Sales For You! 








WELDTEX* Panels are ideal for game 
rooms, breakfast nooks, living rooms, 
libraries or other rooms that get a 
lot of family living. They are just 
right, too, for “smartening” store in- 
teriors and business offices. 





They come in Douglas Fir, Southern Gum, Philip- 
pine Mahogany, and California Pine, in sizes 4’ x 6’, 
4’x 7’, 4’ x 8’. (Also 4 x 9’ and 4 x 10’ in Fir only.) 
Moisture-resistant grade for interior application is 
5/16” thick. Waterproof grade for exterior use, in 
Fir only, is 3/8” thick. 


Weldtex Panels have the charm of antique wood, 
yet the striations give it the crisp, modern feeling of 
today’s architecture. Furthermore, these striations 
hide nail holes and enable your customers to achieve 
a flush treatment without visible joints. 


WELDTEX Squares of Southern Gum 
hardwood are now available in sizes 
12”, 16” and 24”, all 5/16” thick. 










TPT 


. 


L Weldwood 


UNITED STATES PLYWooD CORPORATION 


NOVOPLY © MICARTA * WELDWOOD HARD BOARD * WELDWOOD GLUE © FIRZITE « SATINLAC 





Weldtex looks like so much for the money, your customers 

will immediately see the advantages of using it for either 

remodeling jobs or new construction. More jobs for builders 
.. more sales for you. 


It’s the newest way to use this decorative Plywood. 


Weldtex Squares go on easily right over studs, or 
on furring strips. They give striking variety, either 
for walls or ceilings. Accurately pre-cut, they make 


it easy to install the popular “checkerboard” designs, 
and other effects. 


WELDTEX Siding is Douglas Fir 

Weldtex in Exterior Grade, cut to 
. is 1 Xt itil. 48” wide by 15-7/8” deep — packed 
Whitty ail. 22 panels in a bundle. 












Tow Weldtex Siding takes paint and 
other exterior finishes perfectly. It’s 
approved by FHA on Federal Housing jobs. And can 


be used over any type of sheathing... or fits perfectly 
on 16” studs. 


The finished job is weather-tight, with a minimum 
of seams. And so handsome! 


Due to increased production, most of our ware- 
houses can now provide Weldtex right from stock. 
Get in touch with your nearest warehouse and ar- 
range to add this profitable paneling to your line. 


WELDWOOD Plywood 


Manufactured and distributed by 
UNITED STATES PLYWOOD CORPORATION 


Interior grade Weldwood Plywood is guaranteed 
for the life of the building in which it is used. 


Louisville 1, Ky. 
*U. S. Pat. Nos.: 2286068, 2363492, 2363927. 
Trade Mark Reg. 
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New York 18, N. Y. 
and U. S.-MENGEL PLYWOODS, INC. 





Reig Et<+ Tide" 
Kc Weldwwood:. 


Branches in Principal Cities « Cea Units in Chief Trading Areas 
Dealers Everywhere 
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BUILT-IN conveniences always interest the ladies. 


Selling the Feminine Angle 


By JOHN C. KETTENRING 
Battle Ground (Wash.) Lumber Co. 


We all know that women have 
much to do with spending a 
large portion of the family in- 
come. It is worth remembering 
that two out of three privately- 
owned war bonds are held by 
women; that women are the 
beneficiaries of 80% of private 
life insurance; that women in- 
herit 70% of the estates left by 
man; that one woman in three 
in our country is gainfully em- 
ployed. 

If we are to improve our bid 
for business to this large group 
of home-purchasing agents, we 
should remember some of the 
things a woman expects from a 
home: comfort, convenience and 
beauty; higher social stand- 
ards; pleasure for her children; 
a feeling of security for the 
whole family. 

If we could carry out most of 
the principles of good merchan- 
dising, we would be well on the 
right track to serving women 


*Excerpts from a talk made by Mr. 
Kettenring at the Western Retail 
Lumbermen’s convention. 


106 


customers. 
points to watch: 


Here are a few 


1—The telephone—our first 
contact with a housewife 
and her project is often 
the phone. I hope we are 
not discouraging business 
by our answers. 

2—How do we greet children 
who come into our yard— 
that small boy with a note 
from his mother is on a 
mighty important errand. 

3—Those home magazines 
that are so widely read— 
do we know a little of 
what they are saying? 

4—-Are we ready and able to 
help load that purchase on 
the lady’s car? We should 
be at least as helpful as 
a good grocery store in 
this department. 

5—And, as a final point, are 
we ready to reverse our 
viewpoint, if necessary, in 
working out a building 
project? Instead of think- 


ing in terms of a necessary | 


list of materials, such as 
2x4’s and plywood and 


nails, I wonder if a woma) 
in planning a projec: 
doesn’t start with the de- 
sired effect — maybe wit!: 
the color of the paint— 
and work back to the be- 
ginning of the project. 
Perhaps from a merchar- 
dising point of view this 
is the best way to plan. 
Here are some typical ques- 
tions and answers that come t»9 
mind in thinking of how to enr- 
courage women to come into the 
store and buy. 
1—What should be the first 
step in making a lumber yard 
attractive to women customers? 
Be sure that they always re- 
ceive a proper and friendly 
greeting. 
2—What about convenient 
parking facilities? Adequate 
parking facilities give some of 
us with a back street location 
a good chance to get in a plug. 
3—If your place of business 
is large enough, would it be 
worthwhile to have a _ sales- 
woman to handle women cus- 
tomers? Yes. It would help 
maintain a pleasant and friend- 
ly atmosphere and make the 
ladies feel as though they had 
come to the right place. How- 
ever, it is essential for a sales 


girl to have adequate product | 


knowledge. 
4—What kind of community 
activity could be engaged in 


which would attract the atten- | 
tion of potential women cus- © 


tomers? A _ good contact is 


through the support of school | 


projects. We have occasionally 
used our trucks, which of course 
carry our name, to boost com- 
munity projects. 


5—How should advertising be | 


written to interest women? It 
should be slanted toward fin- 


ished products such as conver- | 


ient built-ins and smartly- 
styled rooms illustrated with 
“before” and “after” pictures. 


6—Are plan books ani 2 | 


home-planning center a 00d 
asset for women customers? 
Based on our experience, ‘hey 
are a fine attraction. We ave 
had to lend our valuable li‘era- 


ture and plan books becaus:: We | 


lack a suitable place to s‘udy 
them in our Office. 

7—What about home shows? 
A fine idea if they can be staged 


in your own yard. Perha}s 4§ 
questionable project, if it must J 


be staged away from your usual 
place of business. 


“f 
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Madera Company plant tie finished 
Ponderosa Pine moulding in bundles in 
preparation for easy loading, unload- 
ing and handling on the job. We man- 
ufacture the finest finished lumber, 
mouldings and many other standard " 
patterns to fill your exact- 


It 


yven- 
tly- 
vith 
res. 


J 
=r) 
Ss 
' 
Dic seeaninn es io 


1 a ing needs. By fully meet- 

ood § ing your customers’ re- 

rs? quirements repeat orders SAS 

hey are assured you at all = 

lave times of our fine lumber 

era- products. THE MADERA 
we | 








70? 

WS F Write for free 16-page pictorial 
ge b ing highli xas 
eel | aeamee Gla a ao 500 East 10th St. El Paso, Te 
; ust § manufacture of Ponderosa Pine. 
sual 

‘ 

ww Br 


ILDING Propucts MERCHANDISER 107 














- 





bia a 


NEW STORE OF THE NORTHBROOK (Ill.) Lumber Company Store is the 
L-shaped section extending from the big warehouse. Entire area will be land- 
The Store scaped this spring. 


GOOD IDEAS for 


New Illinois store makes it easy 
for the consumer to visualize the com- 
pleted construction job. 


How wood products and general building ma- 
terials can be used most effectively, to impart 
an atmosphere of warmth and cordiality in the 
home, is well illustrated in the new store re- 
cently opened in Northbrook, a Chicago suburb, 
by the Northbrook Lumber Company. 

The store itself while devoid, of course, of 





PHILIP J. HOFFMANN, who with J. Philip Boyd, most of the accessories of home living, still im- 
owns and operates the Northbrook Lumber Co., has parts: that home-like feeling that the owners, 
been an active lumberman for 27 years. a. Philip Boyd and Philip d. Hoffmann, intended 
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HOME-PLANNING CENTER is a tastefully furnished separate BILL JOHNSON, estimator, in his office which uti- 
room just off the sales floor. Literature is kept in racks along lizes knotty pine and casement windows. Double 
the wall. ; hung windows are used in the showroom. 
108 March 10, 1952, AMERICAN LUMBERMAN & 
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walnut, beach, birch and maple laminated on edge. 


the HOME OWNER 


by the use of various types of paneling, shadow 
boxes, pictures and drapes. 

Building materials are shown as they would 
look when incorporated in a new home or re- 
modeling job. For example, the platform run- 
ning the entire length of the window consists 
of 11 flooring samples, each one labeled. 

Adjoining the store is the 18,000 square-foot 
warehouse served by a railroad siding. Perhaps 
the most outstanding feature of the warehouse 
is the 155-foot built-in roller bed which runs the 
entire length of the warehouse. Materials can 
be unloaded directly from a freight car and 
either pushed to the desired location for storage 
or directly onto a truck in the loading bay. A 
second alley in the warehouse permits trucks to 
drive the full length of the building. 
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CONSUMER COUNTER, which is 43 feet long, is faced with 14 removable 
sample boards of beveled and drop siding. Counter top is constructed of %4” 
strips of alternate samples of Philippine mahogany, African mahogany, black 
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JOE MUCHMORE, who built the 
36x36 display panels,. shows how 
easily these may be removed when 
new samples are ready to be shown. 
The boards are backed with plywood. 
A hook and eye hold them firmly in 
place, although this hardware isn’t 
necessary. 
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COMPARTMENTS IN BACK OF COUNTER hold manu- 
facturers’ literature, correspondence forms, statements 
and stationery. 


PAINT AND ACCESSORIES (left), 
were added when the new store was 
opened, also power and hand tools. 





The Warehouse 


Turn to next 


page 
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ROLLER BED, seven feet wide, runs entire length of the 
warehouse. The rollers are 24 inches apart and project 
about an inch above the floor. The management tried a 
35-foot experimental section on posts before going ahead 
with the permanent installation. Using 2x4 pallets, it’s 
possible to push a 7%-ton load of insulating board. Bay is 
built truck-bed height. Another alley for truck use 
parallels the roller bed. 


The Warehouse 


cee 0 aR Pee 


RAILROAD SIDING runs to the warehouse doors. 
unloading operations during inclement weather. 


Sol oat 


MOLDING RACKS will handle 75 different types of mold- 
ing arranged so that any length can be reached without 
moving others. There are special racks for short moldings 
for the homeowner trade. Warehouse floors are concrete 
and black top, providing an additional moisture barrier 
for the lumber. A 2,500 square-foot section of the ware- 
house floor, devoted to flooring and paneling, is radiant 
heated to control humidity. | 





BRUCE McALLISTER, shedman, 
slides out a sample door from the 
millwork storage on the mezzanine 


floor. This floor has a capacity of 
1,400 doors arranged according to 
size, also 500 windows, and four «ar- 
loads of insulation. 


portico protects 





Manufacturers of Highest 
Quality Forest Products 


LS LUMBER COMPAN) 


IDAHO WHITE PINE * PONDEROSA a | 
ENGELMANN SPRUCE « LARCH * DOUGLAS Fil 


MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicago, 
Winois; New York City, W. Y. 
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How to hau! BIGGER PAYLOADS 


The more you haul per trip, the lower your delivery 
ts will be—so you’re interested, of course. 


| the best way to be sure of hauling more lumber 
building supplies per trip is to get a truck that 
your job—a Dodge ‘‘Job-Rated’’ truck. There’s 
factory-engineered to meet your needs... save 
money ... last longer. 


inks to Scientific Weight Distribution, you can 
y far bigger loads on your Dodge “‘Job-Rated’’ 
k—without overloading. What’s more, every unit 


that carries the load—such as frame, axles, springs, 
wheels, tires and others—is engineered especially to 
shoulder your loads with plenty of brawn and muscle! 


Start hauling those bigger payloads in a Dodge, and 
you'll also discover that gas, oil and maintenance costs 
hold to a low, low level the year ’round! 


But this is only part of the story. Why not get the 
full story on Dodge “Job-Rated’”’ trucks . . . how you 
can make more trips per day, and save dimes and 
dollars in the doing? Visit your nearby Dodge dealer. 





POINTERS 





CUSTOMER DRAWS SAND from bin designed for the convenience of the 


homeowner. 


Sand and Gravel Service Makes Friends 


A small sale often leads to a 
larger one. That’s why William 
Crow of Crow Lumber Co., Inc., 
Seattle, Wash., has a small gravel 
and sand pit in the yard for the con- 
venience of small buyers. Each bin 
of sand and gravel holds about two 
yards of sand. A box one cubic foot 





Working Display 


in size is attached to the bottom 
of each bin for easy measuring. 
Mr. Crow sells 9 to 12 yards of 
gravel and sand in small amounts 
each month. This small-order serv- 
ice is appreciated by customers, 
Mr. Crow says. For larger amounts, 
the customer is referred to a bulk 
sand and gravel supplier. 





Home Planners Room 


Homelike atmosphere in the home 
planner’s room at the Northbrook 
(Ill.) Lumber Co. is accentuated 
by the use of flowers in built-in 
shadow boxes for plants, murals 
of lumber scenes on the walls, and 
comfortable divans. Literature is 
kept neat by the use of wall racks. 
For a full description of the new 
Northbrook store, turn to Page 108. 


OLD TIMERS DAYS 


AUG. 29-30-31 | 








First te 
Identity 
An 
Old Timer 





Aulentie A Complete 

GALVANIZED Line of 
PAILS 

10 qt S$2e SOIL PIPE 


12 qt 4c 3-4" - 6" 
14 qt 8c 





Barwa ag Looking tor 
Soucel Se | Mh, | <iNDeR 
WOOD SCREWS) ARSE | BLOCKS 
HALF PRICE = We hove them! 
. ' Va 
ATTIC Gy) | Nails! 
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16 STEEL be fe Flush Door 
WOOL PADS 4, Stein Grode 


Aporesimesety 1 1% Point Grede 
Ste pk. All Sixes 
omen PLENTY OF 

IDEAL FLOOR ; 2x3 - 2x4 


Faas 2x6 - 2x8 
4.35 gal. when Ne. 1 Grode 











TEL. VA. 1-1000 








FREE DELIVERY 


the pent ol) Ameren hove 


COUTU LUMBER CO. 


936 MAIN STREET 
WEST WARWICK 





BUILDING MATERIALS 


Rhode Island Dealer's Ac 


Arouses Interest 

Coutu Lumber Co., West W2r- 
wick, R. I., started a recent nevvs- 
paper promotion campaign with an 
“Old Timer’s” photograph ta‘en 








BUILDERS HARDW, tf 
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At Townsend and Merrill Company, Cedar Falls, Iowa, the full fledged 
kitchen layout is well stocked with groceries, dishes and appliances. Note 
also the decorations in the shelves and the large picture view in the window. 

Dick Considine, kitchen expert at Townsend and Merrill, says such 
attention to detail makes it far easier for the shopping housewife to 
transfer the idea of the model kitchen to her own home if the display looks 
“lived in’. 


30 years ago. The first person t0 
identify each man was awarde 4 
half-gallon of plastic cement. 
Women were found to be more in- 
terested in this promotion stint 
than men. About 20 persons in ihe 
photograph were identified. 
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C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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TALL REDWOOD PORTICO gives entrance to Brown- 
Bowen Lumber Co. a striking appearance. Note the two 


Repairs” and “ 


Three-Point Formula for 
Successful Merchandising 


Partners Brown and Bowen offer the goods and 
services that bring customers and services back to their 


Texas store time and again. 


Customers will beat a path 
to your door if: 

1—You stock what they want. 

2—You display it attrac- 
tively. 

3—You make it easy for them 
to complete their purchase (in- 
cluding financing). 

That was C. T. Brown’s idea 
of merchandising when he and 
Oscar Bowen opened their new 
store in Stafford, Tex., 10 miles 
from Houston’s city limits two 
years ago last June. 

Some friends shook their col- 
lective heads over this move. 
Stafford is an unincorporated 
town of less than 1,000 people, 
but the store and services of- 
fered by Bowen and Brown 
draw customers from a 25-mile 
trading area including a rich 
rice and cotton farming section. 

Partners Bowen and Brown 
set about to satisfy the diversi- 
fied needs of their customers. 
For the rice and cotton farmers, 
they stock all sizes and gauges 
of wire fencing, creosoted posts, 
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septic tanks, even calf weaners. 
One unusual service item to 
both farm and town customers 
is the complete stock of tool 
handles — for shovels, saws, 
rakes, hammers, etc., all on dis- 
play in the store. 

Brown’s idea (Plank No. 1) 
was to display materials in the 
store that are ordinarily found 
in the warehouse—nails, roof- 
ing, siding, fencing, etc. Car- 
penters and homeowners find 
a diversified stock of items in- 
cluding small electrical goods— 
fuse plugs, toggle switches, wir- 
ing, etc.; carpenters’ tools, med- 
icine cabinets, step ladders, 
builders’ hardware, caulking 
guns, garden hose, paint and 
paint accessories. There are dis- 
plays of kitchen cabinets and 
built-ins like telephone stands 
and ironing boards. 

Plank No. 2 in the Bowen- 
Brown merchandising program 
(making it easy for customers 
to complete their purchases) 
has been strengthened by the 


good slogans on the front of the building: 
3argains Every Day.” 


“Loans for 


— 


, BROWN-BOWEN LUMBER CO. 


“BEFORE” PICTURE of Brown-Bowen 
Lumber Company’s office and show- 
room. R. C. Newton, bookkeepe’r, 
stands outside. 


te My 
ele Seas 


better facilities offered by the 
new store. Carpenters like 10 
figure their bills in its air-con- 
ditioned atmosphere. Nails are 
packaged in five and 10-pound 
lots for fast pickups. 

Easy financing is the key ‘0 
many of the repair and remode!- 
ing jobs furnished by Brow- 
Bowen Lumber Co. Hardly a 
week goes by but what the cor- 
pany closes one or two remodé!- 
ing jobs. In addition, it is fu*- 
nishing several house and co!- 
mercial jobs. Every for-sa'e 
item in the store is labeled aid 
price-marked. 

Plank No. 3 in Brown’s me’- 
chandising plan (merchandise 
attractively displayed) has becn 
responsible for many sales ‘0D 
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VARIED NUMBER OF SALES ITEMS are indicated in this picture. 


size of the display room is 26x60, 





Overall 





PARTNERS C. T. BROWN AND OSCAR BOWEN at their 
desk. 


the new store. Motorists from 
\i assachusetts and Kansas have 
stopped to ask about the screen 
door grilles displayed in the 
Store windows. Several types of 
w..1l coverings were used inside 
the store; for example a No. 2 
y«.low pine ship lap was dec- 
orated with green water paint, 
brushed on and wiped off to 
show how the interior of a home 
can be finished economically, 
ye: attractively. 

Chere is plenty of parking 
room in front of the store and 
a lour-lane highway to San An- 
tonio is responsible for a good 
deal of drop-in trade. The fluo- 
rescent lights in the store are 
kept on all night. This location 
led Brown to try some “black- 
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board bargains.” One such bar- 
gain moved 2,000 spools of 
barbed wire. Movie slides in 
neighborhood houses are being 
used to spread the story of 
Brown- Bowen products and 
services. 

Together Bowen and Brown 
have had 75 years of experience 
in the lumber industry. Bowen 
worked in logging, sawmill and 
wholesale operations, starting 
as a water boy in a lumber camp 
at 50c an hour for an 11-hour 
day. Brown has had over 23 
years’ experience in the retail 
end of the business. Both were 
working for the W. H. Norris 
Lumber Co. before they joined 
forces five years ago in a re- 
tail business of their own. 
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TOOL DISPLAY is especially popular 
with farmers and carpenters. Nails 


and many other materials usually kept 
in the warehouse were brought inside 
the new store. 





TOOL HANDLES of all types are 
much in demand in this trading area. 








MEDICINE CABINETS and built-ins 
are featured here. The front side of 
this display is a kitchen cabinet. 
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TALL REDWOOD PORTICO gives entrance to Brown- 
Bowen Lumber Co. a striking appearance. Note the two 
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Partners Brown and Bowen offer the goods and 
services that bring customers and services back to their 


Texas store time and again. 


Customers will beat a path 
to your door if: 

1—You stock what they want. 

2—You display it attrac- 
tively. 

3—You make it easy for them 
to complete their purchase (in- 
cluding financing). 

That was C. T. Brown’s idea 
of merchandising when he and 
Oscar Bowen opened their new 
store in Stafford, Tex., 10 miles 
from Houston’s city limits two 
years ago last June. 

Some friends shook their col- 
lective heads over this move. 
Stafford is an unincorporated 
town of less than 1,000 people, 
but the store and services of- 
fered by Bowen and Brown 
draw customers from a 25-mile 
trading area including a rich 
rice and cotton farming section. 

Partners Bowen and Brown 
set about to satisfy the diversi- 
fied needs of their customers. 
For the rice and cotton farmers, 
they stock all sizes and gauges 
of wire fencing, creosoted posts, 
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septic tanks, even calf weaners. 
One unusual service item to 
both farm and town customers 
is the complete stock of tool 
handles — for shovels, saws, 
rakes, hammers, etc., all on dis- 
play in the store. 

Brown’s idea (Plank No. 1) 
was to display materials in the 
store that are ordinarily found 
in the warehouse—nails, roof- 
ing, siding, fencing, etc. Car- 
penters and homeowners find 
a diversified stock of items in- 
cluding small electrical goods— 
fuse plugs, toggle switches, wir- 
ing, etc.; carpenters’ tools, med- 
icine cabinets, step ladders, 
builders’ hardware, caulking 
guns, garden hose, paint and 
paint accessories. There are dis- 
plays of kitchen cabinets and 
built-ins like telephone stands 
and ironing boards. 

Plank No. 2 in the Bowen- 
Brown merchandising program 
(making it easy for customers 
to complete their purchases) 
has been strengthened by the 


good slogans on the front of the building: 
Repairs” and “Bargains Every Day.” 
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“BEFORE” PICTURE of Brown-Bowen 
Lumber Company’s office and show- 
room. R. C. Newton, bookkeeper, 
stands ovtside. 


better facilities offered by the 
new store. Carpenters like 10 
figure their bills in its air-con- 
ditioned atmosphere. Nails are 
packaged in five and 10-poun( 
lots for fast pickups. 

Easy financing is the key 1 
many of the repair and remode! 
ing jobs furnished by Brow: 
Bowen Lumber Co. Hardly 
week goes by but what the cor 
pany closes one or two remode'- 
ing jobs. In addition, it is fu 
nishing several house and coni- 
mercial jobs. Every for-sa'c 
item in the store is labeled an: 
price-marked. 

Plank No. 3 in Brown’s me: 
chandising plan (merchandise 
attractively displayed) has bee 
responsible for many sales i 
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VARIED NUMBER OF SALES ITEMS are indicated in this picture. Overall 


ize of the display room is 26x60, 








PARTNERS C. T. BROWN AND OSCAR BOWEN at their 
desk. 


e new store. Motorists from 
assachusetts and Kansas have 
»pped to ask about the screen 
door grilles displayed in the 
Siore windows. Several types of 
w..11 coverings were used inside 
the store; for example a No. 2 
y:‘low pine ship lap was dec- 
oyated with green water paint, 
brushed on and wiped off to 
show how the interior of a home 
can be finished economically, 
ye: attractively. 

Chere is plenty of parking 
room in front of the store and 
a iour-lane highway to San An- 
tonio is responsible for a good 
deal of drop-in trade. The fluo- 
rescent lights in the store are 
kept on all night. This location 
led Brown to try some “black- 
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board bargains.” One such bar- 
gain moved 2,000 spools of 
barbed wire. Movie slides in 
neighborhood houses are being 
used to spread the story of 
Brown - Bowen products and 
services. 

Together Bowen and Brown 
have had 75 years of experience 
in the lumber industry. Bowen 
worked in logging, sawmill and 
wholesale operations, starting 
as a water boy in a lumber camp 
at 59c an hour for an 11-hour 
day. Brown has had over 23 
years’ experience in the retail 
end of the business. Both were 
working for the W. H. Norris 
Lumber Co. before they joined 
forces five years ago in a re- 
tail business of their own. 
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TOOL DISPLAY is especially popular 
with farmers and carpenters. Nails 
and many other materials usually kept 
in the warehouse were brought inside 
the new store. 





TOOL HANDLES of all types are 
much in demand in this trading area. 





MEDICINE CABINETS and built-ins 
are featured here. The front side of 
this display is a kitchen cabinet. 
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HOWARD~ RUS- 
SELL (left), 
AMVETS Nation- 
al Commander, 
talks with Walter 
T. Howard, com- 
mander of the 
Springfield, Mass. 
AMVETS Post 23, 
which sponsored 
the series of 
meetings for pro- 
spective home 
builders. 


Veterans Help Solve Their 
Own Building Problems 


Walter T. Howard, young civic-minded retail 
lumberman and a war veteran himself, leads his Spring- 
field, Mass. AMVET post ina series of successful meet- 


ings for home builders. 


Housing for veterans is sure to be 
a live subject again with the pros- 
pect that the Korean war may soon 
be over. Obviously the problem will 
not be as great as in World War II, 
but it will give the politicians an- 
other chance to distort the facts in 
the interest of government-subsidized 
housing. The story below tells how 
one retail lumber dealer, a veteran 
of World War II himself, helped 
solve the housing problem for vet- 
erans as late as 1949. 


“We fought together . 
build together.” 
With that motto, American 


. . let’s 
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Veterans of World War II 
(Amvets), Col. John J. Higgins 
Post 238, Springfield, Mass., 
staged a series of 15 successful 
public meetings on the problems 
involved in home building. 
Each of the 15 meetings was 
addressed by one or more spe- 
cialists in the field of home 
building or furnishing. Archi- 
tects, realtors, experts in heat- 
ing, hardware and _ insulation 
were on the program. A ques- 
tion period at the end of each 


March 10, 1952, AMERICAN LUMBERMAN & 





session sometimes carried the 
meetings held in a large public 
school auditorium to midnight. 

Topics discussed included the 
following: Financing the 
Home; The Home Site; Busi- 
ness Dealings; Designing the 
Home; High Cost of Cheap 
Construction; Kitchen Planning 
Standards; Insulation; Heating 
the Home; Fuels and Burners; 
Planning for Electricity; Com- 
munications in the Home; Hard- 
ware for the Home; Fundamen- 
tals of Interior Decoration; 
Fundamentals of Land Design. 
Manufacturers’ representatives 
were among the speakers on 
the program. 

The University of [Illinois 
bulletins were used as the basis 
for the meetings and copies of | 
these bulletins were distributed — 
as the crowd entered. A small 
fee was charged for a notebook 
to keep the bulletins together. 
Quantities of manufacturers’ 
literature without any specific 
dealer’s imprint were also dis- 
tributed and pertinent films on 
building subjects were shown. 

Attendance at the meetings 
ran as high as 500. About 200 
people in the audience had 
homes under way before the 
series of meetings had finishe:!; 
about one-third of this group 
were building their own homes. 

A Buyers’ Guide printed on 
high-grade paper stock ad 
compiled by the Post was d's- 
tributed at the sessions for t1¢ 
purpose of helping the vetera‘1s 
choose reliable concerns in te 
building materials field. Adver- 
tising was sold for $20 per half 
page. Applications for mer- 
bership in AMVETS were »*0- 
licited in the Guide. The Pvst 

(continued on page 177) 
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You can make big 


profits by selling 


KENTILE for 
self-installation 


Bry 
KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York »* 350 Fifth Avenue, New York 1, N. Y. 
reets 
Street, Kansas City 8, Missouri 
Houston |, Texas * 4501 Santa Fe Avenue, 
— 
VILDING Propucts MERCHANDISER 


OU’RE in business to make money ... and one 
y of the biggest money-makers you can handle 
is Kentile...the country’s fastest selling flooring! 


Yes, people everywhere look for Kentile... 
won’t accept substitutes ... because Kentile is the 
Asphalt Tile they know and trust...the famous 
name that’s backed up by the industry’s biggest 
and fastest moving program of full-color national 
advertising and hard-hitting promotions. 


For full information, write, wire or phone any 
of the conveniently located Kentile, Inc. offices 
listed below ... find out how you can profit with 
volume sales of Kentile for Self-Installation. 


The Kentile Line is 
TE your Profit Line 


1 >) ada beds 


/ 











DESIGN YOUR OWN FLOOR 
WITH 





HERE’S ALL YOU NEED FOR 
YOUR KENTILE DEPARTMENT 


The Junior KenStyler is your display and 
salesman in one...lets your customers see just 
how colorful, long-lasting Kentile will look in 
their own homes...on their own floors. And 
it only measures 1544” x 1834” x 1714". 
Complete with sample tiles, 


ONLY $1000 
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LUMBER SUPPLY CO. 
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KENTILE. 


The Asphalt Tile of 
Enduring Beauty 


¢ 705 Architects Building, 17th and Sansom 


, Philadelphia 3, Pennsylvania ¢ 1211 NBC Building, Cleveland 14, Ohio * 225 Moore Street, S.E., Atlanta 2, Georgia * 2020 Walnut 
1440 lth Street, Denver 4, Colorado + 4532 South Kolin Avenue, Chicago 32, Illinois * 1113 Vine Street, 
Los Angeles 58, California »* 95 Market St., Oakland 4, Calif. »* 452 Statler Building, Boston 16, Mass. 
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Why Your Drivers Have Accidents 


Insurance study reveals that backing improp- 
erly is the main cause of all accidents involving lumber 
trucks. Here are some suggestions for eliminating 


these accidents. 


The three major causes of 
accidents involving lumber 
trucks and other commercial 
vehicles used in the lumber in- 
dustry are backing improperly, 
inattention and carelessness, 
and speeding. 

These three factors combined 
to cause almost two-thirds of 
all vehicle mishaps in the in- 
dustry, according to a study by 
the safety engineering depart- 
ment of the Kemper group of 


insurance companies. 

The study, based on an analy- 
sis of more than 1,000 fatal, 
non-fatal and property dam- 
age accidents involving lumber 
drivers, shows the chief cause 
of accidents is backing the 
wrong way. 

The apparently simple ma- 
neuver of operating in reverse 
actually is to blame for 26% 
of all accidents, according to 
the safety experts. 












































Day Dreaming Fatal 


Ranking second in the list of 
accident producers is inatten- 
tion and carelessness. That 
means just plain daydreaming 
and it is to blame for 24% of 
the accidents. Speeding or driv- 
ing too fast for conditions 
caused 14% of the accidents to 
rank third. 

Speeding, however, was the 
most expensive cause of acci- 
dents, said W. Dean Keefer, 
director of safety for Lumber- 
mens Mutual Casualty Com- 
pany. Driving too fast ac- 
counted for 19% of the total 
dollar outlay. 

Inattention and carelessness 
ranked a close second on the 
expense side of the ledger cost- 
ing 18% of the accident ex- 
penditure, while backing im- 
properly ranked third with 
15% of the outlay. 

Keefer listed the causes of 
accidents to commercial ve- 
hicles in the lumber industry 
and their relative cost as fol- 
lows: 


Percent of 
Accidents 


Causes 
Backing improperly ... 
Inattention-carelessness 24 
Temes GOOG 2... 2. ess: 14 
Following too close.... 7 
Failure to signal....... 6 
Defective vehicle ...... 5 
Improperly parked .... 4 
Violating right of way...3 
Improper passing ..... 3 
Improperly loaded .... 3 
Driving wrong side of ; 

re 2 36 
All other causes....... 3 3 


bo 
lor) 
m oes 69 3-2 5 we oon Percent of cost 







e786 616.6 Oe ¢ 8 @'8 





Keefer said the most surpris- 
ing results of the study were | 
the findings pertaining to im- 
proper backing. 


How to Eliminate Accidents 

“The most important thing 
to remember about backing ac- 
cidents, however, is not the 
frequency with which they 0¢- 
cur nor the cost, but the fact 
that they can be eliminated by 
using a little care and common 
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Economical, easy to handle, : 
Keymesh provides strength . Kea 4 - 
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a ‘ ear Underbedt Reinforcing 
durability for exterior or interior . < 
reinforcement of plaster or concrete er 
—for commercial or residential 
buildings of all types. If you're 
not stocking Keymesh now, 
better get complete 
information right away. 
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UNSAFE SPEEDS 


sense,” Keefer said. 

He gave the following sug- 
gestions to eliminate backing 
mishaps: 

1—Plan the route to avoid 
backing whenever possible. 

2—If you must back up, 
make a personal check of the 
rear of your vehicle to find out 
what is behind and how much 
room you have. 

3—Do not rely on the rear 
view mirror. It gives only a 


partial view of what is behind. 

4—-If you are stopped on a 
crosswalk by a traffic light, 
stay put. Pedestrians may be 
walking behind you. 

5—Use the driveway or drive 
around the block rather than 
turning around in the middle 
of the street. 

6—When parking, look for a 
space that will eliminate the 
necessity of backing up to get 
out. 


fe 2 ie 


What are these dealers looking 
at? For details see Page 132. 





Jes 
Courtesy Lil-Ad Features, Santa Ana, Cal. 


“She didn’t want a vacuum cleaner— 
but !’Ill bet she could use a new door!” 














WEST COAST 


eS 


DOUGLAS FIR 


t=! 


14 Cars of Oregon-American Quality Lumber 
Leave This Platform Daily ..... 


Let Oregon-American route one of these cars to you. You'll like the fine qual- 
ity and manufacture of Oregon-American kiln dried West Coast Upland Hemlock 


and old-growth Douglas Fir. 


your needs. 


Oregon-American operates in fine timber—has 
complete and modern manufacturing facilities. 


Straight or mixed cars to suit 


Try some of our high quality 


KILN DRIED WEST COAST UPLAND HEMLOCK 
Flooring, Dimension, Boards, Ladder Stock, etc. 


300,000 feet daily 


OREGON- AMERICAN LUMBER CORPORATION - Oregon 
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. = DUMP TRUCKS must be kept on the go... with 
9 | full payloads for maximum earning power under 
. today’s operating conditions. 

That is how M.J.Grove Lime Company, Lime 
Kiln, Md., boosted its payloads 3000 pounds 
with the White 3000... won highest praise from 
drivers . . . stepped up delivery schedules. 

The Grove Company has its fleet of Whites 


i -— ao 











Here are the Facts... 


THE GROVE COMPANY put its first White 3000 
on the job early in 1950. It started regular 
hauling from their stone quarry in Frederick, 
Md., to Washington, D. C., operating from 
quarry to roadsite—a distance of 50 miles. 
The Whites carry full loads of sand on 
return trip. 


MODEL 3026 WHITE 
Wheelbase—109\% in. 
Tires—11.00 x 20 
Rear Axle—8s90 
Transmission—507B 
Truck and body weight: 

Front Axle—5,720 
Rear —6,240 
11,960 


Weight distribution of White 3000 permits 
an additional 3000 pounds payload within 
legal limits. 


eee sh Uh he ae ce Ue he he le a Se ke 





THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


— 
NG BUILDING Propucts MERCHANDISER 


3000 Ibs. More 


Legal Payload in 
Building Supply Delivery 


making more trips per day... carrying more 
payload per trip... earning more every day 
because this entirely new kind of truck is 
engineered to do more work .... in less time 
... at lower cost. 

Find out from your White Representative how 
you can make your business extra profitable with 
the White 3000. 








SUPER POWER 
kToloTe) 


FOR MORE THAN 50 YEARS THE GREATEST ‘NAME IN TRUCKS 


121 











TED E. DRENNON, district manager, 
Home Lumber Co. 





ed 


LUMBER CARRIER is frequently used to make deliveries 


to building construction sites. 





Vee 5 Samed 


FORK LIFT TRUCK does the work of six men in the yard, according to General 


Manager J. C. Danley. 
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DOOR HARDWARE is an important sales item at Home 


Lumber, which has a large contractor trade. 


Service Is the Rule 


At the Home Lumber Co. in Reno, Nev., 
service goes beyond merely writing up a sale. 


Service to customers is the 
unwritten rule of the Home 
Lumber Co., Reno, Nev. 

The company’s system is a 
simple one. It consists of 
making daily rounds, if pos- 
sible, to the current job of 
every contractor customer—not 
to sell, but to serve the con- 
tractor or job superintendent in 
every way possible. 

This policy merely carries 
out one of the business prin- 
ciples which District Manager 
Ted E. Drennon would give any 
young. man entering the retail 
lumber business: 

“Build your business around 
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the idea of good service and 
quality materials with fairness 
to all customers. Do not cut 
prices. Watch your outstanding 
accounts closely since these are 
your greatest hazard.” 

Backing up these policies, the 
Home Lumber Co. yard carries 
a complete and diversified stock 
of general building materials to 
supply its highly diversified ac- 
counts — homeowners, contrac- 
tors, industrials, ranchers and 
miners. 

With a high percentage of 
materials going out to job sites, 
Home Lumber finds good use 
for the fork lift truck and 


carrier to handle more mate- 
rials faster. Store Manager 
Vaughn H. McDowell estimates 
that the lift replaces six men 
in yard work and deliveries. 
(Carrier is sometimes used for 
deliveries to construction sites.) 


The Reno concern, which also © 


maintains stores in Las Vegas, 
is an affiliate of the Home Lum- 
ber and Coal Co., organized in 
1913 in Wieser, Idaho. The 
Reno yard was acquired in 1931 
and the Las Vegas store in 1940. 
Max A. Houston of Wichita, 
Kan. is president and J. C. 


Danley is general manager. [he | 


firm employs 20 men and oper- 
ates five trucks. 

An interesting sidelighi to 
the firm’s business is its wood- 
working shop where it fabri 
cates window units for which 
there has been a considerable 


demand beyond its own custo- 


mers. 


March 10, 1952, AMERICAN LUMBERMAN & 








* 





Bu; 





yme 


ite- 
ger 
tes 
nen 
ies. 
for 
ag.) 
lso 
ras, 
im- 
| in 
The 
931 
)40. 
ita, 


C. | 


“he 





THE ONE THING 
Architects, 
Builders and 


Lumber dealers 
ALL AGREE ON - 
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Redwood is recognized for all of its qualities as the world’s most versatile 
wood. It provides the finest texture and grain required for highest quality 
construction. But, like everything else, it’s the method by which redwood logs are 
converted into finished lumber that really counts. With PL Redwood, the uniformity 
i and quality of finished products is determined at the head-rig—and is precisely 
: protected through each step of handling and manufacture. 
That is why—by every standard of comparison—PL Redwood offers the finest 
architectural quality redwood lumber that’s produced. Ask anyone who 
‘ knows PL Redwood—they’Il tell you it’s the best of the best. 


: ~there’s nothing finer than PALCO REDWOOD 


For the complete story on Palco Architectural Quality Redwood, write 
today for fully illustrated booklet ‘From Out of the Redwoods.” 


IC LU AE NY 
Leader in Redwood — Since 1869 “ 
Mills at Scotia and Eureka, California 
100 BUSH STREET, SAN FRANCISCO 4, CALIFORNIA e 35 EAST WACKER DRIVE, CHICAGO I, ILLINOIS 
MEMBER Oo F CALUFORNIA REDWOOD ASS OCTIATIO ® 
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AMONG THE DEALERS 








Midwest Dealers at School 


MORE THAN 50 LUMBERMEN attended the third annual short course spon- 
sored by the Northwestern and Independent Lumber Dealers Associations at 
the University of Minnesota. Dealers from Iowa, Minnesota, North and South 
Dakota registered for the 4-week course conducted by industry leaders. A fea- 
tured speaker was Arthur Hood, Editor of American Lumberman, who gave his 
talk, “Stairway to the Stars.” 





MORE THAN 30 Indiana building 
material yard employes attended the 
eighth annual short course at Purdue 
University. 








ILLINOIS was represented by 15 
employes at the Indiana Lumber and 
Builders’ Supply Association course 
of training. 


Indiana Association ''Graduates' 47 at Purdue 


The graduation of 47 students 
from the eighth annual Indiana 
Lumber and Builders Supply Asso- 
ciation Short Course of Training 
on Feb. 8, marked the completion 
of the most successful course of 
this type that has been sponsored 
by the Indiana Association. 

Cooperating with Purdue Uni- 
versity, the Indiana Association 
played host to lumber and build- 
ing material yard employes from 
Indiana, Illinois and Ohio during 
this 30-day period of intensive 
training. A breakdown of the at- 
tendance revealed that 31 Indiana 
men attended, 15 represented IIli- 


124 


nois and one came from Ohio to 
participate in this year’s training 
activities. 

At an opening dinner on January 
15, the second day of the training 
period, the class members had an 
opportunity to meet a number of 
the Indiana Association officials 
as well as hear an inspiring ad- 
dress, “Your Success,” given by 
T. R. Armstrong, vice-president of 
the Huttig Sash & Door Company, 
St. Louis, Mo. 

Robert Russell, managing editor 
of American Lumberman, served 
as an instructor in this year’s 
IL&BSA Short Course and. con- 


ducted a three-hour lecture and 
discussion on Store Design and 
Yard Arrangement. 

Following the 30-day period o! 
classroom lectures, demonstration: 
and field trips to surrounding man. 
ufacturing plants, the group re 
ceived Certificates of Completio: 
from the University at a final din 
ner which was attended by a num 
ber of wives and employers. 

Active in the organization of thi: 
year’s course were Harold V. Main 
Indiana Harbor Lumber & Coa! 
Company, East Chicago, chairma: 
of the Indiana Association’s Edu- 
cation Committee; Merle M. Mc- 
Clure, coordinator of Adult Educa- 
tion, Purdue University; and Rob- 
ert L. Craft, field representative 
of the Indiana Association. 


Mountain States 
Construction "Bright Spot" 


Denver and the Rocky Mountain 
Empire generally were described 
as the “bright spot of the whole 
country from a construction stand- 
point” by Joel Scott, president of 
the Mountain States Lumber Deal- 
ers Association, at the group’s 
three-day convention, February 6, 
7, 8, Shirley-Savoy Hotel. 

Scott said that construction has 
continued at a brisk pace despite 
emergency tensions and due, in a 
considerable degree, to a movement 
of population westward. Many peo- 
ple, he remarked, are coming to 
new and expanded military instal- 
lations in the Rocky Mountain area. 

“We’re a_ pretty optimistic 
bunch,” Scott said. ‘Prospects for 
business are definitely good.” 

More than 1,000 delegates were 
on hand for the convention, which 
takes in one of the largest associa- 
tion areas in the United States, 
some 340,000 square miles. Deal- 
ers attended from Colorado, Wyo- 
ming and New Mexico. 

The convention began with an 
“old guard” breakfast attended »y 
150 retailers and suppliers con- 
nected with the building materizls 
business for 20 years or more. 
Speakers during the business s°s- 
sions included Art Hood, editor of 
the American Lumberman, who 
discussed “Maintaining Sales V>»l- 
ume.” 

Officers for 1952 will be J. F. 
Scott, re-elected president; T. 1H. 
Walker, vice-president; J. V. Smi‘h, 
secretary - treasurer. Directors 
elected include: J. J. Dohei y, 
H. H. Hast, F. E. King, G. G. Mor- 
ris, F. L. Smith, Kenneth D. Brook- 
hart, W. L. Wiseman and Abe HU. 
Ribble. 
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AB-455, Vendor records with purchasing analysis 
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AB-525, Payroll records with checkwriting 
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Are your pricing policies realistic? Do your bookkeeping records warn 
you quickly of a changed situation? Would you like to have a continuous 
analysis of your profit rate for each line of building supplies? 

Let us show you a mechanized bookkeeping method which gives you 
precisely this money-making advantage. You get your profit picture for 
each line of supplies from: 1)a daily sales analysis which is a by- 
product of posting customer records; and 2) a daily purchase analysis 
made while posting vendor records or payments. 

What’s more, your new accounting machine will pay for itself quickly 
just by the savings in clerical time! All records are kept up-to-date, with 
proved balances, in a half or third of the usual clerical time. Related 
records are always in perfect agreement. Monthly trial balances go like 
clockwork because records are proved in balance daily. And payrolls 
are handled on the same machine, with the same speed and accuracy. 

Also, you won't have to hire outside help. One of your employees can 
quickly operate this single-keyboard machine. It’s the easiest-to-use of 
all accounting machines. Just give us a chance to show how its auto- 
matic ined simplify your bookkeeping problems. 


SEND COUPON FOR THREE FOLDERS SHOWING HOW 
ONE MACHINE CAN DO THE ENTIRE JOB FOR YOU. 


Remington. Mand 
4 w € 

Room 1755, 315 Fourth Avenue, New York 10, New York 
Please send me folders AB-457, AB-455, and AB-525. 
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New Ohio Association Officers 


THE OHIO ASSOCIATION OF RETAIL LUMBER DEALERS elected for 1952, 


left to right: 
Homer F. Prakel, 1st vice-president. 
retiring president. 


Ralph Lutz, second vice-president; James H. Clemens, president; 
William 


H. Stine, extreme right, is the 





Kansas City Hoo-Hoo Concatenation 


HOO-HOO DEGREE TEAM. 
the team giving the degree included, left to right: Art Hood, editor of American 
Lumberman, visiting officer; Roy B. Peck, T. C. (Pat) Malone, Alan T. Flint, 
George W. Peeler, Cliff Schorling, John Webster, Ted Becker, Charles W. Good- 
rum and Robert A. Barry. 





Attend Short Course at 


Forty-two enthusiastic young men 
assembled recently on the campus 
of Southern Methodist University 
in Dallas, to attend the Tenth In- 
stitute of Building Material Dis- 
tribution. The institute is designed 
to place concentrated information 
pertaining to all phases of the lum- 
ber industry before future super- 
visory personnel, 

Although the average age of this 


A 
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SMU 


At a rousing Kansas City, Mo. concat recently, 





group is above that of the college 
student, many of this year’s mem- 
bers are sons of Texas lumber deal- 
ers who have attended in the past. 


Gene Ebersole, executive vice- 
president of the Lumbermen’s As- 
sociation of Texas said, “This un- 
usually fine group, by their hearty 
enthusiasm and aggressive interest, 
made this tenth Institute one of 
the best we’ve ever had.” 


Akron Students Win $100 


WEATHER-SEAL, INC., manufac- 
turers of the Etling window, recently 
sponsored a contest on “Improving 
the operation of a Retail Lumber 
Business,” for students attending a 
merchandising workshop at the Uni- 
versity of Akron. Left to right: Joseph 
A. Griffith, executive vice-president of 
Weather-Seal presents a check for 
$100 to the top winners, George 
Kleines and Lawrence L. Garcia. The 
students recommended the planning 
of an annual lumber and building 
materials show as the best method 
of stimulating home remodeling and 
a local understanding of the variety 
of materials available. 





W. L. HUFF 
Illinois 


Illinois Re-elects 
Huff President 


W. Lindley Huff was reelected 
president of the Illinois Lumber & 
Material Dealers Assn., Inc., at 
its 62nd annual meeting at the 
Hotel Sherman in Chicago. Other 
officers reelected include: Paul 
Howard Leach, vice - president; 
John D. McCarthy, — secretary- 
treasurer, and John J. Lavengood, 
assistant secretary. 

Board of directors, reelected for 
ensuing year include: Leo R. 
Allen, Carl H. Baumgart, Francis 
A. Gauen, Edgar Hanan, J. William 
Harrington, Theodor F. Kent, J. 
Earl Ligon, John W. McConnell, 
J. H. McCune, Oscar J. Mathis, 
Harold Pogue, Walter A. Schmel- 
ing, Ernest M. Sipe, Bob Stotlar, 
J. H. Thomas, Clarence A. Thomp- 
son, and Edmund F. Vos. 

New board members elected in- 
clude: Ervin J. Niemann, George 
Gonigan, and Paul A. Sparks. Re- 
tiring board members were Kzrl 
Anderson, Clarence B. Elliott, and 
Charles B. Smith. 
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ne QUALITY ¢ 


Heavier steel and finer, workmanship are put into TRACY sinks 


and cabinets for sound reasons which are important to YOU! 








:- 
1. Superior TRACY quality assures user satisfaction, 
protects your good name and good will. 


2. TRACY quality eliminates complaints and service 
problems. 


3. TRACY quality is a master selling point—because 
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| anything but top quality equipment. 


business. 


your prospects SEE and FEEL it. 


4. TRACY quality puts you on top of the “light-weight” 
type of competition. 

5. TRACY quality, IN VOLUME, gives you advantages 
in both price and profits. 


6. (And incidentally) TRACY doesn't know how to make 








| Add these up for a very unique PLUS in the kitchen 


et 


DEALER _— 
Opportunities 


» 'f YOU are sincerely interested in a profitable kitchen busi- 
» ness TRACY offers EVERYTHING you could ask for. 


“EVERYTHING” includes the broad and complete line of sizes 
> ond styles, and the service that keeps an active dealer mak- 
> ing money, ond the promotions and advertising support to put 

continuous POWER behind his business. 








HIGH 
Never has the kitchen business been more flourishing, and SKY & QUALITY 
never has there been a more promising opportunity for the 
TRACY dealer. 


Ask for your distributor's name, and we'll put you in touch La ) 
with o live-wire proposition. \ c/ ¢ 
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| LINE | TRACY MANUFACTURING CO., Division of Edgewater Steel Co., Pittsburgh 33, Pa. 
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New Ohio Association Officers 
THE OHIO ASSOCIATION OF RETAIL LUMBER DEALERS elected for 1952, 
left to right: Ralph Lutz, second vice-president; James H. Clemens, president; 


Homer F. Prakel, 1st vice-president. 
retiring president. 


William H. Stine, extreme right, is the 





Kansas City Hoo-Hoo Concatenation 


HOO-HOO DEGREE TEAM. At a rousing Kansas City, Mo. concat recently, 
the team giving the degree included, left to right: Art Hood, editor of American 
Lumberman, visiting officer; Roy B. Peck, T. C. (Pat) Malone, Alan T. Flint, 
George W. Peeler, Cliff Schorling, John Webster, Ted Becker, Charles W. Good- 


rum and Robert A. Barry. 


Attend Short Course at SMU 


Forty-two enthusiastic young men 
assembled recently on the campus 
of Southern Methodist University 
in Dallas, to attend the Tenth In- 
stitute of Building Material Dis- 
tribution. The institute is designed 
to place concentrated information 
pertaining to all phases of the lum- 
ber industry before future super- 
visory personnel, 

Although the average age of this 


126 


group is above that of the college 
student, many of this year’s mem- 
bers are sons of Texas lumber deal- 
ers who have attended in the past. 

Gene Ebersole, executive vice- 
president of the Lumbermen’s As- 
sociation of Texas said, “This un- 
usually fine group, by their hearty 
enthusiasm and aggressive interest, 
made this tenth Institute one of 
the best we’ve ever had.” 


Akron Students Win $100 


WEATHER-SEAL, INC., manufac- 
turers of the Etling window, recently 
sponsored a contest on “Improving 
the operation of a Retail Lumber 
Business,” for students attending a 
merchandising workshop at the Uni- 
versity of Akron. Left to right: Joseph 
A. Griffith, executive vice-president of 
Weather-Seal presents a check for 
$100 to the top winners, George 
Kleines and Lawrence L. Garcia. The 
students recommended the planning 
of an annual lumber and building 
materials show as the best method 
of stimulating home remodeling and 
a local understanding of the variety 
of materials available. 


W. L. HUFF 
Illinois 


Illinois Re-elects 
Huff President 


W. Lindley Huff was reelected 
president of the Illinois Lumber & 
Material Dealers Assn., Inc., at 
its 62nd annual meeting at the 
Hotel Sherman in Chicago. Other 
officers reelected include: Paul 
Howard Leach, vice - president; 
John D. McCarthy,  secretary- 
treasurer, and John J. Lavengood, 
assistant secretary. 

Board of directors, reelected for 
ensuing year include: Leo R. 
Allen, Carl H. Baumgart, Francis 
A. Gauen, Edgar Hanan, J. William 
Harrington, Theodor F. Kent, J. 
Earl Ligon, John W. McConnell, 
J. H. McCune, Oscar J. Mathis, 
Harold Pogue, Walter A. Schmel- 
ing, Ernest M. Sipe, Bob Stotlar, 
J. H. Thomas, Clarence A. Thomp- 
son, and Edmund F. Vos. 

New board members elected in- 
clude: Ervin J. Niemann, George 
Gonigan, and Paul A. Sparks. Re- 
tiring board members were Kazrl 
Anderson, Clarence B. Elliott, and 
Charles B. Smith. 
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5. TRACY quality, IN VOLUME, gives you advantages 
in both price and profits. 
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tary- §& If YOU are sincerely interested in a profitable kitchen busi- 
rood, ness TRACY offers EVERYTHING you could ask for. 
; “EVERYTHING” includes the broad and complete line of sizes 
1 for ; and tyles, and the service that keeps an active dealer mak- 
) R. | 'ng money, ond the promotions and advertising support to put 
anciS § Continuous POWER behind his business. HIGH 
liam §& Neve, has the kitchen business been more flourishing, and SKY * QUALITY 
t, J. » Never has there been a more promising opportunity for the 
nnell, TRACY dealer. 
athis, 4 Ask for . ° , ’ . LS. 
: your distributor’s name, and we'll put you in touch 
hmel- © With o live-wire proposition. Lo oi) 


otlar, 


ne ¥(C 
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nom KITCHENS 


LINE . TRACY MANUFACTURING CO., Division of Edgewater Steel Co., Pittsburgh 33, Pa. 
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MASONI 'E PRODUCTS 


* THE WOO; 


SOMITE TEWPERTILE 


Ashland Lumber & Fuel Co., 


TOP AWARD IN THE BMEA DISPLAY CONTEST in Wisconsin went to the 
Ashland. Featured were hardboard products with 


WITH LOOI USES” 


suitable literature, samples and photographs. 


BMEA Awards 
“Qscars’”’ 
in Three States 


Lumber and building material 
dealers in Illinois, Michigan and 
Wisconsin have been awarded com- 
mendations for outstanding dis- 
plays sponsored by the Building 
Material Exhibitors Association in 
cooperation with state associations. 
Indiana retailers are also compet- 
ing and they will receive awards 
at their association convention 
early in March. 





E. F. KEELER, representing the Rock- 
ford Lumber & Fuel Co., was given 
the BMEA “Oscar” display award in 
Illinois. Keeler entered both a window 
and floor display in the contest. 
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MICHIGAN .WINNERS in the BMEA 
window contest were, left to right: 
Ben H. Jackson, Jackson Lumber & 
Supply Co.; Robert A. Dean, Red Mill 
Lumber Co.; and Jack Rosenberg, 
Restrick Lumber Co. Dean won the 
first plaque, ‘Oscar’? award. Jackson 
and Rosenberg were given citations. 





BUILDING MATERIAL EXHIBITORS 
citations in Illinois went to (left to 


right): Leon Star, Star Lumber Co. 
and Edward Remack, Barker-Lubin Co. 





What are these dealers looking 


at? For details see Page 132. 


New Jersey Firm 
Celebrates 81st Year 


Kimball & Prince Lumber Co., 
Vineland, N. J., recently noted 81 
years in business with its 36th 
annual banquet for more than 60 
employes, 

Eugene M. Kimball, 
of the lumber firm, gave a brief 
sketch of the founding of the com- 
pany in 1871, not long after the 
city was chartered. The fiirm’s 
founders were Myron J. Kimball, 
John Prince and W. Vantyle Prince. 
A branch yard was opened in Mill- 
ville, N. J., in 1882. 

The business has been directed 
by Eugene M. Kimball since his 
father’s death in 1915. This vear 
marks his 57th year in the lumber 
business and he continues to take 
an active interest in the firm. 

Employes with long service rec- 
ords were commended at the di:ner 
when the annual roll call was yead. 
Among them were Carlton S. 
Hughes, secretary, and ° Millville 
branch manager, 44 years; Ancrew 
Perino, foreman, 35 years; Al!'son 
G. Carney, sales manager, 34 ye:!s; 
Solve Martinelli, mechanic, 33 
years; Antonio Diorio, fore an 
and E. C. White, Millville, 28 yexrs; 
Lawrence Kimball, vice-presi¢ent, 
27 years; and Norman I. Alberi:on, 
assistant mill foreman, 26 years. 
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ONE DEPENDABLE SOURCE 
OF SUPPLY FOR A WIDE 
VARIETY OF MATERIALS... 


FIR PLYWOOD 
HARDWOOD PLYWOOD 


CUPBOARD DOOR 
STOCK 


COUNTER FRONTS 


SOLID CORE 
FLUSH DOORS 


HOLLOW CORE 
FLUSH DOORS 


HARDBOARD 


G-E TEXTOLITE* PLASTICS 
SURFACING 


TITE-JOINT FASTENERS 
ADHESIVES 


ONE HIGH STANDARD OF 


Loddiscratt QUALITY... 


*Reg. U. S. Pat. Of. 


.. cau Wovdiscratt 


BG Roddiscratt 


FLUSH DOORS, HARDWOOD PLYWOOD 
FIR PLYWOOD, G-E TEXTOLITE 
and allied products 


a 2 


Ps i 
ee a be 


Your Roddiscraft Warehouse is a prompt and dependable source of supply 
for the things you need —a wide range of materials — all of recognized 
Roddiscraft high standard of quality — available through one order from 
you. Trained Roddiscraft Warehouse men will assist and advise, if you wish. 
Simplify your buying — be sure of high quality — call your nearest warehouse. 





NATIONWIDE tandDisrraft WAREHOUSE SERVICE 


Cambridge 39, Mass...229 Vassar St. 
Charlotte 6, N.C..... 123 E. 27th St. 


Chicago 32, Ill.....3865 W. 41st St. 
Cincinnati 2, Ohio . . .836 Depot St. 
Dallas 10, Texas..... 2800 Medill St. 


Detroit 14, Mich. .11855E. Jefferson St. 
Houston 10, Texas. ..2403 Sabine St. 
Kansas City 3, Kan., 35 Southwest Blvd. 
Los Angeles 58, Cal. 2620 E. Vernon Ave. 
Levisville 10, Ky...1201-5 S, 15th St. 


Buitpinc Propucts MERCHANDISER 


Marshfield, Wis....115 S. Palmetto St. 
Milwaukee 8, Wis...4601 W. State St. 
New Hyde Park, L. I., N. Y. .......... 
Plaza Ave. & S. 18th St. 
New York 55, N. Y...920 E. 149th St. 
Port Newark 5, N. J....103 Marsh St. 


Philadelphia34,Pa., Richmond&TiogaSts. 


St. Louis 16, Mo., 3344 Morganford Road 
San Antonio 6, Texas. .727 N. Cherry St. 
San Francisco 24, Cal. 345 Williams Ave. 
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NEW OFFICES and modern materials handling equipment 


have been adopted by the John W. Fisher Lumber Co. in 


Conference Rooms Tell 
Materials Story 


Beautiful application of paneling and flooring 
provide distinctive atmosphere for business conferences 


in California yard. 


Customers visiting the new 
offices of the John W. Fisher 
Lumber Co. in Santa Monica, 
Calif., no longer have to vis- 
ualize the remodeling job they 
have in mind by looking at small 
samples of wood. 

Every wall in the office, bath- 
rooms and hallways has been 
finished with some distinct type 
of wall paneling. The front of- 
fice, for instance, is ash, run to 
detail. Acoustical tile has been 
used in the ceiling. Colorful 


wall tile is featured in the bath- 
rooms. 

The larger of the two confer- 
ence rooms (20x20) is paneled 
in curly redwood while the 
smaller room (12x16) has wood 
grain paneling of gypsum board. 
Parquet flooring is used in both 
rooms and also louvered doors 
and blinds. 

These rooms will be used as 
a focal point for conferences for 
builders, contractors and lum- 
ber dealers. Tom Fox is presi- 


Santa Monica, Calif. as a part of its expansion program. 


CONFERENCE ROOM, one of two | 


such rooms beautifully paneled to 


show contractors and builders how | 


paneling and flooring and other ma- 
terials may be used effectively. 


dent of the John W. Fisher 
Lumber Co. and Carl Laughlin 
is general manager. Fisher’s 
does 65% contractor business 
and 35% consumer business. 








TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








— 





130 


March 10, 1952, AMERICAN LUMBERMAN & 





&e ®&® 


- mm aon 2 .~.7.9%7 28? @ @ @ 8 @ @,@ © @e8@emUmeWmCUCUCOUCOmUCOrCOCOrCUCOrCUCOrCUCOUhUCU TCUch]}HhUhCOChUCcCOlhUCOlhC~C lt? 


> @eersese#eeesec6§c_eeeeeeeee?e° 
= 


ee) 
c 











‘« 
4 





| two 
id to 

how 
y ma- 


Uigse arenas 





isher § 
xhlin § 
her’s Ff 
iness 
s. 


Y 



































eeooeoeeoeeeeeeeeeeeeeeeeeeeeeee 8 ee @ 
*oeeoeeeeeweeeeeeeeeeeeeeee tf ee ee eo 8 ee 
eeoeeeeeeteeeeeeee eee eee 86 06 8 8 ee © eee 
i ee ee ee ee ee er ee eee nes 
eeeeeeee eeeee 08860 ©e@ee.e 
-e@ @ 68080 @ - a2 @e *@e8 @ , 
ee6e- * © @ 
eee re d eee 
® » t 
* >, a fine product... “ A. + 
e © ee e 
ee e°¢ 
e @ eee 
or TRINITY WHITE vee! 
ee eee 
eee ' e© eee 
* A, AS ADVERTISED IN Progressive Architecture; ‘7 © © 
ee e 
Pca Architectural Record; Magazine of Building (Architectural Forum Edition); "o's ae 
ae Magazine of Building (Housing Edition); Sweets Catalog; "ee i 
eee ee 
oF. American Lumberman; Building Supply News; Southern Lumber Journal; ‘an 
° Southern Building Supplies; Gulf Coast Lumberman; Engineering News oa" 
“ss Record; Constructor; American Builder; * on /. 
ees eee 
°e 36 Western Builder; Concrete; Rock Products; , e 8 
eee e @ 
RP Ig Pit & Quarry; Plastering Industries; oe és 
.s Plasterer & Cement Mason; “e's 
ee ee } 
e @ 4 Manufacturers Record, and others. 7 7.9 
ee e © 
eee . eee 
°° °e@ e . ee 
eee oe @ eee 
eee eee e.° 
@ees -e@eee eee 
eeere — eee @ ee 
osveeoeeeee vw © 0 0 8 © n°. 
°eee8e8ee8e eee @ 
oe eeee 0 @ * eeee he 
ee ee 
eee e © 
eee 
°° e@e@ @ e 
eee 
eeee ® 
eee : 
eee e * « 
eee 
ee@ee e ° 
eee Rom 
& & Ss y 7 REG GA PRT. OFF ¢ 
eee 
© eee « & 
at WHITE |: 
oo a meets all Federal "PORTLAND CEMEN 
eee * WON- STAINING e 
. Pa ; and ASTM Specifications e ’ 
© @ e e 
e@ 0 e @ eee 
eee eeeo0eee 20. « 
*eeee eevee ee © © @ @ ee 8 e 
eeoeeee eee ee © @ @ eee * 
*eeeoe3eeet et 0 @© @€ @© @ @ : 
*e@e0eee00eee @ @ @ @ 
©eeeee eee © &@ @ @ 
®eeeeev eee e @ & @ @ 
*e°e@ee@@@ © © @ @ @ *¢ i 
6 ee 
. Trinity White fy 
ee 
® is a true Portland Cement o 
e e e 
4 ’ 
Aa e*eeee8 © @ 
ee e © 
. ewe ee 66 * es ee oeeoe0oeee 
A Product of GENERAL PORTLAND CEMENT CO. + Chicago + Dallas + Chattanooga + Tampa + Los Angeles 


‘ 
Buitpinc Propucts MERCHANDISER 131 


. : 
Ki, gtk, ee 
* : Pe 


“DO you think she can hear me?” 





The double convex 

lens, seen to the 

left of Miss Nancy 

; Hartmann’s head, 

— . ;, is secret of dis- 

“ME? I could stand here and look all day.” play. 


Convention Exhibit an 
; west lumber dealer conventions | 
Catches Dealers’ Eye again next year. 


A double convex mirror, 

HW = directly behind the fish 

7 : owl, picks up the image of a 

. Ow a mermaid lured 50,000 lumbermen it tite aeie ciel ae cedbaall 

explained for the first time. her through proper grinding of 

_ lenses, that she appears to 

: ' t into the fish bowl. The ap- 

It is estimated that upwards _ gle hotel key numbers in front pearance of swimming in the 

of 50,000 viewers have leered, of the fish bowl. water is mere optical illusion, 

grinned, and smirked into a American Lumberman and and created through proper 

little foot - square fish bowl Building Products Merchan- background materials and the 
throughout the midwest over diser can now report that she placing of spotlights. 

the past five years. The object actually is alive, and that she The 1952 model of the mer- 

of all this amazing attention is closer to five foot six inches maid in the fishbowl] was charm- 

has been a tiny (about six-inch) than she is to six inches. Abesto ing Miss Nancy Hartmann of 

mermaid who appears to cavort, Manufacturing Corp., of Mich- South Bend, Ind. For those who 

now beckoningly, now languor- _igan City, Indiana, sponsors of have a head for figures, Miss 

ously, in the fish bowl. She ap- __ the display, have agreed to di- Hartmann is 5’7” and weighs 

pears to be so much alive that vulge their secret reducing 120 lbs. Other key figures read- 

some viewers (lumber dealers, formula only because the dis- ing from top to bottom are 34’, 

no less) have been seen to dan- play will not be used at mid- 26” and 34”. 
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Screening made of Alcoa Alclad 





Made by these leading 








EATHER - BLOC 


TRADE MARK 


t- 


THE ORIGINAL 
SINGLE UNIT 
VENTILATOR 


for GLASS BLOCK 
PANELS 


* A PROVEN 
PRODUCT 





Venn 2565122 * THOUSANDS 
Canada—478095 IN SERVICE 


Other Patents Pending 








No Sacrifice of Ceautyor Privacy 


e CONTROLLED VENTILATION e STAINLESS STEEL BODY 
3 WEATHER-BLOC Models ctass stock sizes 
STANDARD—with glass louvers outside and inside. 


UTILITY—stainless steel louvers outside, glass louvers inside. 


ECONOMY —with stainless steel louvers outside and inside, 
6 and 8 inch sizes only. 


WEATHER-BLOC is engineered for: HOMES—kitchens, 











tions Aluminum is in greater demand screen weavers bathrooms, stairwalls, fruit cellars; STORES—show window 
h ; ' dmerican ‘Wire Fabsies fronts, side windows, store rooms; OF FICES—for ventilat- 
— than ever before. Your jobber and | Corporation ing inside as well as outside walls or panels. 
| ash these manufacturers are doing their | a WEATHER-BLOC on the outside presents a series of hori- 
Th bene en cont : | Clinton Wire Cloth Co. zontal louvers which blend with glass block. The two louvers 
of a Ppply you Place YOUF OF- “| Cyclone Fence Division on the inside can be closed or opened to any desired degree 
1uces ders as early as possible. Senet Steel & Wire with the flip of a finger, thus controlling the flow of air either 
ne: of | Dixie Screen & Wire upward or downward to any desired degree. Aluminum 
rs to ! Products, Incorporated screen inside. 
A "SEE IT NOW," with Edward R. Murrow, es _ _ Co. In old or newly completed glass block panels where ventila- 
e ap brings the world to your armchair.. —<o& man | tion is desired, just break out a single glass block and replace 
the y —_ ith WEATHER-BLOC 
CBS-TV every Sunday--3:30 P.M. EST Corporation — , : 
1Sion, ae gee te Purchase through your Glass Block Dealer or Jobber 
ew Yor ire ot 
propel Company NATIONALLY DISTRIBUTED BY WINCO DISTRIBUTION & MFG. CO., INC. 
1 the oe 533 Bittner Street St. Louis 15, Missouri 
Pennwoven, Inc. 
mer- Spargo Wire Company, 
Incorporated A Product of 
1arm- Standard Wire Cloth & EATH ER-BLOC roauct 0 
a of — Company AIR RECTIFIERS, Inc. 
i eynolds Wire Company 
e who Wickwire Brothers, Inc. 3734-AL North Southport Avenue, Chicago 13, Illinois 
Miss Woven Wire Fabrics Di- Please send complete information and prices [1] Wholesaler (Dealer [Builder 
Mis 








vision (John A. Roebling's 








reighs Sons, Co.) Name. 
read- Address 
e 34”, ALUMINUM COMPANY OF AMERICA City _— iia 

















827C Gulf Building ° Pittsburgh 19, Pa. 
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STRATEGY OF SALESMEN is to get customer into model 
kitchen, pour her a cup of coffee. Then she’s ready to talk 


about cabinets. 


The Lion’s Share 


(, 


Big store in suburban Dallas offers complete 


home building services. 


Down in Texas, where big 
retailers are getting bigger 
every day, there is still plenty 
of room for everybody, it seems. 

Latest firm to enlarge its 
operation is the lLyon-Gray 
Lumber Company of Dallas. 
With the opening of its newest 
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store in Oak Cliff, a Dallas 
suburb, Lyon-Gray now num- 
bers 24 yards—all in northeast 
Texas. The Oak Cliff expansion 
came as a result of the rapid 
population growth in that area, 
which now includes some 125,- 
000 people. 





continuous plate-glass windows. 





HARDWARE ROOM is attractive with large number of 
items under protection of glass. 


The new store, with its huge 
parking area, self-service coun- 
ters and complete stock of 
building materials is clearly in 
line with the growing trend to- 
ward decentralized shopping 
centers. In addition to handling 
a large volume of store traffic, 
it offers a variety of services as 
well. 


More Than Enough 


“We are now operating a 
complete planning service,” says 
Jerome K. Crossman, president 
of Lyon-Gray, “which includes 
help in selecting homesites, 
preparation of blueprints and 
the recommendation of compe- 
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SAM SUTTON is manager of the Oak 
Cliff branch. 





JEROME K. CROSSMAN, president of 
Lyon-Gray Lumber Company. 


tent architects, contractors and 
tradesmen. We are supplying 
cash for payrolls, and we are 
obtaining loans—both for new 
construction and for remodel- 
ing.” Thus the Oak Cliff opera- 
tion has all the earmarks of 
success. 


Separate Operations 


From past experience with 
other yards, Lyon-Gray offi- 
Cials knew pretty much what 
they wanted at Oak Cliff. For 
one thing, they wanted plenty 
of parking space. They also 
wanted a huge display area, 
with merchandise carefully sep- 
arated but grouped for quick, 
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SPACIOUS DISPLAY AREA consists of circular island counters, glass cabinets 


for hardware and paint brushes, acoustical tile ceiling, and asphalt tile floor. 


easy recognition. They wanted 
none of the clutter found in too 
many lumber yards. Then they 
wanted three double-deck lum- 
ber sheds entirely apart from 
the main store, a separate ce- 
ment house, a large warehouse, 
within reach, of course, of rail- 
road tracks and a power cut-off 
saw for the use of certain cus- 
tomers and their own yard men. 
As. a final touch they wanted a 
traffic-stopper of a sign right 
o.1 the highway —a sign with 
the company’s name and official 
emblem (a lion). 


Plywood on Display 


Believing that a lumber yard 
should show the public how 
certain materials can be used 
to the best advantage, officers of 
Lyon-Gray set up their own 
offices as shining examples. 
Sam Sutton, manager, has his 
office paneled in walnut and 
African mahogany, with strip 
flooring. Birch and Philippine 
mahogany line the walls of his 
assistant’s office, which has the 
block type of flooring. 


Three different kinds of ply- 
wood are found in the confer- 
ence room, while the bookkeep- 
ing and shipping departments 
are finished in hemlock and 
knotty pine. Offices are gen- 
erally separated by glass parti- 
tions only, so that persons 
within them are always visible. 
A huge assortment of hardware 
—one of the most complete in 
the area—is housed in a sep- 
arate room. 


The model kitchen is what 
Lyon-Gray officials like most to 
talk about. It’s a 10x12 utility- 
type room, with built-in cabi- 
nets. The walls have wainscoat- 
ing, plastic- finished paneling 
and gypsum wallboard set in 
mastic, with metal moldings. 
“This room resulted in an 
instantaneous increase in our 
cabinet sales,” says Crossman.’ 
“Metal molding and waliboard 
picked up in volume also. We 
serve coffee in the kitchen. It 
gives our salesmen a golden 
opportunity to point out the 
merits of various cabinets— 
while the customer is leisurely 
sipping her coffee.” 


Let It Be Known 


Grand opening of the Oak 
Cliff yard was timed to fall on 
Lyon-Gray’s 75th anniversary, 
which meant that the manager 
could take advantage of the 
fact in his advertising. The date 
was announced well ahead of 
time on both radio and news- 
papers, with the Dallas News 
and Times Herald giving whole 
sections to the event. 

Sutton’s associates at the Oak 
Cliff branch are Ben Norwood 
and Bart Marshall, vice-presi- 
dents, and Perry Clack, secre- 
tary-treasurer. Most of their 
business is with contractors and 
carpenters. Their inventory in- 
cludes wallboards, sash, doors, 
glass, sheet metal products, 
molding, roofing, siding, and 
other items, their three best 
sellers ordinarily are paint, 
glass, and builder’s hardware. 
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CHARLES B. MAHIN 


One of the most annoying and exasperating proposals with which a socialistic- 


minded bureaucracy has confronted lumber retailers, has been the attempt by 


certain wage and hour regulations. 


The development and current status of the wage-hour law as it applies to the 


the Wage and Hour division to remove the exemption of lumber retailers from 


retailer, is presented here by Charles B. Mahin, counsel to the National Retail 
Lumber Dealers Association and a member of the Chicago law firm of MacLeish, 


Spray, Price & Underwood. 


Atty. Mahin’s paper shows the prolonged and dogged fight against costly 
injustice and discrimination which the NRLDA has conducted and is conducting 


in Washington.—The Editors. 


Where the Retail Lumber Dealer Stands in 
Relation to the Wage-Hour Law 


Despite lengthy hearings before government 
officials, retailers continue to be held in suspense due 
to indecision on the part of Department of Labor policy 


makers. 


The legislative record is clear 
that when the Wage-Hour law 
was passed in 1938, Congress 
definitely intended to exempt 
all bona fide local retail estab- 
lishments. The rendering of 
adequate retail services to the 
public necessarily requires 
longer hours of work than fac- 
tory or other production work. 
Further, the typical retail op- 
eration is essentially a local ac- 
tivity. 

Congress, therefore, con- 
cluded that the regulation of 
hours and wages of such pre- 
dominantly local retail estab- 
lishments should be left to the 
control of state and local gov- 
ernments. 

During the decade prior to 
1949, the retail exemption was 
progressively limited by re- 
strictive administrative rulings 
and court decisions. The result 
was that substantial segments 
of many retail industries were 
denied the exemption Congress 
intended them to have. 

These rulings advanced three 
novel theories. First, it was 


claimed that retail sales in a 


136 


“pure sense” were those which 
were made to individuals buy- 
ing for their private and per- 
sonal use and consumption. It 
was claimed that sales to other 
classes of consumers, such 
as business concerns, schools, 
churches and farmers, could 
not be retail sales. 

Second, as an extension of the 
above theory, it was claimed 
that certain commodities not 
used by individuals for per- 
sonal consumption could not be 
sold at retail, ie. delivery 
trucks, farm equipment, etc. 

Finally, it was claimed that 
processing or production in a 
retail establishment defeated 
the exemption. In the retail 
lumber and building material 
industry, contrary to industry 
custom and usage for a hun- 
dred years, it was claimed that 
sales of material to contractors 
who were building homes for 
other than the ultimate owner 
were not retail sales. 

Since these consumer sales 
were obviously not wholesale 
transactions, a new term here- 
tofore not known in distribution 


practices was invented by the 
government theorists. These 
transactions which were neither 
retail nor wholesale were des- 
ignated “non-retail.” Thus, a 
new distribution category, here- 
tofore unknown in the industry, 
was born. 

This whole development was 
contrary to tradition, custom 
and usage in many retail indus- 
tries and resulted in a substan- 
tial extension of the coverage 
of the Act. It served the ad- 
mitted objective of the adminis- 
tration to bring more and more 
people under Federal govern- 
ment control. 

As a result of widespread 
protests, Congress included in 
the 1949 amendments a new 
definition of retail establish- 
ment. The new test is that only 
sales for resale and those not 
recognized as retail in the par- 
ticular industry will be classed 
as wholesale transactions and 
other sales will be retail. 

Seventy-five percent of an 
establishment’s annual dollar 
volume of sales must be of a 
retail character in order for it 
to be exempt. It was also re- 
quired that more than half of 
an establishment’s sales must 
be made within the same state. 

In order to overcome the 
Administrator’s former ruling 
that sales to speculative con- 
tractors were not retail, and to 
obtain retail clearance for sales 
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- The Finest 
Window Unit 


You Can Sell 


DIXON 
Weather- 
Lok 
UNIT 













NOTE THIS! Weather-Lok is an exceptional 


| value window unit. Production is extraordinarily effi- 
cient. The manufacturer controls every step of pro- 
duction from the timber right on down through saw- 
mill, planing mill and window factory. 


> Big Merits 


@ 100% selected kiln dried Ponderosa Pine 
from our own sawmill. 





@ Weather tight from every angle. 
@ Toxic treated if desired. 

@ Completely weather-stripped. 

@ Fast installation. 


Ponderosa Pine Lumber 


Lumber buyers should look into our mixed car service 
in Fir and Larch dimension and boards, Pine boards, 
Pine selects and mouldings and Knotty Pine Panel- 
ling. All 100% kiln dried. 


Ask Your Jobber or Write 


| Western Pine Mfg. Co., Ltd. 


P. O. Box 2207, Spokane, Washington 
JOHN H. MEARS, INC. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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BIG NAMES in 
HANGERS and TRACK 


FOR LARGER 
HEAVY DOORS 
(up to 750 Ibs.) 








a \ 












No. 1 Flexible 


| le 
er | 


Phe © 


No. 2 Adjustable 


No. 111 One-Piece 





FOR MEDIUM 
WEIGHT DOORS 
(up to 450 Ibs.) 








B No. 12 Flexible 








No. 14 Adjustable 





FOR LIGHT 
WEIGHT DOORS 
(up to 250 Ibs.) 








No. 444 One-Piece 


No. 301/2 Flexible 


With three big names —GLIDE, SHEDWELL and 
ROLLAWAY—Frantz blankets the Door Hanger and 
Track field. Whatever your demands for rolling door 
Hardware on garage or barn, Frantz can supply you. 
Exclusive patented designs in hangers and track make 
these famous “Red Label” brands synonymous with sat- 
isfactory sales across the nation. Remember, too, you'll 
find a complete line of guaranteed builders hardware 
offered by Frantz—for more than 40 years an honored 
name with the trade. Write today for full particulars. 


FRANTZ 


GARAGE DOORS AND HARDWARE 





FRANTZ MANUFACTURING CO.. STERLING, ILLINOIS 
lies. 
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to contractors who in off sea- 
sons make prefab farm struc- 
tures, the industry proposed a 
definition which provided that 
sales for use in residential and 
farm building construction re- 
pair or maintenance would not 
be considered sales for resale. 
This was adopted. 

The specific language em- 
ployed was merely their best 
effort to attain that end, and 
it should be construed with that 
in mind. 

In view of the legislative rec- 
ord, there is no question but 
that the Wage-Hour Adminis- 


trator should construe the lan- 
guage of the amendment as 
intended, and that he should 
discard the narrow and restric- 
tive approach which was taken 
under the original Act. 

The new rulings should not 
only continue the exemption for 
retail establishments which 
were able to meet the technical 
requirements of Interpretative 
Bulletin 6 and the court deci- 
sions, but should also restore 
exemption to other bona fide 
local retail establishments 
which Congress desired to ex- 
empt. 











> 
‘SS ~—s« Here’s big news in wall paneling! It’s Cedar- 
GIVES LUXURY LOOK To Living ROOM Ridge interior panel, beautiful parallel-line 





City. . 
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Firm Name ........ 


Street .. 


design for use in any room in the house on walls, 
ceilings, cabinets, partitions, displays and cabinet 
doors. This panel is a rich red-brown natural cedar 
that harmonizes with almost any decoration or 
furniture. Ridge tops are machined to resist 
splintering and denting. Size 16” x 16” squares 
are easy to apply and may be used in natural 
surface or finished with paint, stain or lacquer. 


Cedar-Ridge is easy to sell because it is economi- 
cal and easy to apply. Send coupon for special 
Cedar-Ridge literature today. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 


Please send me special Cedar-Ridge literature, with- 
out obligation. 





The 1949 amendments also 
provide that an operation qua!- 
ifying as a retail establishment 
will not lose its exemption by 
reason of the fact that it proc- 
esses or makes the goods it 
sells. In such case there is the 
requirement that at least 85 
percent of the goods made must 
be sold within the state. This 
should preserve the exemption 
of retail lumber and building 
material dealers who may, in 
conjunction with their retail 
operation, make or process mill- 
work or other building prod- 
ucts. 

Unfortunately, there is some 
indication that some of the 
Administrator’s advisors may 
be tenaciously clinging to ear- 
lier restrictive concepts. In fact 
it has been indicated that the 
new amendments may be con- 
strued to impose even greater 
restrictions than before. In 
Interpretative Bulletin 779, is- 
sued in October, 1950, it was 
stated that sales to contractors 
working on other than residen- 
tial and farm construction 
would be considered sales for 
resale. 

This is contrary to all indus- 
try practice and usage and is 
much more restrictive than ear- 
lier rulings. Also contrary to 
industry recognition and usage, 
some Washington policy mak- 
ers seem obsessed with the idea 
that quantity or price discount 
tests are of controlling signifi- 
cance in this industry. In con- 
sidering quantity limitations it 
was indicated that a sequence 
of orders or deliveries to the 
same job or pursuant to the 
same bid, quotation or estimate 
might be aggregated in deter- 
mining quantities for retail 
classification purposes. 

The absurdity of such a limi- 
tation is illustrated by the fact 
that there are common methods 
of selling by retail lumber 
dealers throughout the country. 
Such rulings would label as 
wholesale practices which are 
distinctively retail and were s0 
recognized long before anyone 
ever thought of the Wage-Hour 
law. 

Faced with the necessity of 
affording some guide to retail 


dealers and their counsel, pend- | 


ing a ruling by the Adminis- 
trator, 





ears 





NietIONctAceh id ano 


the National Retail | 


Lumber Dealers Association, in | 


December, 1950, published 4 


bulletin which was given wide 


distribution. 
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a) industry’s position on the sev- 
- eral questions. 
t This bulletin took sharp issue 
y with the Administrator’s whole- 
- ‘ale classification of sales to 
t contractors on non-residential 
e and non-farm jobs. With refer- 
5) ence to sales for consumption, 
t it was emphasized that in this 
Ss industry there has been a pro- 
n nounced adherence to the recog- 
2 nition of all sales for consump- 
n tion as retail, and that the only 
il possible exception having any 
\- degree of industry recognition 
\- would be carload shipments 
from production mill sources 
ie direct to the dealer’s customer 
1e under a brokerage type deal. 
Ly The industry also filed briefs 
r- with the Division. However, 
et even after all this, the Admin- 
1e istrator was unable to decide 
n- what to do about the retail ex- 
er emption in this industry, and 
In he therefore appointed an ex- 
iS- aminer and a panel to conduct 
aS hearings, which were held dur- » 
rs ing July of 1951. Invitations ze 
n- were extended to all factors of — 
on the industry and to all inter- ' - . 
or — a age . “ —— 
qualified and experienced wit- 
1S- nesses from all factors of the This salesman 1S ready 
is industry were heard. This in- 
r- — yest eng Psa ! 
to salers and retailers. Independ- k 
xe, ent economists were heard. to 30 to WOrk. 
\k- — Witnesses were subjected to 
ea searching cross-examination by 
int the five-man government panel ... And a most effective business-getter this colorful easel poster 
ifi- from one to six hours’ time. will prove to be this spring. 
yn- he testimony consisted of . : ‘ —" 
it more than 1,200 pages. Displayed in your windows, or on your counters, it will re- 
1ce All industry testimony mind folks about that broken window which needs replacing. It 
he strongly emphasized that re- will remind them, too, that you sell Pennvernon—a name they 
che tail sales to customers are not ae ee" 1 sts best.” 
ate limited to farm and residential recognize as meaning “window giass at its best. 
er- construction. Thus, sales to What’s more, when you sell customers Pennvernon Window 
ail contractors of materials for use Glass, you have the opportunity of making sales of collateral 
: on non-residential and non- supplies, such as putty, glazing points and even paint. 
mi- farm sales are recognized as : aa ’ , 
act sales for consumption and are It will pay you to put this display piece to work for you this 
ds subject only to such limitations spring. If you haven’t already received yours, you can get one 
ber mn fed be a = a through your local Pittsburgh branch or jobber. Ask about the 
vy. 1q ° e 
e . eit aaleenaes ee all cine trges other sales aids that are available to help you 
are of sales for consumption. make more sales and more profit on Pennver- 
30 Without exception, industry non Window Glass. Pittsburgh Plate Glass Com- 
one }) Witnesses testified that quantity pany, 2089-2 Grant Building, Pittsburgh 19, Pa. 
our Standing alone is not a con- 
;, cg factor “ —— 
- of | Ing between retail and whole- 
tail f} Sale — Ranges | objection was p 
nd- |) Voiced to the Bulletin 779 state- CHIWVECTHOK . ‘ 
nis- |) Ment that deliveries under the — window plass at us best / 
tail |) Same bid, quotation or estimate 
1, in } Should be aggregated in deter- PAINTS + GLASS - CHEMICALS - BRUSHES - PLASTICS’ 
1 a |) Mining total quantities for clas- 
vide |} Sification purposes. PITTSBURGH PLATE GLASS COMPANY 
the Again and again it was ex- 




















 & @ Buipinc Propuctrs MERCHANDISER 139 











A dependable 
source for 


SUPERIOR 
QUALITY 


BIRCH 


x * * 


CARLOAD SHIPMENTS OF | 


BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-1, A-2, A-3, 1-1, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 14” to 34”. Complete stock 
sizes. 


BIRCH DOOR PANELS 


Grades available: A-3, 1-3, 2-3, 
3-3, in 1%" and 3%”. All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100’. Backs, Cross 
Banding and No. 1 Sheet Stock. 


L.C.L. or CAR 
SHIPMENTS 


now available from our new 


DETROIT WAREHOUSE 
including 


DOOR PANELS 


birch and gum \% and 3%. 


STOCK PANELS 


birch and gum, all sizes 


SHEATHING 
fir and gum, all sizes 
Specify your Requirements 


a * * ® 





W.R-BRAUND 


Company ~ 


Room 214 Wabeek Building 
276 West Maple Avenue ( 
Birmingham, Michigan 


Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Warehouse— 
Tel. TY 4-4095 
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plained that in this industry 
the function of furnishing 
small or large quantities to a 
job as and when needed is es- 
sentially a retail service. It was 
flatly stated that there should 
be no quantity limitation on 
sales from retail stockyards. 

Industry witnesses testified 
that price or price discounts 
are not controlling in distin- 
guishing retail from wholesale 
sales. Competitive situations, 
quantities, market conditions, 
customer relations are many 
other factors which might re- 
sult in variable prices. In other 
words, retail sales often in- 
volve variable prices or dis- 
counts, and this fact’ does not 
convert them into wholesale 
transactions. 

The testimony was that in 
this industry there is_ pro- 
nounced adherence to the view 
that sales for consumption are 
retail. It seems clear from the 
testimony that the only con- 
ceivable wholesale limitation 
with reference to sales for con- 
sumption would be direct car- 
load shipments which by-pass 
the retail level of distribution 
and are, in practical effect, bro- 
kerage-type transactions. 

In other words, direct car- 
load shipments from dealer’s 
source to dealer’s customer on 
a brokerage basis. Some wit- 
nesses said that even this would 
he a concession from prevailing 
industry thinking that sales for 
consumption are retail. 

Impartial review can leave no 
question but that the testimony 
at the hearings clearly sup- 
ports the position of the retail 
groups as set forth in their 
1939, 1941, 1950 and 1951 briefs 
and bulletins. It is clearly in 
accordance with industry rec- 
ognition. 

A disturbing thing about the 
hearings was the highly critical 
character of much of the cross- 
examination. The long delay 
since the hearings and the fail- 
ure of the Administrator to act 
thereon also indicate an un- 
willingness to depart from the 
restrictive rulings which the 
1949 amendments were intend- 
ed to correct. 

All this ado about the neces- 
sity of severe limitations on 
sales for consumption in this 
industry amounts to an effort 
to make a mountain out of a 
molehill. The statement that 
otherwise many wholesalers 
will be exempt is gross exag- 


geration. Actually such limi- 
tations would threaten loss of 
exemption for thousands of 
dealers to defeat exemption for 
what, at most, could be a hand- 
ful of wholesalers. 


When (1) sales for resale 
plus (2) sales for use in manu- 
factured products plus (3) di. 
rect carload sales to consumers 
are added together, it is incon. 
ceivable that any real whole 
salers would not far exceed 2), 
percent. The industry has saic 
that it would be willing to ac- 
cept these limitations. Any at- 
tempt to classify additiona! 
consumer sales as wholesale in 
order to “catch” wholesalers is 
ridiculous. 

It has been more than two 
years since the 1949 amend- 
ments to the retail exemption 
were passed. It is overwhelm- 
ingly clear from the legislative 
record that the purpose of the 
1949 amendments was to re- 
store retail exemption to re- 
tail industries, with particular 
emphasis upon the retail lum- 
ber industry. This long delay 
and indecision on the part of 
the Federal administration has 
resulted in uncertainty and fear 
of staggering retroactive wage 
claims among thousands of re- 
tail lumber dealers throughout 
the country. 


There should be an immedi- 
ate end to this long-enduring 
and tenacious resistance by De- 
partment of Labor policy mak- 
ers to the facts which have been 
recognized by all factors of the 
lumber and building material 
industry and of the public for 
a hundred years—namely, that 
a retail lumber dealer is a re- 
tail lumber dealer. 


If the restrictive ruling phi- 
losophers prevail upon the Ad- 
ministrator to ignore the highly 
competent and undisputed tes- 
timony presented at the public 
hearings last July, we may ex- 
pect the same distortion of ‘he 
1949 amendments as was «p- 
plied to the retail exemption in 


the original Act. Such woulc be f 
in direct frustration of the 149 F 
objective. Ith 
would leave no alternative Dut f 
to go back to Congress for an f 


Congressional 


amendment which spells out 
the retail exemption for ‘his 
industry in such explicit, exact 


and precise terms as to cefy § 


the sophistries and interpr: ta- 
tive gymnastics of adminis: ra- 
tion theorists. 
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FROM COAST TO COAST AMWELD Is THE PREFERRED 
TEEL DOOR, FRAME AND SLIDING CLOSET DOOR UNIT 










Underwriters “'B" Label Door Frames 
Sliding Closet Door Units—Knocked-down frame 
Steel Door Frames—Trimmed Openings 
Sing D ing Flush Do 














Sliding Closet Door Units—One-piece welded frame 
Underwriters “B" Label Doors 
Steel Door Frames 


Flush Steel Doors 


_ | YOU CAN INCREASE YOUR BUSINES: 


‘| “" AMWELD 








+ INTERIOR STEEL DOORS — FRAMES 
5! AND SLIDING CLOSET DOOR UNITS 
as We know of no other door, frame and sliding closet 
ar door unit that can match the appearance and quality 
ge of AMWELD. All steel construction, precision made, 
re- these products are the ultimate in modern con- 
ut struction where owners demand the best. Home 
owners prefer AMWELD because their attractive, 
di- modern flush design matches all types of interior 
ng trim — They’re easy to clean and keep clean — They 
e- require no maintenance from year to year, and the 


ik- oe cost is low. Builders like them 
J . . . . 
en AC, | _because installation time is faster. 


the on, om YOUR CUSTOMERS CAN 
i _ 












‘ial ‘ ne [a] Save from 6 to 9 Square Feet 
for | WAAR? _| in the Average Small Home with 
hat Wh YY YI AMWELD Sliding Closet Doors 
ht SO K/ We/ 
re- ea CO: It doesn’t take much sales talk 
to convince your customers that 
: AMWELD sliding closet doors will 
)hi- save enough space in an average 
A d- home to provide added room for 
hly extra closets, stairway, storage space 
ee e or utility room. And AMWELD all- 
= Vd steel units actually cost less installed 
lic & than other types of closet door 
»X- ZN construction. 
he a \ 
ip- 
rm im 
(| be 
949 
It J 
A _ If 
4 you 
. 4 tails. PMPONY es Ta) 
| iy 
put & 
his FF 
xact & \ 
( ofy & AMWELD BUILDING PRODUCTS DIVISION 


peta fi Zid THE AMERICAN WELDING 
“(SZ & MANUFACTURING Co. 

, “Ww 320 DIETZ ROAD © WARREN, OHIO 
now | 
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Demand growing fas 
for Permalite 





It's easy to sell your customers 


THE LEADING PERLITE AGGREGATE 
while they're buying lath and plaster 


Everybody in the building trade is getting to 
know Permalite. Month after month, aggressive 
hard-hitting advertising is telling architects, 
builders, contractors and mechanics all about the 
advantages of this leading lightweight aggre- 
gate. The word is spreading—the demand is 
increasing every day. 

Now is the time to establish yourself as a 
Permalite supplier and enjoy extra profits. You’ll 
sell it fast — and in quantity, too. For complete 
information send in the coupon today. 


A Building Product of 


Great Lakes 


adieuics 


Carbon Corporation 


THE LEADING PERLITE AGGREGATE and its Exclusive 


Permalite Licensees 

















See ae ee ee eee ee 
| Great Lakes Carbon Corporation, Dept. 25-3 i 
18 East 48th Street, New York 17, N.Y. 
Please send me [_] complete information on Permalite; 
| (J sample vial of Permalite. 
NAME | 
| COMPANY. 
: ADDRESS ; 
| CITY STATE | 
L 
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be a driveway between lumber bins. 
six months ago. 


Here's How 
Bailey's Help 


Spare-Time Builders 


A house for yourself or the dog. Bailey's help you 
build it yourself soundly, quickly, economically. 
They'll suggest the most suitable materials. tell you 
how to put ‘em together with least work and waste. 
Arrange budget payments too. if you wish. Come 
see us! 


BAILEY’'S LVMBER ~E] 


OW, 1h ave, 100 State Hiway 
“ 


belting 


oer * . 
& tm omen of SUDDEN SERVICE 





Peene 2.3175 Phone 67-636! 


paper — Speed Defense 





BUILD-IT-YOURSELF help is offered 
homeowners in this newspaper dis- 
play ad. 


NEW ENTRANCE TO BAILEY’S SHOWROOM used to 
Yard was remodeled 






ORNAMENTAL 


Need 2 


To Build, Repair 
Or Modernize 


Bailey's Lumber Yards offer you economical. trouble-free 
financing for that building work you'd like to have done. Is 
it improvement. repair or remodeling? Bailey's budget plan 

es care of any amount from $300 to $2,500. Is it a new 
home you're wishing for? A Bailey construction loan cuts 
red tape. saves you money. Belore you borrow. better see 


mn | BAILEY'S LVMBER YARDS [== 


South Miami 
100 State Hwy. 
Prone 61-536) 


re your Building Material Department Stores 
Homes of “SUDDEN SERVICE 


Be American—Don't Spread Wild Rumors! 











EASY-PAYMENT PLAN for all types 
of home construction work is played 
up in this Bailey ad. 


Modernization Begins at Home 


So Bailey’s Lumber Yard, Miami, remodeled 


to step up home-improvement business. 


help sell these jobs. 


Remodeling began in Bailey’s 
Lumber Yard, Miami, with a 
complete modernization of the 
yard itself six months ago. 
Each office now displays ma- 
terials in finished form—doors, 
millwork, windows. 


Suggestive of the store’s re- 
modeling: porches and room 
additions are jalousied and 
windows screened in the open 
sales offices. A door display on 
a sliding-type rack includes 
several screen doors with or- 
namental wrought-iron grille 
work. 
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Radio spots 


Miami is a porch area, par- 
ticularly for jalousied and 
screened-in porches. In some 
instances, they are called tele- 
vision porches and are being 
advertised thus: 

“How about a television porch or 
a television corner in your living 
room? It will add new smartness to 
your home and extra enjoyment to 
your television entertainment. 

Bailey’s has found that their 
room addition, garage and 
other repair-remodeling busi- 
ness has been spurred by their 
own remodeling. 
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IRON 
screen doors are shown on this slide rack. 











aS i re 


GRILLES and various types of 


Pete Bailey, who has the job 
of supervising the advertising 
program, calls the modernized 
showroom “self-suggestive.” 

Bailey’s Lumber Yard favors 
radio advertising, using two 
news broadcasts, each with two 
one-minute commercials six 
days a week at 7 a.m. and 5:25 
p.m. over WQAM, the Miami 
Herald station. 


Here are some sample spots: 


Enlarging the porch, building a 
garage or putting in an extra bath, 
adds dollars to the value of your home 
as well as giving you added conve- 
nience and comfort. It’s quick and 
simple to arrange for financing such 
improvements when you bring your 
problem to Bailey’s Lumber Yards. 

Yes, in addition to top quality ma- 
terials, Bailey’s Lumber Yards offer 
thrifty, easy-to-arrange financing for 
that remodeling, repairing, renovating 
or reroofing you'd like to do. If you'd 
like to add to the serviceability and 
worth of your home or to renew its 
life and beauty, don’t delay. Get the 
details of Bailey’s “Sudden Service” 
construction financing today. 


Additional room business was 
sparked with this copy: 


There’s no need to deny yourself 
the convenience of an additional room, 
the all-year-round comfort of insula- 
tion, the pride of a renovated and 
freshly-painted home — just because 
you can’t seem to set aside in ad- 
vance what you figure the work will 
cost. 

Bailey’s Lumber Yards offer you 
low-cost financing, so that you can get 
your job done while most materials 
are still available and while labor is 
still plentiful. Bailey’s takes care of 
the financing the “Sudden Service” 
way. 

That means you need to stop in 
only once to make arrangements It 
means there’s no red tape, no bother- 
some details. It means you get quick, 


(continued on page 177) 
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From the time of our first President, Bird & Son has 
made quality products. That is the reason Bird now can 
offer you the finest asphalt shingles in the world today — 
and at no extra cost. 

* Heavy shadow lines and new pastel colors add 
massive beauty to your roof. 

* Thick butt construction, with extra layers of asphalt 
and firmly embedded mineral granules give added 
years of wear where it counts .. . on exposed tabs. 

* Fire-resistant, of course — certified by Underwriters’ 
Laboratories. 

* 215 lbs. of working weight protect every 100 square 
feet of roof. 

For more information write Bird & Son, inc., Dept. AL~}, East Walpole, Mass. 


30:3) Roofings & Sidings 


ASPHALT SHINGLES & INSULATING SIDINGS 
WATERPROOF PAPERS * ROLL ROOFINGS 


East yy ‘alpole, Mass, * New York, N.Y. © Chicago, Ill, + Shreveport, La. 
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Make that would be tile customer a customer. Tile 
laying becomes a cinch with a JMJ Tile Cutter 
on hand. Mitres, angles, out of line walls .. . Just 
a breeze. So, make that tile sale by suggesting a 
rental machine. 


REMEMBER )!- Profit on the tile 


YOU GET )9, Profit from rental 


Inquire of your distributor or send name and ad- 
dress to JMJ, Dept F2 for full information about 


DEALER CUTTER RENTAL PROGRAM 


‘Rental program includes free ad mats, rental forms, and counter 
displays. 


J.M.J. PRODUCTS CO. 


ht) ENGINEERS. MANUFACTURERS 
a> 


BELLEVILLE 


















































FROM handles to wheel, Buch Bar- 
rows incorporate superior construc- 
tion. For example: Longer handles 
(61”) provide easier ‘‘lift’’, prevent 
user from kicking plank rest. Made 
of carefully selected hardwood, they 
are shaped to fit the hand and de- 
signed for perfect balance. The Buch 
wheel is grommeted and riveted— 
not bolted—to insure: extra strength. 
Tires are the best money can buy 

top grade, nationally known 
and advertised .. . guaranteed. 

In addition, we firmly and ir- 
revocably believe in the sale of our 
products through wholesalers only. 
You can depend on Buch to main- 
tain its 100% Wholesale 
Policy because we base our success 
on the success of our wholesalers. 

The Quality of a Buch Barrow 
Is Always Higher than Its Price 


Sales 


ave LOAD 






BUCH MANUFACTURING CO. 


ELIZABETHTOWN, PENNS¥LVANIA 





What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90% — excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—Midgets didn’t get to first 
base with the St. Louis Browns’ 
baseball team last year, but a 
small ventilating device made 
a hit with builders and home- 
owners. Name it. 

2—Before pouring a concrete 
slab floor, you first lay a rock 
or gravel fill. This you can 
cover with what manufactur- 
er’s product to keep out damp- 
ness? 

3—Everybody who’s in the 
business of making roofing these 
days likes to talk about it, but 
ae can truthfully sing 
about it. (Give manufacturer’s 
name.) 

4—The power tool potential 
among homeowners in_ this 
country is tremendous. What 
did one dealer do about it? 

5—Backing a lumber truck 
looks like an easy harmless job 
to some people, but it isn’t. 
Name one way to avoid acci- 
dents while backing. 

6—-Use of a roller bed by one 
dealer in the handling of ware- 
house materials saves time and 
labor, but is it suitable for large 
sheet materials? 

7—One sanding machine man- 
ufacturer makes it easy to get 
started in the rental business. 
Who is the manufacturer? 

8—You pay cash and you 
carry it home with you. It’s 
the name of an insulation man- 
ufacturer who claims to have 
the only batt with a fire-resis- 
tant vapor barrier. 


Answers on Page 177 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill’s specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 


Cari E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 











Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle |, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 





‘Morrill & Sturgeom Grorsturs) 


Lumber Co. ~ aes 


YEON BLDG., PORTLAND, ORE. 





Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


435 Securities Bldg., Seattle’ 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 








Our 32nd Year 









564 Market St. ton Francisco 4, Cal 
MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattle 5, Was? 


WESTERN LUMBER MERCHAN'S 
Eastern Office &4 Warehouse: 
T'HH C. A. MAUK LBR. CO., TOLHD:’, 0. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 
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YOUR PROFIT-MAKING FORUM 


It's your stake — protect it! 


None of us in our right minds would let anyone 
walk in and grab our business or run it into the 
ground. Yet this is happening to all of us who are 
failing to use our influence to fight suicidal Govern- 
ment spending, corrupt politicians and other termites 
out to destroy our business, our country, our very 
freedom. 

As a private citizen you may feel helpless to stem 
the tide—wonder what you, John Jones, can’ do to help. 
But as John Jones, building supply executive, there is 
something you can do to root out graft, waste and the 
nincompoop thinking hamstringing private business 

. something concrete you can do to help protect 
your own rights, your family’s safety and the free- 
dom of our whole country. 

As one ex-communist put it, our greatest weakness 
against corruption is that “we keep witnessing against 
something, have ceased to be witnesses for anything.” 
The two most powerful tools you can use to protect 
yourself, your business, your country are ideas and 
the printed word. 

In every ad you run, strike a blow for your own 
business and freedom by running a line across the 
bottom urging people to vote out waste and corruption 
—to vote in men who will save our country, not sell 
it out. Remind the people in your community that the 
right of home ownership is one of the deepest blessings 
American freedom can bestow—that such freedom is 
worth working for and protecting—requires the help 
of every citizen. 

Multiplied many times over, such blows can arouse 
the pressure of public opinion. But it requires the 
voice, the witness, the example of responsible business 
men in every community. 


.. . faster, easier sales 


\ 


\vho gets fed to the teeth with the same old color 
schome—gets brooding about dingy-looking walls and 
woodwork—spends hours day-dreaming over 4-color 
mavazine pictures of new kitchens? The girls of 
course—but how many women drop into your store 
often, know your merchandise well, turn to you con- 
Stantly for ideas, information, advice about ways and 
means? 

Women do 85% of all retail buying in this country, 
are a lot more persuasive than the most persuasive 
salesman, when it comes to getting Pete or Bill to 
give in and redecorate. The dealer who goes all-out 
to make women regular shoppers in his yard... 
stands a much better chance of increasing his sales of 
everything from small pick-up items and space-savers 
to big modernization jobs. 

Moreover, when you prime Mrs. Homemaker with 
the facts to go to work on her man, you'll clinch 
those big sales faster, easier and at less cost to you. 
If the women in your area are not regular shoppers 
In your store, here’s an easy way to familiarize them 
With your products, make your yard stand out in their 


minds, and bring them in. 
*y Norm Advertising, Inc., New York, N. Y. 


BuitpiInc Propucts MERCHANDISER 





. . « promotion that clicks 


Send out a friendly get-acquainted letter to the 
wives of your best prospects saying that you know 
how busy they must be taking care of their families 
and homes . . . and explain that for their convenience 
you have planned a “Home Shopping Service for Home 
Improvements”. . . are enclosing your latest free plan 
booklet on redecorating and remodeling and some re- 
prints of recent ads showing how little it costs per 
month to have the improvements they want. Add that 
you will be happy to keep them posted from time to 
time, and conclude with a friendly invitation to drop 
in, browse around, and look at samples or ask questions 
at any time. 

By stapling together low-cost reprints of eight or 
ten of your best ads and sending them along with a 
free plan booklet, you get these advantages: (1) This 
device places a whole range of improvements before 
your prospects, plus specific information about ways 
and means—gives them dozens of reasons for dropping 
in; (2) Gives women a chance to pre-view your prod- 
ucts and services at leisure in their own homes; (3) 
It singles out your best ads for special attention, gets 
double use out of them at very little extra cost. 

Especially important, this idea appeals to women in 
the way they prefer to be approached. Most women 
are accustomed to doing all their buying directly over 
the counter, prefer to make up their own minds and 
take the initiative instead of being approached by 
outside salesmen. Moreover, most of them buy only 
at stores where they know the services and merchan- 
dise offered. The above promotion enables them to 
learn a lot about your products and take the initiative, 
can make a lot of women regular shoppers in your 
yard if you approach them in this way three or four 
times a year. 


. . . go after these "plums" 


Here are some angles to help you land more high- 
profit modernization and repair jobs from local hos- 
pitals. - , 

Since nurses are not being trained fast enough to 
meet increasing demands, the next best solution to 
management’s worst problem is better space-planning, 
remodeling and modernization—(1) to save time, steps, 
strength, make the best possible use of all available 
personnel; (2) to maintain the present high levels of 
medical care; (3) to handle more patients. 

The more acute the nursing shortage, the more 
essential it is to re-design interior space. For ex- 
ample, more four-bed rooms are needed in place of 
private rooms, where short-handed nurses can keep an 
eye on four emergency cases at once. Supply rooms 
should be re-designed for greater convenience and 
efficiency. Emergency equipment should be made more 
accessible on every corridor. Plenty of extra closet 
space can be gained from too-large private rooms. 

Floor kitchens and pantries should also be modern- 
ized since food preparation and distribution is one 
of the toughest problems any hospital faces. 

Present your story in terms of these problems and 
you will have a much greater chance of selling hospital 
management men. Now is the time for all hospitals to 
prepare for an even greater shortage of nurses—by 
modernizing while materials and labor are available. 
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Dealer Counter Book 
Always Open 


The Hallack & Howard Lumber Co., 
Denver wholesaler, has distributed a 
dealer counter book which was de- 
signed to be always open and in a 
position to inform customers of vari- 
ous products and prices. Manufactur- 
ers’ catalog pages are inserted in the 
ring hardware attached to the base 
of Masonite is” Tempered Presdwood. 
The latter is held at a 45 degree angle 
by two triangular pieces of lumber at 
the back. Lettering at the top was 
silk screened on the hardboard. 


Plyweave Used in Modern Study 


The new textured plywood, Ply- 
weave, is used in a two-tone gray on 
white finish in this modern study. 
Undercoat of flat white was applied 
first. When dry a blue-gray glaze was 
applied and wiped off with a rag. 
Three walls were paneled with Ply- 
weave and fourth, visible here, with 
cork. Incidentally, in this study even 
the ceiling is plywood. 

Shown here is the texture of Ply- 
weave which is made by M and M 
Wood Working Company, 2301 N. 
Columbia Blvd., Portland 3, Ore. The 
straight beaded line (two are visible 
here) appears every eight inches on 
Plyweave so that panels may be cut 
and joined and the joint virtually in- 
visible. Due to the extraordinarily 
hard surface acquired in manufacture, 
Plyweave is said to withstand scuffing 
and hard knocks without damage. 
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This modern bath-dressing room 
shows sink and cabinet tops made 
from tan linen Micarta. 


Decorative Micarta 


Decorative Micarta, a Westinghouse 
plastic product distributed exclu- 
sively by United States Plywood Cor- 
poration, is used primarily for table 
and counter-tops and other work sur- 
faces where durability and attractive 
appearance are required. 

It is available to architects, builders 
and home craftsmen in a range of 
sizes which virtually eliminates all 
waste. These sizes include: 48” x 96” 
for walls, wainscots, and general use; 
30” x 96” for counterfronts, wide 
counter tops, sink tops with ':2ck 
splashes; 30” x 60” for table and 
built-in dinette tops and 24” x 96’ for 
countertops. Since the material is 
already bonded to plywood, the 
builder, carpenter and home crafts- 
man need only to cut the panels to 
size and treat the edges. 

Thus it is easy for anyone to install 
these panels. They can be sawed, 
planed or drilled with inexpensive 
tools. Edge treatments depend on the 
application and preference. There are 
several simple treatments which have 
proved to be entirely satisfactory in- 
cluding snap-on metal molding, edging 
strips of solid wood or, if preferred, 
an edge sealed with wood filler. and 
stained and painted. 


Thermopane glass used in this win- 
dow wall adds 32 sq. ft. of usable 
space to the room because of its 
insulating efficiency, according to the 
builders. 


Window Wall Installation 


Window wall is a relatively new 
term in the building trade. Briefly, it 
means a whole wall of glass, set di- 


rectly in two-by-six wood frames. The 
frame openings, both fixed and mova- 
ble, are designed to take standard size 
units of Thermopane insulating glass. 
Window openings elsewhere in the 
house are also designed to accom- 
modate standard-size Thermopane 
units. The Window Wall above, in the 
$7,900 home built by Twin-Brook, Inc., 
near Rockville, Md., greatly increases 
the apparent size of the room by serv- 
ing to merge the outdoors and home 
interior. 





Housewife's File 

With a calendar file, the busy home- 
maker easily can keep track of ap- 
pointments, concerts, parties and 
other dates. Bills filed under the date 
they should be mailed are bound to 
be paid on time. The file may be made 
at home out of Masonite tempered 
hardboard and strips of lumber. It 
may be put up in any convenient 
place, like the back of the kitchen 
door, as shown. Here the housewife 
is seen placing a bill into the pocket 
marked for the 25th of the month. 


























BS a 


Room with a View 


Room with a view—through a big 
bay window—is a distinguishing fea- 
ture of many new homes. Photo 
above shows a bay with a large fixed 
center window having 15 lights of 
glass, separated by slender mullions; 
the windows at each side open case 
ment fashion. The entire bay con- 
sists of Fenestra steel casement wil 
dows, made by Detroit Steel Products 
Co., Detroit 11, Mich. Many similar 
modern window installations using the 
same product, feature a center “pit 
ture window,” with mullions omitted, 
for an unobstructed view of outdoor 
beauty. 
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Satin-like Interior: 


Trim and Mouldings 


She sthing, Siding, 


Flooring 
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OUTHERN LUMBER CO. 
WARREN, ARKANSAS 
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Here to serve you always because 


WE GROW OUR OWN TREES 


Buitpinc Propucts MERCHANDISER 











Most Adaptable Window 


for every 


— 


Preservative-Treated =a 


AWNING WINDOWS 


DEPENDABLE PERFORMANCE 
with a 40 year reputation 
for quality wood window 
manufacture. 


POPULAR with architects, 
builders and owners of all 
types of buildings. 


AVAILABLE in stock sizes and styles to fit every need. 


PROFITABLE and econom- 
ical to warehouse, handle 
and install. Completely 
assembled including 
glazing and hardware. No 
“extras” to buy or install. 





BEFORE YOU BUILD OR MODERNIZE... 


i Gate City. 


Awning-Window-Wise 
You'll be COOLER in the Summer 
+». WARMER in the Winter 
-» SAFER all the time! 


GATE CITY SASH & DOOR CO. 


“Wood Window Craftsmen Since 1910” 
P.O. Box 901, Fort Lauderdale, Florida 























MEMBER OF THE PRODUCERS’ COUNCIL, INC. 
Gentlemen: Please send me complete information AL-3 
on Dealer offer for GATE CITY Awning Windows. 


SEND COUPON 
TODAY FOR 
DEALER OFFER 


NAME 
ADDRESS 
CITY. STATE 


LEER ALERT 
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WHAT’S NEW 


New Pre-packaged Awning 

This new pre-packaged alumi- 
num awning is designed for easy 
on-the-job assembly and quick in- 
stallation. It can be assembled and 
installed by the dealer’s workman or 
by the homeowner in as little as 20 
minutes per window, reports the 
company’s president. The only tools 
needed are pliers and a screwdriver. 
Childers awnings and door can- 
opies come in a complete range of 
sizes, and dealers can make imme- 
diate delivery from stock. By join- 
ing various-size face-sheet sections 
together, Childers awnings and 
door canopies can easily be fitted 
to large double windows, porches 
or patios without costly custom- 
tailoring. Finish is gleaming white 
enamel, baked on in infra-red ovens 
at the factory. By introducing 
modern mass-production methods 
to the manufacture of awnings, 
Childers has been able to price 
these new awnings far below cus- 
tom-tailored awnings of similar 
quality. Write Childers Manufac- 
turing Co., Dept. AL, 3620 West 
11th St., Houston, Tex. 


Tells Window Requisites 


What Is Important in a Win- 
dow?, a new comprehensive answer 
to window requisites, has been com- 
piled for the trade by the Ludman 
Corporation, Miami. The booklet is 
distributed free by the makers of 
Auto-Lok Wood Windows. It de- 
scribes the requirements desired 
by architects and builders for the 
utmost in window performance, and 
graphically illustrates them in sim- 
ple easy - to- understand language. 
Included in the folder are excerpts 
from “Windows in Modern Archi- 
tecture” published by Architectural 
Book Publishing Company, con- 
sidered by many to be the most 
comprehensive book ever written 
on the subject of fenestration. The 
standard rules generally accepted 
for measuring the usefulness of a 
window have been reduced to a 
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Products... . Sales Aids... . Literature 


ten-point check list after diligent, 
painstaking research by the archi- 
tect-authors, Geoffrey Baker and 
Bruno Funaro. From this check- 
list, the “What Is Important in a 
Window?” pamphlet points to the 
comparison of ordinary windows 
and Auto-Lok Wood windows, the 
“tightest closing windows ever 
made.’ It also shows how the Auto- 
Lok window successfully meets all 
the requirements of expected win- 
dow performance. For a copy of 
“What Is Important in a Window?” 
write Ludman Corporation, Dept. 
AL, Box 4541, Miami, Fla. 





The Tracto-Lift 


The Tracto-Lift, a heavy duty 
fork lift that can operate on rough 
or sandy ground,gis the perfect 
answer to the problem of outside 
storage, according to E. C. Jones, 
the manufacturer. Combining the 
“Go anywhere” of a tractor with 
the lifting power of a fork truck, 
the Tracto-Lift provides a speedy 
and efficient method of storing con- 
crete products, construction and 
building material. It will even 
move material over soft or culti- 
vated fields. Initial cost and up- 
keep are low on the Tracto-Lift, 
and it may be serviced anywhere. 
The Tracto-Lift is available in four 
sizes with lifting capacities .of 
3,000, 4,000, 5,000, and _ 6,000 
pounds, and larger sizes will be 
made available in the near future. 
Fork lengths vary from 30 to 60 
inches, with lifting heights to 12 
feet 6 inches on current models. 
Materials can be handled at the 
higher speeds of industrial trac- 
tors. Climbs inclines up to 20%. 
There are many years of industrial 
equipment and fork truck “know 
how” behind the development of 
the Tracto-Lift. Volume produc- 
tion is now under way. Write 
Tracto-Lift Company, Dept. AL, 
2011 Baltimore, Kansas City 8, Mo. 
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"Ready Hung" Door and Frame 


Prefabricated units to _ speed 
home construction have taken an- 
other step forward with the com- 
pletely packaged Hasko “Ready 
Hung” door and frame. The com- 
petent or semi-skilled carpenter re- 
portedly can hang as many Ready 
Hung doors in a half day that 
would take him three days to hang 
in the old-fashioned manner. Higher 
quality workmanship also is said 
to be a natural result of the mass 
production methods and precision 
machinery that allows factory 
craftsmen to cut, shape, mitre, join, 
and assemble the unit. Lower costs 
result from the great saving in 
skilled labor’s time en the job. The 
actual installation of the Hasko 
Ready Hung unit consists of three 
simple steps. The unit is adjust- 
able for wall thicknesses from 4% 
to 514” and comes in all standard 
door sizes. The doors themselves 
are either Hasko Arch-Kor or the 
lower cost Hasko Mobile variety. 
Both are light, strong, flush models 
available in numerous select woods 
and finishes. Write Haskelite Man- 
ufacturing Corporation, Dept. AL, 
Grand Rapids 2, Mich. 







Puritan Sash Cord 


This cafeteria-style octagcn- 





shaped carton now houses Puritan § 


Sash Cord. In addition to Puriian, 
this same carton is used for South- 
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' A Quality Line = Competitively Priced! Many sales opportunities 
eee with RED-]-POST 
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STENMAN 


BUILDERS’ HARDWARE 






























You sell top quality 
when you stock the 
Gensco Stenman 
line of shelf and 
builders’ hardware. 

They’re made 
from the finest ma- 






















































terials by one of the 
ne oldest and most ex- 
ed perienced manufac- 
an- turers in the world. Barrel Bolts 
ym- Stock this com- 
dy petitively priced 
ym- hardware line — 
re- have the items cus- Cellar Window Bolts 
dy tomers want at the 
hat right price —and 
eo watch your volume 
said soar. : 
ali Complete line of 
sion ball and plain bear- 
ory ing, loose pin, ball 
oin, or button tip butts 
osts in all popular sizes 
in and finishes. 
The 
8 Butt Hinges 
- 
a Shelf Bracket 
2] ves 
“the Qa—mg) Ml i 
— Handle A-8, A-Il A-6 OUTDOOR A-I,A-I SPECIAL, — A-7, A-9, A-I0 
‘oods MAIL BOX LANTERN — aa rad CLOTHES 
ial POST POST ee cane POST 
AL, 


Complete line of posts. Each Red-I-Post packed individually 
in cartons for easy handling by you and your customer. Saves 
space in warehouse. Made in standard sizes. 


GENSCO CROWN BRAND 
WOOD SCREWS 


Coinplete range of 
siz's in flat, round 


For prompt information and prices, write... 


THE SAWHILL MANUFACTURING CO., SHARON, PA. 








and oval head— Name 
brass, bright steel Firm 
or blued finish. Address 








KEEP FLOORS LEVEL AND SAFE 
WRITE FOR LITERATURE 





WRITE FOR PRICES 





pomaa GENSCO TOOL DIVISION 
rita \ ; 
vital GENERAL STEEL WAREHOUSE co., INC. THE SAWHILL MANUFACTURING COMPANY 


Jouth- § 1812 North Kostner Avenue e Chicago 39, Illinois SHARON, PENNSYLVANIA 
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Bun DING Propucts MERCHANDISER 


* GALVANIZED STEEL 


Keystone Galvanized Steel Wire 
Screening, made of specially selected 
analysis copper bearing steel, gives 
strength and rust resistant qualities. 


%* QUALITY BRONZE 


Keystone Bronze Screening, both 
Bright and Antique finish, woven 
from highest quality commercial 
bronze wire of 90/10 analysis (90 % 
Copper, 10% Zinc Alloy) combines 
beauty, hardness, strength and resist- 
ance to atmospheric conditions. 


* CLAD ALUMINUM 


Keystone Clad Aluminum Screen 
Cloth can be sold by you with con- 
fidence. Will not stain or discolor 
woodwork or masonry. Red rust is 
eliminated, appearance improved. 


Light, strong, durable, and pleasing 
to the eye. 





Write for 
free catalog today. 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa., Fostoria, Ohio 
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gate, Kendale and Regal Sash Cord 
in sizes 6, 7 and 8. Only difference 
is an identifying sticker affixed to 
the carton. A 12-inch measuring 
mark is printed on top of the car- 
ton to facilitate small sales. “Sash 
cord has now become a general 
household necessity,” said a com- 
pany spokesman. “People will buy 
odd lengths if they can get them 
easily. his new carton invites 
such sales. The eight side pictures 
suggest multiple uses and the car- 
ton is both compact enough and 
attractive enough to command 
front row position in the store.” 
Sash cord is coiled in the new 
Puritan carton in position for easy 
pull-out and stays clean until used. 
Write Puritan Cordage Mills, Inc., 
Dept. AL, Louisville 6, Ky. 








The Rocket 1000 Line 


Grant Pulley & Hardware Co. 
announces a completely new series 
of Sliding Door Hardware, The 
Rocket 1000 Line. It is specifically 
directed at the low and moderate 
cost housing fields. Rocket -1000 
Sliding Door Hardware is available 
for Single (inset A) and Multiple 
(inset B) sliding door applications. 
Can be used for varied types of 
installations, notably for by-passing 
wardrobe doors,  interior-room 
doors, cabinet and store fixture 
applications. Requiring but 1” 
headroom, Rocket 1000 Sliding 
Door Hardware features nylon ball 
bearing rollers—avoiding metal-to- 
metal contact between rollers and 
track and therefore assuring quiet 
operation. Rollers are spun riveted 
to carrier housing and tested for 
rigidity. Track is heavy gauge 
cold rolled steel, electro zinc 
plated. Front face of the track 
is primed for paint and can there- 
fore be used as facia trim. Rocket 
1000 Hardware is available com- 
pletely packaged, or in bulk. Write 
Grant Pulley & Hardware Co., 
Dept. AL, 31-85 Whitestone Park- 
way, Flushing, N. Y. 
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Per-Fit Aluminum Windows 


Only trim aluminum extrusions 
are used in Per-Fit windows—not 


a single rolled shape. Locked-in 
screens and storm sash _ insure 
clean-cut graceful design. All sash 
are mechanical with mitered joints 
and brazed on all corners insuring 
strong, leak-proof sill and side 
joints. Comfort is assured with 
zinc weather guide for draft-free 
fitting between sash and jambs plus 
finger-tip control. Windows are 
light weight, making it easy te 
change screen and storm. sash. 
Factory glazing with Koroseal is 
permanent. Ease of installation is 
said to make Per-Fit pre-assembled 
windows cost less. There are 20 
standard double-hung window sizes 
—4 standard muntin arrangements 
(others available on special order) 
—Flanker-matching picture win- 
dows (9 standard sizes)—3 mullion 
angles. For descriptive literature 
write Per-Fit Products Corpora- 
tion, Dept. AL, 1200 East 52nd St. 
Indianapolis 5, Ind. 


Rust Preventive Paint 


An improved formula of its Certi- 
fied Rust Inhibitor No. 425 is an- 
nounced by United Laboratories, 
Inc., Special features claimed for 
this new rust-preventive paint are 
that it will dry in 10 minutes under 
normal drying conditions and one 
coat provides excellent hiding of 
the old metal surface. This latter 
feature is said to reduce painting 
costs up to 50%. The new forn.ula, 
known as “Rust Inhibitor No. FD- 
425,” will withstand temperat:ires 
from minus 100° F. to plus 25¢’ F. 
and is exceptionally resistan’ 10 
salt air and fumes, It may be ap- 
plied over damp surfaces, interior 
or exterior, galvanized metal and 
new or se metal surfaces © all 
kinds. The one-coat, fast-drying 
process leaves an attractive, s°ml 
gloss finish and is available in sev- 
eral colors plus aluminum and eal. 
Write United Laboratories, :n¢, 
Dept. AL, Cleveland 12, Ohio. 
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. | Every sectional Upsweep How-ell-dor is engi- 
neered for the job...prefabricated for ready 
installation. There are 36 stock sizes of commercial 
and residential How-ell-dors, up to 30’ wide; 
odd sizes and unusual designs are a specialty. 
New! Fre-Flyte Commercial Door, 10’ x 10’ x 1%"" 


@ New, improved NO SAG WICKET DOOR. 12 gauge 
steel hinge full length of wicket door, which is fitted 
and bolted to parent door at factory. Insures a dur- 
able, precise fit,a 75% time and labor saving on the job. 
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ree Four types... eleven models. Push button control available for any 

lus Write for size of sectional type door. Latest residential operator requires no 

- FREE extra headroom. 

sh. J CATALOGS THE HOWELL MANUFACTURING CO0., 7200 Hasbrook Avenue, Phila. 11, Pa. 
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: GIVE CONDENSATION 
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wef | “4 Your Building $$’s 
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ries GIVE YOU ALL THESE FEATURES 
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ae 1. PERFECT BALANCE ... window weight absolutely 
’ wd balanced. 

© of 2. EFFORTLESS ACTION ... n0 weight to lift... 
atter windows raise easily. 

— 3. LOW COST, EASY INSTALLATION ... use 
D. regular pre-fabricated windows . . . a minimum of 
oA on-the-job carpentry work. 
til 

OF 4. LIFETIME GUARANTEE... 
ni t0 guaranteed against imperfect 
ye ap- workmanship or materials for 
terior the lifetime of the building in 
1 and which they are installed. 

: = WRITE FOR LITERATURE 
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“MIDGET LOUVERS” 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4’. 


Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, 


THE 


etc. Write for information. 





closets, storm sash, 


MIDGET LOUVER CO. 


6-8 WALL STREET © NORWALK, CONN, 


















































SELL SISALKRAFT 
every time you sell 
a bag of cement 


SISALKRAFT and concrete go to- 
gether ...so whenever you sell cement 

. even a bag or two .. . SELL 
SISALKRAFT, too! Why? ... because 
SISALKRAFT makes concrete better. 
Suggest these steps to your customers 
(1) Cover the fill with SISALKRAFT 
before pouring concrete; (2) Pour con- 
crete directly on the SISALKRAFT; 
(3) After concrete slab is “set,” cover 
it with SISALKRAFT to protect and 
cure it properly. 

Tough, waterproof, windproof SISAL- 
KRAFT and most building materials 
go together! Whenever you sell any 
construction materials, suggest SISAL- 
KRAFT, too . . . for protection, It’s 
easy to sell because its quality and 
dependability are well known. It makes 
friends for you . . . repeat sales... 
more profits! Has been doing that for 
decades. 

Display SISALKRAFT and SISAL- 
ATION (the popular reflective insula- 
tion that is also a moisture-vapor-bar- 
rier) . . . you'll sell more! 


NATIONALLY ADVERTISED TO HELP YOU SELL 


For free samples, posters, ad mats, 
folders and sales aids Write Dept. AL3. 


rg isAut 


SISAL- REINFORCED 
PROTECTIVE PAPERS 


THE SISALKRAFT CO. 


205 West Wacker Drive, Chicago 6, Illinois 
New York 17, N. Y. @ San Francisco 5, Calif 















Indian Fire Pumps 

D. B. Smith & Company, founded 
in 1888, reports that the increased 
Civil Defense program has brought 
great demand for its Indian Fire 
Pumps. Fire chiefs call the Indian 
a “one-man fire department” and 
say “they are worth their weight 
in gold.’ AL&BPM readers are 
urged to visit the Federal Civil De- 
fense “Alert America” exhibit when 
it comes to their locality. The In- 
dian carries slung on the back and 
has a_ streamlined, form-fitting 
5-gallon tank. Carrying straps are 
adjustable. Easy pumping throws 
a powerful, straight stream, or 
nozzle adjusts to long distance 
spray or fog mist. Only clear water 
is used—no chemicals are needed. 
Indian Fire Pumps have been stand- 
ard equipment for many years for 
fire departments, forest rangers, 
lumbermen, campers, farmers, etc. 
They are available with tank of 
galvanized steel, solid brass or 
solid brass chrome-plated. For de- 
scriptive catalog, write D. B. 


Smith & Co., Dept. AL, 435 Main 
St., Utica 2, N. Y. 





Spike-Disc 


Ohio Machine Products, Inc., 
Columbus, Ohio, announces the addi- 
tion of the Spike-Disc No. 8T to its 
line of Spike-Disc aerators and 
cultivators. The 8T is a smaller 
model of the type used on most golf 
courses. Designed for use on home 
lawns the Spike-Disc No. 8T is as 
easy to use as a lawn mower. It 
consists of a row of discs armed 
with long knife-like blades which 
cut unnoticeable slots to the root 
areas. This action supplies the 
proper kind of aeration and permits 
the retention of water, all tending 
to combat ugly brown patches, crab 
grass, and other lawn blemishes. 
The Spike-Disc will not harm the 
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appearance of the lawn as the thin 
slotted cuts cannot be seen. Greens 
keepers know that soil aeration is 
essential to good healthy gras., 
especially during prolonged diy 
periods. The Spike-Disc loosens the 
earth and enables the water to 
sink into the soil instead of running 
off. Write John H. Graham & Cu., 
Inc., Dept. AL, 105 Duane St., New 
York 8, N. Y. 





New Sink and Tub 
Combination 


A new 48” sink and tub com- 
bination, brings new efficiency to 
the kitchen. The unit has a deep 
drawer for storage and two regu- 
lar size drawers with a cutlery 
tray built into the top one. The 
door, opening into the storage 
compartment under the tub, has 
a handy towel rack and wire basket 
for soaps, brushes, etc. on the 
inside. Acid-resistant porcelain 
sink has one deep and one shallow 
bowl with a sliding top to serve 
as a drainboard. This efficiency 
unit comes equipped with a chrome 
swing spout faucet, chrome cup 
strainers and chrome handles on 
all drawers and door. Write Cap- 
itol Kitchens, Division of Hubeny 
Brothers, Inc., Dept. AL, Roselle, 
N. J. 


New Pro-Mix Paint Line 


An all new, all-white line of fin- 
ishes specifically formulated for 
professional and maintenance use | 
has been announced by the Paint 
and Varnish Division of The Eagle- 
Picher Company. Labeled Pro-Mix, 
the line is described as complete, 
with a finish for any new or old 
surface. Members of the new ’r0- 
Mix line are designated: No, 0— 
Exterior House Paint; No. %l— 
House Paint Primer; No. 82— Ex- 
terior Paste Paint; No. 83—Fxte- 
rior Tint Base; No. 84—One Coat 
Flowing Flat; No. 85—One Coat ff 
Self -Sealing Flat; No. 86—WWall f 
Primer and Sealer; No. 87—‘ast 
Dry Prime-Seal; No. 88—Non Yel- 
lowing Master Enamel; No. »9— 
Master Eggshell Enamel; No. /0— 
Master Enamel Undercoat; No. 9! 
—One Coat Enamel; No. 92--I0-f 
terior Semi-Gloss; No. 983—Master 
Floor & Trim Varnish; No. 94- 











fit for a castle 


What's more—Wisconsin Knight doors are also fit for 
a Ranch type home—or a Colonial type. Wisconsin 
Knight doors are engineered and designed to fit per- 
fectly into any architectural requirement or decorating 
plan. With 23 different styles and grades, you can 
sell Wisconsin Knight doors to all users! 


Hollow-core (grid), solid and half-solid cores 
available; interior and exterior models; with or 
without lights; two standard thicknesses. 


More and more distributors and retailers are finding that Wisconsin 
Knight flush doors are solving their door sales problems. Less buyer 
resistance because of their sturdy construction, outstanding features 
and attractiveness. And Wisconsin Knights are guaranteed in writing! 


DISTRIBUTORS: Write for information on our sales plan, prices, speci- 
fication sheet, guarantee! 


RETAILERS: We will send you the name of your nearest Wisconsin 
a Knight distributor, a man you should know! 
y = 


to Don't let another day pass without learning the full details of the 
een terrific sales opportunity provided by Wisconsin Knight flush doors! 
gu- & Call today — TExas 4-8008 (Collect, if you like). Or write — 
ery 
a 10101 LYNDON AVE. 
has DETROIT 21, MICH. 
sket 

the 
Jain 
llow 2 
erve Reduce Delivery Costs 


2ncy ° H 

a and Speed up Deliveries 
cup with 

, on 
Cap- 
beny 
selle, 











Le wt y if hie 
SINCE 1918 Spraying by Plane 
Our Future Crop of Timber 





INSURANCE 


FOR YOUR FU 
ee Unload a Load oO OU ae NEEDS OF 
_ Ex | Jat a time = @ HARDWOODS 
: Complete Beds Shipped KD @ WHITE PINE 
omplete Be 
-_ Eosy Assembly & Mounting @ HEMLOCK 


_Wast ‘ Write, wire or phone for Catalog and Prices DEFEND YOUR TRADE with 


cll The R=B COMPANY MENOMINEE INDIAN MILLS 


2--In- § 1921 Guinotte Neopit, Wisconsin 
tet ; KANSAS CITY 1, MO. Air-dried QUALITY LUMBER Kiln-dried 
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Master Spar Varnish. Both var- 
nishes are natural color. These 
finishes were planned to fill the in- 
creasing demand for factory pre- 
mixed quality finishes for all the 
professional painter’s interior and 
exterior jobs. Field tests substanti- 
ate the claims made for the Pro-Mix 
line including high coverage, un- 
usual ease of application and ex- 
ceptionally long film life by virtue 
of absolute leveling and high re- 
sistance to moisture and detergents. 
Write the Eagle-Picher Company, 
Dept. AL-252, 9107 W. Ogden Ave., 
Brookfield, Ill. 


Fire Resistance Test 


The Asphalt Tile Institute has re- 
leased a recommended Fire Re- 
sistance Test for Asphalt Tile. This 
test was perfected by the Technical 
Research Committee of the Insti- 
tute and will be of special interest 
to those in areas or locations that 
must test materials for flash fires, 
etc. The test shows conclusively 
that asphalt tile is one of the safest 
floorings from a fire prevention 
standpoint. C. B. Whittelsey, Jr., 
managing director of the Asphalt 
Tile Institute, has announced that 


single copies of the test may be 


obtained without charge. Write 
Asphalt Tile Institute, Dept. AL, 
101 Park Ave., New York 17, N. Y. 











New Roll-On Floor Display 


The Wooster Brush Company an- 
nounces a new Merchandising Floor 
Display for its Roll-On line of paint 
rollers. The new merchandiser re- 
quires only slightly more than one 
square foot of floor space, provides 
display and storage in a single 
unit, and permits quick visual in- 
ventory at all times. As a special 
limited introductory offer, the mer- 
chandiser is being offered to deal- 
ers at no charge with an order for 
its contents. The merchandiser is 
shipped complete with a full dozen 
Roll-On Painter Combinations, 12 


replacement covers and six com- 
plete Roll-On Painters... available 
in new All-Purpose Deluxe Mohair, 
Dynel or Lambswool or a 50-50 | 
selection of any two. Sturdily con- | 
structed of 14” steel wire and fin- | 
ished in aluminum, the Roll-On 
Merchandiser is made to withstind 
heavy store traffic. It is a one- 
piece, permanently welded display 
54” to the top of its three-cclor 
sign and measures only 10” x 15” 
on the floor. Write The Wooster 
Brush Company, Dept. AL, 
Wooster, Ohio. 








Akron Hardware Display Board 

An attractive display board 
measuring 944” x 1314”—mounted 
with samples, is given away free 
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SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 





























Selected Lumber 


trom Selected Mills! 


= 
OREGON-PACIZIC 
LUMBER CO. 
American Bank Bldg., Portland 5, Oregon 
Phone AT 7245...Teletype PD 131 
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This compact, lightweight, reversible-belt convey°r 
unit handles and elevates bundled and sacked con- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins.; No. 16 elevates to 10 i'. 
6 ins. Write for HANDIBELT Bulletin No. AL-3:. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 
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RAVITY & POWER 
CONVEYORS 
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m- § of charge in a well assorted stock 
le § of ten dozen cabinet hardware 
dir, @ items finished in Akron Hard- 
50 § ware’s Mirro-Chrome finish. Comes 
) packed in one box weighing 20 lbs. 
in- Write Akron Hardware Mfg. Corp., 
in § Dept. AL, 32-01 Fifty-Seventh St., 
and W oodside, N. Y. 
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Unit of 6 Planes 


Stanley Tools announces a special- 
ly-designed plane unit for I.R.H.A. 
Hardware Week. Unit HW6, 
offered only for Hardware Week 
(Apr. 17-26) contains six quality 
planes — specially made, specially 
priced—two jack, two. smooth, and 
two block planes. Bench planes 
feature high grade, full size steel 
oard cutters branded “Victor by Stan- 
yoard | ley,” adjustable sidewise and length- 
inted | Wise; sides and bottoms of heavy 
free | well-balanced casting are milled and 
___ — finely ground; native hardwood 


handles and knobs are smoothly 5.74 f..?P 

sanded, rosewood finished. Lever 

cap is highly polished with brand FIRES 

“Victor,” filled in red. Low angle FAST with P 


block planes are also milled and 
finely ground, beautifully finished, 
and have adjustable up-and-down 
lever for thickness of shavings. 


























ie Ne 5 415 mo. 3 Lad ie ae 
CALDER Manufacturing C 


0., Lancaster A, Pa. 





















Protect property, guard lives 
with these famous pack extin- 





Cutter stamped “Victor by Stan- guishers. Use only clear water. 
ley.” Newspaper mats for local pro- 5. gal. rust proof tank. Pump 
motion are available. Write Stanley throws powerful stream or noz- 
Tools, Dept. AL, New Britain, tle adjusts to spray. Don't be 


Con::. helpless when fire strikes! Just E-Z 5 GAL. 


grab an INDIAN and KNAPSACK SPRAYER 
put it out in a hurry. Fen! ~—— ’ acta | 
: ™ inest knapsack sprayer made. Pump lever 

Sturdy construction. develops high pressure easily while spray- 
ing. 5 gal. zinc-grip steel or copper tank. 
shipment. Tank is air conditioned preventing damp- 
mn : ness reaching the back. Adjustable brass 

nozzle. (Retommended by Extension Services.) 


BANNER 
COMPRESSED 
AIR SPRAYER 





All-Aluminum Exterior Door 
Cumpo-Miracle Products Co., 
Beriey, Mich., takes pride in an- 
houcing that its general manager, 
James M. Alexander, has been 
Sele-ed to be the sole and ex- 
clusive distributor of its products 
for ‘he state of Michigan. The 
line s featured by an all aluminum 
exte: ior door over a solid ponderosa 
Pine core. This makes the door 


Inexpensive. Prompt \ 





yor solid, soundproof and without any ana ae alia 
om Visible fastenings. Immediate de- Sins ehidn wali 
ight |f livery, strength and low price are cond Mieaiibisiiiinene 
pes: |) the keynotes. The new organiza- sem. (Open or fennel 
0 it. tion, te be known as Compo Sales type.) Galvanized. or 


“4 |— Co, is constructing a new plant 
<3 ) in Detroit, Mr. Alexander - will 
ave a sales staff of 26 men to 


solid copper tank.Non- 
clog angle nozzle. 





—_—a a nn 
f ; seggege Have you ordered INDIAN FIRE PUMPS Send for Full Details on INDIAN FIRE 
4 i handle the Michigan area. For For Civil Defense? Be Prepared! PUMPS and our Complete Line of Sprayers 
¥ further information, write Compo- 
POWER 


d Miracle Products Co., Dept. AL, D.B. SMITH & of oR | 435] MAIN ST. * UTICA 2, N.Y. 
wie ¢ — W. 11 Mile Rd., Berkley, 
= Mich. 





‘‘Originators of Sprayers Since 1888’’ 
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Cornice Ventilator 


A new attic breather unit keeps 
homes cooler in the summer— 


warmer in the winter. The Damp- 
Vent Cornice Ventilator, a sturdy 
cast aluminum breather, equally 
distributes air circulation in attic 
space. Moist air reduction elimi- 
nates heat loss. The simplicity of 
installing Damp-Vent Cornice Ven- 
tilators saves on labor costs and 
materials. Just drill a 2-inch hole 
and press in the unit. The tapered 
body gives a tight pressure fit. Two 
added lugs with apertures aid in 
fastening. The radial head of DVC 
Ventilator has a neat appearance 
when installed. The smallest insects 
will not penetrate or clog the fine 
mesh copper screen which is a spe- 
cial feature of DVC Ventilators. 





Make friends 
as you make sales! 













ome CRA 


You're bound to make friends where you 
sell CRA Redwood —the grade-marked, 
trade-marked, Certified Dry Redwood 
from California’s coastal counties. For this 
is Redwood at its best— uniform in quality 
— dependable in performance — ideal 

for any job that calls for Redwood’s 
durability, stability and paintability. 
That's why you should feature grade- 
marked, trade-marked CRA Certified Dry 
Redwood —the Redwood you can be 
sure of —the Redwood processed by the 
reputable member firms of the 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento St., San Francisco 11 


HAMMOND LUMBER CO. *« HOLMES EUREKA LUMBER CO. « NORTHERN REDWOOD LUMBER CO. « THE 
PACIFIC LUMBER CO. « ROCKPORT REDWOOD CO. « SIMPSON LOGGING CO. « UNION LUMBER CO. 
WILLITS REDWOOD PRODUCTS CO. « ARCATA REDWOOD CO. « COASTAL PLYWOOD & TIMBER CO. 
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The manufacturer recommends that 
the vents be spaced every 2 feet 
in the cornices for best results. 
Write Damp-Vent Company, Dept. 
AL, Bettendorf, Iowa. 








New Wide Flange Tile 


Wood Conversion Company will 
introduce the addition of its new 
wide flange stapling tile to its line 
of insulation board products at 26 


lumber conventions this year, it 
was announced by M. S. Wolf, gen- 
eral sales manager. The convention 
display announces the Nu - Wood 
double tile feature as the only line 
of insulation board tile for both 
clip and staple application. The 
exhibit also tells about the new 
Wood Conversion Company dealer- 
contractor movie, ““Make Room for 
Tomorrow,” which capitalizes on 
the home remodeling market. Nu- 
Wood wide flange tile will be a 
companion product to the regular 
Nu-Wood tile line featuring appli- 
cation with the Nu-Wood clip. The 
new wide flange tile will be avail- 
able in 4%” thicknesses in Sta-Lite 
finish, in sizes 12” x 12”, 16” x 16”, 
12” x24”, 12” x24” cross - scored, 
and 16” x32”. Write Wood Con- 
version Company, Dept. AL-120-22, 
First National Bank Bldg., St. 
Paul 1, Minn. 


Striated Plastic Wall Tile 


A. new striated plastic wall tile, 
available in a wide variety of 
colors, opens new decorative )o0s- 
sibilities to architects and builders. 
Called Deco-Blok Texture Tile, it 
is designed especially for use in 
business and civic institutions 
where beauty must blend with 
practicality. Molded of Lustrex 
styrene plastic, Deco-Blok breaks 
with the tradition of smooth sul- 
faced tile. The surface of the new 
tile is heavily ribbed with parallel 
grooves which give a pronounced 
three-dimensional look and a tex- 
tured effect, until recently obiain- 
able only in costly wood paneling. 
Deco-Blok’s large nine-inch squares 
also mark a departure from pre- 
vious tile design; each Deco-Jlok 
tile is more than four times as 
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large in area as the standard four- 
and-one-quarter inch square mate- 
ric! used in kitchens and bathroom 
applications. Write Plastics Engi- 
neering, Ine., Dept. AL, 8506 Lake 
Ave., Cleveland 2, Ohio. 


Aiuminum-Hardboard Panels 


Aluminum sheet, pressure lami- 
nited to hardboard, and marketed 
under the trade-name ‘“Miralum,” 
has been especially developed for 
all types of exterior use in the con- 
struction field. The makers of 
Miralum point out that the com- 
bined aluminum sheet provides 
radiant insulation in both winter 
and summer when used as an ex- 
terior panel, has soundproof qual- 
ities, need not be painted, and is 
built to withstand shock. Two sizes 
are currently available. The 4’x8’ 
size of aluminum sheeting is bond- 
ed to flexible hardboard, for use 
on all types of work where radius 
is desired. The 4’x12’ size of alu- 
minum sheeting is bonded to a 
rigid hardboard, for use where 
strength and rigidity are required. 
Miralum may be easily cut and 
adapted to smaller sizes and shapes 
by the user. Write Miratile Manu- 
facturing Company., Inc., Dept. 
AL, 600 W. 81st St., Chicago, IIl. 





New Kitchen Fan 


Removing and cleaning a new 


kitchen fan, just introduced by 
NuTone, Inc., is no trouble at all. 
Motor and aluminum blade are 
mounted on a three-point bracket 
that slips in and out of the hous- 
ing. Rubber tips snap snugly over 
the studs to hold the unit in place. 
The removable grille is held in 


Place by a large thumb screw that 
attaches to the motor. The new 


| eight-inch ventilator can be mount- 


ed in the ceiling or on an inside 


: » Wall to remove smoke while cooking. 
yuar S&F 


It can also be installed in the ceil- 
Ing. The housing is only 3% 
Inches deep and will fit between 
Standard 16-inch center joists or 


= 
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studs. For operation, the fan is 
simply plugged into standard 
household wiring. The new unit 
comes completely assembled with 
motor, blade, housing, and grille all 
in a compact unit. Available acces- 
sories include an elbow tube and 
outside wall cap. Write NuTone, 
Inc., Dept. AL-3, Madison & Red 
Bank Rds., Cincinnati 27, Ohio. 


New Interior Paint 


Pratt & Lambert-Inc. has an- 
nounced the development of a new 
paint, Cellu-Tone Satin, for walls, 
woodwork and furniture. Its versa- 
tile use is made possible by the fact 


that it is neither an oil nor a syn- 
thetic, latex-type paint. Applied 
with brush, roller or spray, Cellu- 
Tone Satin dries with a low luster 
which is unaffected by grease or 
smoke and is highly resistant to 
moisture. Pencil marks, ink, mer- 
curochrome, lipstick, shoe blacking 
and crayon marks are easily re- 
moved by washing. The manufac- 
turers are featuring Cellu-Tone 
Satin as “The Paint with 100 
Lives” because it ean be scrubbed 
again and again and is recom- 
mended for use wherever daily 
washing is necessary, such as in 
kitchens and bathrooms in the 
home, and similar areas in public 
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TAKES A BIGGER SHARE OF THE LOAD! 


















From sawmill to 
stacking yards... 
and ultimate loading 
out... the heavy-duty 
Fork LIFTRUK 
produces savings of 
from 50 to 75%. 

By skillful stacking, more 


efficient utilization of existing HEAVY DUTY 


storage space—by reducing LIFTRUK 

handling operations, with 5-72-10 

fewer hands—the Fork ton cap. Sy 
the lower 

LIFTRUK creates a speed-up price of the 

that produces a PROFIT Sstent Hotat” 


where expenses come the 
highest! 





"SILENT HOIST & CRANE CO. 















Fork LIFTRUK, 


“DEAD” AXLE carries the load 
Full Weight of Truck and Fork Load rides 
on the Stationary Alloy-Steel Forged 
Axle. No weight carried on Differential 
Housing or Power Axle! Differential Axle 
cradled safely in the chassis. The LIFTRUK 
Traction Axle, on which the Wheels are 
mounted, never fails. 


Pioneers of Heavy Duty Materials Handling Equipment 
850 63rd STREET, BROQKLYN 20, N. Y. 





157 








buildings and factories. It requires 
no primer. Cellu-Tone Satin will 
be marketed in 14 colors. Write 
Pratt & Lambert-Inc., Dept AL, 75 
Tonawanda, Buffalo 7, N. Y. 







SHEATHING 
be — 

















\\ mannan. if 


1” 


masta acass 





Wall Vents Preserve Paint 


A new type of wall vent tube is 
described as more efficient in pre- 
venting the lifting, peeling and 
blistering of paint, locks in place 
and cannot be seen even a short 
distance from the wall. Known as 
the Morell Tube Vent, the new de- 
vice has a domed cap that sheds 
water, fits flush against the siding 
and may be painted along with the 
house. An almost invisible 1/16” 
slot in the dome is engineered to 
provide maximum efficiency in re- 
lieving pressure, circulating air, 
releasing pocketed moisture and 
reducing the condensation in the 
innerwalls even of modern tightly 
constructed houses. As an extra 
safety feature, this slot may be 
quickly and easily covered with 
asbestos tape when burning off 
scale. The Morell Tube Vent is 
offered in two models—serrated 
and threaded. With the serrated 
model a 34” hole is drilled through 
the siding and sheathing and the 
Morell Tube Vent is tapped in flush 
and snug with a hammer. The 
threaded type is installed by screw- 
ing the vent into place with a 
screwdriver in the slot. Both models 
are two inches long, reach into the 
inner wall, and lock firmly in place. 
For samples write on company 
letterheads to The Morell Cap & 
Tube Vent Co., Dept. AL, 1041 
Carlyon Rd., Cleveland 12, Ohio. 








Meridian Plastic Tile 


The Meridian Plastic tile line was 
displayed during the January Floor 
Covering Market by Walter E. 
Selek and Co. Meridian features 
soft, pastel colors, non-directional 
marbleization and patented con- 
struction which permits adhesion 
at the corners—where it is most 
needed. The neatly rounded edges 
allow the tile to seat closer to the 
wall surface. Meridian Plastic Wall 
Tile is available with both broad 
and narrow bevel, in a wide variety 
of colors—both plain and marble- 
ized. Full cap and feature tile are 
made both in field tile and inside 
and outside corners. For litera- 


ture, write Walter E. Selck and Co., 
Dept. AL, 225 W. Hubbard St., Chi- 
cago 10, Ill. 


») Tie LEIGH 
HAND- 
COLLET-— 
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Universal Handle Chuck 


It is reported that with a Leigh 
Collet-Chuck and a selection of 
standard arbor mounted tools, of 
types found in numbers in most 
shops, one can be efficiently tooled 
up for most hand operations in a 
few minutes. The new Hand-Col- 
let-Chuck comprises a strong wood- 
en handle with a fixed 14” collet- 


chuck. The handle is shaped to 1it 
comfortably into the palm of the 
hand, is impregnated with shell:c 
and smoothly lacquered. The collet- 
chuck is of selected steel and is 
rigidly anchored, pinned and fevr- 
ruled to the handle. It is designed 
to hold such tools as rotary files, 
mounted points, abrasive discs, pI- 
ishing buffs and felts (of the types 
found in all shops for use in flexi)le 
shaft grinders, air tools and other 
power hand tools) as well as all 
types of screw drivers, hand rut 
setters and scrapers and special 
tools fashioned for any specific job, 
with round shanks of 14”, 3/16”, 
14” or 3/32” diameters. The three 
smaller sizes are accommodated by 
use of inserted reducing collets 


which are provided with the tool. 
For literature write Spring Special- 
ties Co., Dept. AL, Maywood, Ill. 








Morrison 16’ Roly-Door 


The production of a 16-feet wide § 


by 7-feet high Morrison Roly-Door 
was recently announced by Mor- 
rison Steel Products, Inc. It is said 
this new door has been made pos- 
sible because of the exclusive de- 
sign and construction principles 
(patent pending) that created and 
produced the 8’ wide and 9’ wide 
Morrison Roly-Doors introduced a 
little over a year ago. The 16’ Roly- 
Door is an all-steel, four-sectional 
overhead garage door that is per- 
manently “free rolling”. Morrison 
Roly-Doors move on fully ball bear- 
ing parts—with bearings enc: ised 
in separate outer hardened races. 





Trade Mark 









= 


; 









Registered 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


«<<! | 





CALIFORNIA 





—— 
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it 3e.ause they are all steel (and so in conjunction with an _ electric 
@ cannot absorb moisture), their drill) removes as much putty in two 
¢ we ght remains constant. Accord- minutes as one could remove in 30 
te ing!y, all Morrison Roly-Doors are minutes by the old method with 
is counter-balanced by springs indi- wood-chisel and hammer. The Mas- 
i= vicually designed for their un- oat Peak ter putty remover can be operated 
d changing weights. This is said to from either the outside or the in- 
8, in: ure — —— of side of the window. From the out- 
l- “fee rolling” for every Roly-Door. side it is not necessary to remove 
eg § Write Roly-Door Division, Mor- Master Putty Remover the cracked or broken ‘as to re- 
le rison Steel Products, Inc., Dept. With the advent of the Master move the putty, but in such case 
er | Al, 683 Amherst St., Buffalo 7, putty remover the tedious, time- a novice operator could cut into the 
ill N. Y. consuming job of removing hard, wooden sash. With the guide screw 
ut dry putty by hand from windows attached which rides on the top 
ial when replacing broken glass has of sash molding, the danger of go- 
Ib, bowed to the inevitable by joining ing too deep is eliminated. When 
a the rank of power and speed tools. the guide screw is to be used the 
ee The Master putty remover (used glass must first be removed. In 
by 
ots 
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Asphalt Tile Wax 


With a special wax for asphalt 
tile, E. L. Bruce Co. removes the 
housewife’s uncertainty about what 
kind of wax to use on asphalt tile 
floors. Bruce Asphalt Tile Wax is 
a quick drying, easy-to-apply self- 









































is the Answer 
FOR REMODELING 





polishing wax. It can be used on - Eco au. B nd P fi 
_— any clean asphalt tile floor although For hnomy, eauty a ro Its 
for best results the manufacturer fo. 
recommends that it be used with sii 
; Bruce Asphalt Tile Cleaner which ’ , . , 
vide has been on the market several Knowing your customers’ needs is the answer to your intelli- 
ae cg em <* Bruce Co., Dept. gent purchase of materials. For your economy-minded 
—— ee ee remodeling customers, Satin-Lite Baked Finish Tileboard is 
od the right material for you to stock. From 9 beautiful colors 
be in 3 popular patterns your customers have wide choice for 
and ORIGINAL Prez Mm 4 great many different wall applications. Add 
7 SCORE @ LINE excellent wearing qualities, ease of installing 
oly- and ease of cleaning and you have a material 
onal = nee , you can sell with confidence—and PROFIT. 
per- wide shouldered amacge cut. Satin-Lite is the best in its price range. Request 
‘1son tour score line we introduced : 
ear- five years ago. It is so beauti- samples NOW, from your jobber or from our 
ased imitated widely. tie eal factory, on the coupon below. 
ices. 
oa Distributed Through Lumber and Building Supply Jobbers and Dealers 
Cc ae ee ee ee ee ee ee ee 
ounter Demonstrator 
Tis ctaptechs demstatiame 9 Uh Ten 
vis counter-size demonstrator 
for —— Rolling Door Hard- ; COUPON FOR 
War shows at a glance exactly how 
a functions, how it is in- | SAMPLES OF 
) Stalled, and what it’s composed of. ! Ss H ' 
The colorful decal printed in red atin-lite 
and blue, points out the specific t AL ‘ 
features which the Har-Vey line , LE te RA Agha: TET EY 7 
offers to architects, builders and (] DEALER y 
homeowners. Dealers are finding i RANE eS eN ESET P 
| that it saves clerks’ time and trou- ! [1 JOBBER 
, | ble, and helps remind them of the t Tee are 6! . 
» 'mportant selling points. Write |g (J BUILDER 1 
: E Metal Products Corp., Dept. AL, i ee ee ee: ee i 
_— 3 07 N, W. 20th St., Miami, Fla. eee ee el 
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STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 
LINOLEUM PASTE 


More spread per 
gallon (20 yards or 
more) .. . smooth- 
er body... easy to 
spread ...no dis- 
agreeable odor . . . no presetting neces- 
sary ...never gummy or tacky. 








LINOLEUM TROWEL 


Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 





CONSUMERS 
WATERPROOF CEMENT 
Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


Order from your wholesaler. 





CONSUMERS GLUE CO. 


ST LOUIS 6. MO. 


1515S N- HADLEY ST 








Annular-threaded 
metal weather 
Strip nails... 


FOR GREATER 
HOLDING POWER 


_ 


USERS REPORT, Apr. 4— 
“Fast replacing the old fash- 
ioned unthreaded nail!’ 


oheenicern 1111 | 


Plated for maximum rust 
resistance. Early delivery in 
packages and in bulk. Write 
for prices and samples. 


JOHN HASSALL INC. 


396 OAKLAND STREET 
Brooklyn 22, N. Y. 


Established 1850 


sfettell 































































most cases it is not necessary to re- 
move the putty to the wood as there 
is generally about 1/16” clearance 
around the glass. For descriptive 
literature, write H. E. Watkins Co., 
Dept. AL, 1116 E. 21st St., Oak- 
land 6, Calif. 





Ranch Style Door Design 


This new-style garage door with 
horizontal paneling is designed to 
blend with the modern ranch-type 


home. The new 24-panel No. 10 
garage door reflects the trend to- 
ward long, low house lines. It fits 
standard 8’ wide by 7’ high open- 
ings, and is equipped with hard- 
ware and attractive chrome handle 
with brass cylinder lock. The No. 
10 door is available in two styles 

. with 24 solid-wood panels, or 
with four glass panels located in 
the second row from top. Toxic 
treated to prevent rot, the Frantz 
No. 10 garage door is factory pre- 
fitted with all bolt holes bored, for 
simple, quick installation. Full- 
length angle braces prevent door 
warping or sagging. Derail-proof 
steel ball bearing wheels carry door 
up automatically, along a one-piece, 
formed steel track. Power springs, 
adjustable for perfect balance, are 
heat-treated and oil-tempered for 
rugged use, longer service. Sturdy 
hangers are welded to weather- 
strip for easier installation. The 
No. 10 door requires but 2” head- 
room, and rises automatically, with 
just the turn of the handle. Write 
Frantz Manufacturing Co., Dept. 
AL, Sterling, Ill. 


Gemtile 


Jones & Brown, Inc., national 
distributors for Inselbric Insulat- 
ing Sidings and Pittsburgh Inter- 
lock, has announced plans for the 
extensive promotion of a new plas- 
tic tile “price” line—Gemtile. Gem- 
tile has been designed to give deal- 
ers a “highly competitive product, 
priced for the breakdown of sales 
resistance, yet with a cost set-up 


that allows for substantial profits. 


through greater volume.” Publicity 
in both consumer and business pub- 
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lications will stress that in spite of 
its budget price, Gemtile has all 
the “wanted” tile features. Gemtile 


is made of plastic that won't 
chip, peel or craze. And the 
pastel colors go through and 


through each tile, from front to 
back. Modern bevel edge design 
gives Gemtile a “substantial” look, 
while making cleaning far easier. 
When plans are completed, Gemtile 
will be launched as a “small bud- 
get” companion product for dealers’ 
quality tile—Pittsburgh Interlock. 
Write Jones & Brown, Inc., Dept. 
AL, 439 Sixth Avenue, Pittsburgh 
19, Pa. 


The Carbozite System 


The Carbozite System — water- 
proofing and damp - proofing — js 
fully covered in a group of three 
folders. Carbozite Protective Coat- 
ings for roofs, and. steel, metal, 
wood, masonry and concrete sur- 
faces, both above and below ground 
level, contain Wurtzilite, an elastic, 
hydrocarbon base said to be un- 
equalled in its protective qualities. 
The adhesive character of Carbo- 
zite practically “welds” it to any 
surface to which this coating is 
applied, sealing the area against 
water, dampness and all agents of 
deterioration. The coatings are 
easy to apply .. they spread 
smoothly in a rubber-like, water- 
tight blanket that is impervious t 
moisture, water, heat and cold, 
acids, fumes, gases, salt air, alkalies 
and electrolysis. There is a Carbo- 
zite coating for every protective 
need! A heavy-bodied plastic com: 
pound for trowel application, 3 
semi-plastic fibrated material for 
brush or spray application, and 3 
free-flowing, lighter bodied mate 
rial for brush and spray applica 
tion. For copies of folders write 
Carbozite Protective Coatings, Inc, 
Dept. AL, Greensburg, Pa. 
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Junior Sized Table 


A portable outdoor table designe! 
for small fry makes pillows 4! 
books obsolete as standard pict 
“furniture.” Youngsters need 1! 
longer sit uncomfortably at adult 
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MAN 


sized picnic benches, now that a 
new. small dimension table-and- 
bench combination is available. 
This set can be pushed like a wheel- 
barrow to the best spot in the 
yard. The table is 20” high and 
has wheels on two of its four legs. 
At the other end are two handles. 
The two benches, 11” high, nest 
under the table when not in use. 
Table and benches are sun and 
weather resistant and can be 
cleaned with a damp cloth. The 
Sun-Dodger Jr. can also be used 
inside the house as a play table. 
When the play period is over, 
benches can be kept under the 
table and the entire unit wheeled 
to an out of the way corner. The 
table top then serves as a storage 
space for toys. The manufacturer 
has offices and display rooms in 
New York, Chicago, San Francisco, 
and High. Point, N. C. Write 
Goshen Manufacturing Company, 
Dept. AL, Goshen, Ind. 


Non-Mortising Type Hinge 


A new non-mortising type hinge 
is now being distributed exclusively 
by the No-Mortise Hinge Corpora- 
ion. 

Distinguishing feature of this 
non-mortising type Hurlinge hinge 
is that no recess is ever required 
to accommodate it. The hinge 
screws to the door and frame, elim- 
inating all mortising and chiseling. 
It is applied very easily, with the 
outer and larger leaf of the hinge 
screwed to the frame, while the 
smaller, inner leaf is screwed to 
the door. When the door is closed, 
the smaller leaf of the hinge fits 
into the larger one. The hinge is 
self-aligning and self-gapping. This 
new hinge design is available in 
Standard sizes of 2, 3, and 4 inches, 
In standard finishes with loose or 
tight pin. It comes in bright steel, 
brass plate, bronze plate, Cadmium 
Plate, chrome plate, and prime coat 
on bonderized base. According to 
Herman Farhy, president of the 
No-Mortise Hinge Corporation, 
some territories are still open and 
jobber inquiries are invited. Write 
No-Mortise Hinge Corporation, 
Dept, AL, Bound Brook, N. J. 
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Improved Durall Screen 


Faster installation, greater con- 
venience and more eye appeal are 
features of the new and improved 
Durall aluminum tension screen an- 
nounced by the New York Wire 
Cloth Co. For complete details turn 
to page 110, January 14 issue. 
Please note the new address of the 
manufacturer, given here: New 
York Wire Cloth Co., Dept. AL, 
New Canaan, Conn. 


Gi cap Ulastoree Tones 


QLEMPNC Sia 


New Type of Stain Display 


Striving to continue to increase 
the dealers’ sales of Olympic Stain, 
the Olympic Stained Products Co. 
is offering its dealers an attractive 
wire display stain rack on wheels. 
Besides providing a convenient, 
handy rack for easy handling of 
stain, it serves as an attractive dis- 
play that will add new merchan- 
dising appeal to any store, and 
eye-catching appeal to stop cus- 
tomers. The rack is sturdily con- 
structed and has a colorful point- 
of-purchase sales message which 
means it can be used as a complete 
display in itself or as the center of 
a larger display. Write Olympic 
Stained Products Co., Dept. AL, 
1118 Leary Way, Seattle 7, Wash. 


RICH KRAFT 
Sheathing Paper 




















wa An 








THE BEST 
FOR THE LEAST MONEY ? 








YES—Here’s an unbeatable 
combination for low cost wall 
construction. Richkraft Sheath- 
ing Paper lets your walls 
breathe and permits the escape 
of trapped moisture. At the 
same time it stops the passage 
of wind, rain or dust. 

Combine Richkraft Sheathing 
Paper with Richflex Reflective 
Insulation and you have the 
best there is in wall construc- 
tion—a wall that reflects 75% 
of radiant summer heat, yet 
acts as a cold barrier when a 
“norther” brings winter down. 

Richkraft Sheathing Paper 
and Richflex Reflective Insu- 
lation meets all F.H.A. specifi- 
cations for vapor barriers and 
breather sheets. Their cost is 
surprisingly low. Send the 
coupon for more details. 

Ask about Richbead, the 
Metal Angle, that gives protec- 
tion to Interior and Exterior 
Corners. 


THE RICHKRAFT COMPANY 


228 North LaSaile Street, Chicago 1, Illinois 








THE RICHKRAFT CO. 

228 N. LaSalle Street 

Chicago 1, Illinois 

Gentlemen: 

Please send me complete details on: 

Richflex Reflective Insulation 

Richkraft Reinforced and Breather Papers [_] 
Richbead for dry wall corner protection [_] 


NAME 
ADDRESS 
TOoOVnN—__—________ ZONE... STATEe___ 
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Starts Fireplace Fire Quickly 


One of the newest items to hit 
the market is Kindle-Kwik. No 
more fussing for shavings, paper 
or wood splinters to start that fire- 
place fire, barbecue pit or camp 
fire. Just touch a match to the 
cellophane bag and it will burn 
for 30 to 40 minutes starting the 
logs almost immediately. Safe, no 
danger of explosion or spontaneous 
combustion. Also can be used as 
a safety flare on the highway: it 
helps prevent accidents and sum- 
mons aid to the stranded or dis- 
tressed campers or motorists. Dis- 








play carton contains 12 cellophane 
packaged units. Packed 6 cartons 


per shipping case, weight 17 lbs. 
Write Earl Witt, Inc., Dept. AL, 
+ ed News Building, Chicago 6, 


SEND FOR THESE: 


Rist-O-Krat Distinctive Builders 
Hardware — Black Iron — Brass — is 
fully covered in a specifications folder. 
Here are some ofthe products in- 
cluded: brass turnbuttons, screen 
hangers, cabinet’ latches, _ shutter 
hinges, brass strap hinges, shutter 
holdbacks and dogs, cabinet bar latch, 
door and drawer pulls, thumb latches 
—brass. For copy of folder write 
Acorn Manufacturing Co., Dept. AL, 
Mansfield, Mass. 


New Planer features of the popular 
Buss Single Surface Planer are fully 
illustrated in a new bulletin No. 61. 
Hard chrome plated beds and bars; 
heavy built-in, one piece grinding and 
jointing bar with long traveling head 
that carries the grinding motor and 
jointing device; and the one-shot auto- 
matic metered oil lubrication are 
some of the latest. For copy of bulle- 
tin write Buss Machine Works, Dept. 
AL, 238 Eighth St., Holland, Mich. 


“Modern Glide Sliding Door Units,” 
is excellent consumer literature. It 
not only describes the many advan- 
tages obtained by using sliding doors, 
but also shows construction of the 
door, and several step-by-step installa- 
tion photos. Modern Glide’s By-pass- 
ing Wardrobe Doors and “In-The 


Wall” Rolling Doors are presented as 
efficient, economical, and important 
floor-space savers. For copies of folder 
write Modern Glide Sliding Door 
Frame Company, Dept. AL, 24511 Ann 
Arbor Trail, Dearborn, Mich. 


Industrial floor problems are an- 
alyzed in a new folder, and sugges- 
tions given for providing a walkway 
surface that offers a high resistance 
to slipping under a wide variety of 
service conditions. Rubber Coat Skid 
Grip Floor Compound, a_ product 
tested by The Underwriters Labora- 
tories is described along with other 
floor treatments. This is an easily 
brush applied coating to wood, con- 
crete or mastic floors. For copy of 
folder write The Wilbur & Williams 
Co., Dept. AL, 130 Lincoln St, 
Brighton 35, Mass. 


Mighty Mitermaster Radial Arm 
Saw titles a new folder giving speci- 
fications and complete information 
about this portable “saw of many 
uses” for the builder, the home shop, 
the cabinetmaker and the woodworker. 
For copies of folder, write The R. W. 
Hendrick Co., Dept. AL, 11 Selman 
St., Marblehead, Mass. 


Over 200 definitions of terms com- 
monly used in industrial products 
finishing are contained in a new 16 
page booklet, “Glossary of Industrial 
Coating Terms.” Copies may be ob- 
tained by writing on company letter- 
head to The Sherwin-Williams Co., 
Dept. AL, General Industrial Divi- 
sion, 101 Prospect Ave., N. W., Cleve- 
land 1, Ohio. 





Sell the Spiral Screw Driver 
that’s enclosed...for 
long life, safety 








TOOLS FOR CRAFTSMEN 


GREENLEE 





FREE HAND TOOL QUICK REFERENCE FILE — Facts on the 
complete line of GREENLEE hand tools: Auger Bits, Chisels, 
Gouges, Spiral Screw Drivers and many more. Write Greenlee 


Tool Co., 1723 Twelfth St., Rockford, Illinois. 
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Here’s the Spiral Screw Driver that immediately 
takes the customer's eye. It’s easy for him to see how 
well he’s protected... fingers can’t get pinched 
when working with this fine tool. And since it is 
enclosed it stays dirt and grit free for long years of 
good service. High’quality through and through. All 
parts are made to stand up under hard use . . 
and outside sleeves and nose of stainless steel, drive 
nuts of phosphor bronze, other parts of high 
strength aluminum and steel. Hard Wear handle of 
attractive, durable green plastic. Small and medium 
sizes . . . individually packed with three sizes of bits 
in handsome package. Get complete details now. 


. inside 





Look 


with 
MET-CRO 
Steel 
Cross 
Bridging 


scissor. 

























Cross Bridging. 
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: ih fe Start getting 
Met-Cro Profits today! 






BIG SAVINGS 


IN INSTALLATION COSTS - 












Yes Sir! No measuring, no fitting, no sawing. Merely lift 
Met-Cro steel Cross Bridging out of the carton. Open like: a 
Spread between the joist. Squeeze to eliminate 
loosening. Nail into place. Once your customers try Met-Cro, 
they will never use anything else. 


SEND FOR THIS FOLDER 
Read how a comparative test of Met-Cro Steel Cross Bridging 





and Standard Wood Bridging conducted by the Board of 
Standard and Materials, N.Y.C., shows .the 
superiority of Met-Cro Code Approved Steel 





Met-Cro Specialties Co., Inc. 


87-31 78th Street, 








WOODHAVEN 21, L. I., NEW YORK 








Bu: 





from the WESTERN 
PINE 
REGION 


Light weight, softness, straightness of grain 

and uniformity of texture make this lumber 
easy to handle, cut, saw, shape and nail — thus 
saving costs on the job. Widely used for framing, 
sheathing, subflooring, etc. Select grades are 
excellent for interior and exterior trim, millwork 
and many industrial uses. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE. CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
book about White Fir. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 
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BLUEPRINT FOR 


MORE 
BUSINESS! 
Vasiale... 


Makes Double-Hung Windows 


@ Less Costly To Maintain 
@ Easier to Raise and Lower @ More Attractive in Appearance 


@ Quieter Operating 


Hidalift offers more “SELL” features because it is: 


100% CONCEALED—There’s noth- 
ing exposed to mar the beauty 
of modern windows.: No part 
protrudes or is otherwise ex- 
posed to view. 


DESIGNED for EASY, FAST INSTAL- 
LATION — smooth-as-silk lifetime 
operation. 


EASIER TO TENSION — Tensioning 

can be applied before or after 

b ‘> a i TWO TYPES OF ATTACH- 

installation without special tools. ING BRACKET—Tension is 
; applied DURING instal- 

lation by winding hinged 

bracket arm (on ‘'L’’ 

type); AFTER uenaiaiee 

by —s  eenteeting 

Screw on 

cup types. 


FITS WINDOW with or without 
weatherstripping. 


POSITIVE LIFTING POWER provid- 
ed by highest quality coil spring. 


Quality Products For Over a Century 


a SN Rem ee EY eI ese meee 
TORRINGTON 


HIDALIFT DIVISION 
The Turner & Seymour Mfg. Co. 
’ I Torrington, Conn. 


| Gentlemen: 


| Send complete literature and prices on Hidalift | 
| Please check 0 Dealer () Builder | 


ee 
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NAMES IN THE NEWS 


Winning Entry in Display Contest 


Winner of first 
prize and $100 in 
The Rubberset 
Company’s recent 
display contest 
was this window 
display submitted 
by the Mountain 
States Paint Co., 
Boise, Idaho. 
Judges called it 
best because it 
had greater eye 
appeal, gave ac- 
tual “reason- 
why” sales points 
and displayed 
product simply 
but effectively. 





LAST 
LONGER 


SMOOTHER 4 





Judges were 
from Rubberset’s 
sales and adver- 
tising depart- 
ments and from 
Doherty, Clifford 





& Shenfield, Inc., Rubberset’s advertising agency. 





Vermiculite Concrete Roofs Protect Lumber Drying Kilns 


Vermiculite concrete roofs placed 
experimentally last year on four lum- 
ber drying kilns at the J. Neils Lum- 
ber Company, Libby, Mont., have 
insulated them so efficiently that 


identical roofs will be put on the 
other 12 kilns that the firm operates 
there. This was announced by the 
Zonolite Company, Chicago, producer 
of vermiculite. 

The insulating efficiency of vermic- 
ulite concrete has substantially re- 
duced heat loss from the four kilns, 
according to the Zonolite firm. Last 
winter, snow and ice formed on the 
roofs, although temperatures inside 
the kilns often rose to 190 degrees. 

Vermiculite, a granular, mica-like 
mineral, is used as an aggregate in 
plaster and concrete. Its millions of 
tiny air cells and the shiny surfaces 
in each particle resist the passage 
of heat. 





Morrison Steel —s —_ bot 


In order to 
meet the needs of 
increased civilian 
and defense pro- 
duction, Morrison 
Steel Products, 
Inec., Buffalo, is 
rushing work on 
an expansion pro- 
gram costing in 
excess of one and 
a half million 
dollars in build- 
ings and equip- 
ment. The 39- 
year old firm is 
adding 120,000 
square feet of 
space and pur- 
chasing new 
equipment, 
including heavy presses. 
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Morrison manufactures the Roly-Door. 


National Gypsum Completes 
Paper Mill at Pryor, Okla. 


Lewis R. Sanderson, president of 
National Gypsum Company, has an- 
nounced the completion of the com- 
pany’s new paper mill at Pryor, 

kla. 

“This plant, designed by National 
Gypsum’s own Production and Engi- 
neering staff is now in operation,” 
he said. “Designed and constructed in 
the unusually short time of 10 months, 
this fourth paper plant makes the 
company entirely self-sufficient for 
its paper needs.” Mr. Sanderson 
stated that the new mill will supply 
up to 150 tons of paper liner a day 
to National’s three great gypsum 
“board” plants at Rotan, Tex.; Fort 
Dodge, Iowa; and Medicine Lodge, 
Kan. 

“Now that this plant is in produc- 
tion, our operations in the southwest 
are completely integrated,” Mr. San- 
derson stated. “We now are certain 
that we can adequately supply Gold 
Bond products to the rapidly growing 
construction industry in this expand- 
ing area.” 

The 125,000 square foot plant uses 
as raw material ground wood, sul- 
phite, and several grades of waste 
papers which are converted to the 
finished product by a 450-foot long 
Black-Clawson paper machine. Paper 
produced at the mill is used in the 
manufacture of fireproof gypsum 
board products including gypsum lath, 
wallboard and exterior sheathing. 

In order to control stream pollu- 
tion a “Save-All” unit was installed to 
clean waste water leaving the plant, 
it was announced. Paper fiber thus 
recovered is pumped back into the 
processing operation. 


Nichols & Cox Lumber Co. Sold 


The Nichols & Cox Lumber Co., 
Grand Rapids, Mich., was purchased 
by the Jarecki Machine & Tool Co. of 
Grand Rapids, it was announced Janu- 
ary 24 by Clare F. Jarecki, president 
of the machine and tool company and 
new president of the Nichols & Cox 
concern. 

The lumber company will retain its 
identity and be operated as a sep- 
arate division of Jarecki. Manufac- 
ture of flooring will be continued in 
the Nichols & Cox plant, work on a 
motorcar company contract will be 
continued, but manufacture of pre- 
assembled houses will be stopped. 
John G. Durno, former Nichols & Cox 
vice-president, will remain as manager 
of the flooring division. 


Lumite Screening in 
Little Yankee Inn 


Lumite woven screening was select- 
ed for the windows of Little Yankee 
Inn, Geneva, Ill., a unique hotel for 
children. This Lumite screening is one 
of the special devices to insure the 
safety of children. Strong enough to 
keep a child from falling out of win- 
dows, Lumite screening melts in case 
of fire. 

The 107-year-old building which 
houses Little Yankee Inn, is modeled 
after Robert E. Lee’s home, and is 
said to be one of the most important 
historical and architectural structures 
in Illinois. 
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THAT !S 
pACKAGE UNIT REDUCES FRICTION 
All hardware is correctly This exclusive principle ° 
assembled and syns i balanced operation actually 
to assure operation i “floats all moving parts, 
fitting on adjustin nit which reduces friction on 
packaging elimi makes for easy ° eration 
los : 
EASILY ASSEMBLED 
BALANCED he desig" and packaging 
A rack driv of unit ardware offers final 
equally distributed for d assembly with @ jnimum 
elimina d. handling of parts. Just fasten 
to sash d frame wit 
ALL METAL CONSTRUCTION wood screw 
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strength and lifetime balanced operation permits the 
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Driving gears are ag minimum amo £ wor 
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nd enclosed in higher windows single units 
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remote con ol operators: 
WRITE TO 


SUPERIOR WINDOW CO. 






















MODERN ALL-PLYWOOD office ‘building canna at. Port Newark, N. J. 
The structure, which was completed in a record 54 days, now houses Georgia-Pa- 
cific Plywood Company’s eastern division offices and the ‘Port Newark ware- 


house offices. 


Capacity of Georgia-Pacific Warehouse Tripled 


Georgia-Pacific Plywood Company 
has completed an extensive warehouse 
improvement and expansion program 
at Port Newark, N. J., James L. 
Buckley, vice-president of the com- 
pany’s Eastern Division, announced. 
As a result of the program, capacity 
of the warehouse has been tripled. 
The improved warehouse facilities in- 
clude a new method of handling ply- 
wood by electric bridge crane. The 
crane, which spans the 80-foot width 
of the warehouse and runs its com- 
plete length of 420 feet, will provide 
greater flexibility and efficiency in 
warehouse operations, Mr. Buckley 
stated. 

All unloading and loading of mate- 
rials will be handled within the build- 


ing, insuring better protection of ma- 
terials as well as speedier delivery, he 
added. With the improved warehouse 
facilities, customers’ trucks can be 
loaded in record time ... a 10-ton flat- 
bed truck can be loaded in five min- 
utes. 

At the same time, Mr. Buckley re- 
ported that the company’s new all- 
plywood office building at Port New- 
ark has been opened. The building, 
designed by William A. Merigold, 
manager of Georgia-Pacific’s Plastic 
Plywood Division, is of dry wall con- 
struction, with plywood used through- 
out, Mr. Buckley said. All materials 
in the building, except the masonry 
foundation, were furnished by Geor- 
gia-Pacific mills and warehouses. 
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Paint Department of Pioneer Guinan Co. 


When the managers of two lumber 
companies launched their own yard at 
Marshall, Tex., they combined their 
know-how to create an attractive 
salesroom, the paint department of 
which is shown above. Co-owners of 


the Pioneer Lumber Co. are B. L. 
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English and R. P. Pettitt. Walls are 
Masonite 4%” Panelwood, with beveled 
edges. The same material, unbeveled, 
forms the front of the counter. Walls 
and counter are painted edgewood 
green. At the desk is J. N. Parker, 
manager of the paint department. 
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Knot-Plugging Machine 
Installed by Northwest Timber 


Northwest Timber Company, Cocur 
d’Alene, Idaho, recently installed the 
first machine of its kind in Idaho and 
one of the few in the west—a Rai- 
mann “Not-a-Knot” plugging ma- 
chine. Its purpose is to replace knots 
in common grades of lumber so that 
there will be a face clear of all de- 
fects. L. V. Brown, company presi- 
dent, said it is estimated that the 
plant’s factory now can utilize 8 to 
10 percent more lumber. 

Biggest recovery will be of pieces 
for door jambs ‘and sills, siihoues 
plugging will also be practiced in 
pieces for door and window frames. 
The new machine removes knots from 
the surface of any board ranging from 
4/4 to 8/4 stock. Plugs can be cut 
in any size from 4” to 15” diameter. 
_ The knot-plugging machine is latest 
improvement in a year-long program 
of modernization of the Northwest 
factory. In its sawmill, Northwest 
Timber has installed a new 54-inch re- 
saw which will increase plant capacity 
approximately 10,000 feet daily. 
















































Squaring Off Veneer Panels 


Worker at Williamson Veneer Co., 
Cockeysville, Md., uses Skil portable 
power saw to slot mahogany log prior 
to turning on lathe. Dado blade is 
used successfully in the hot, moist 
wood, soaked in near-boiling water at 
least 24 hours before being turned. 
The company turns the conical log and 
comes out with the “squared” panel. 
Clipper work and breakage have been 
reduced to a bare minimum. Write 
Skilsaw, Inc., 5033 Elston Ave., Chi- 
cago 30, Ill. 


RCSB Approves 


Use of Aluminum Nails 


The Red Cedar Shingle Bureau has 
officially approved the use of alumi- 
num nails to prevent nail staining of 
cedar shake and cedar shingles, it was 
announced by Nichols Wire & Alu- 
minum Company, Davenport, Iowa. 

The Red Cedar Shingle Bureau’s 
approval of aluminum nails came af- 
ter the Aluminum Research Labora- 
tories of New Kensington, Pa., had 
completed extensive tests on alumi- 
num alloy nails in red cedar siding, 
shakes and shingles. 

“In every instance it was found that 
aluminum alloy nails were highly re- 
sistant to attack by the constituents 
leached from red cedar and did not 
react to produce unsightly stains,” 4 
Nichols Company spokesman stated, 
“This is in contrast to the conspicu- 
ous stains which it was found that. 
other types of nails caused.” 
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CAHABA 


Brand 
HARDWOOD 
FLOORING 


HARDWOOD 
FLOORING 


In straight cars or mixed with 
air-dried yellow pine boards 
and dimension. The best man- 
ufacture guarantees satisfac- 
tion. Many depend on us for 
all Southern wood require- 
ments. 











MILLER & COMPANY, Inc. 


manufacturers of 


SOUTHERN HARDWOODS & YELLOW PINE LUMBER 
Selma, Ala. — Jackson, Tenn. 
Selma LD 9910—Phones—Jackson 2 3761 
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SARAN SCREEN CLOWN 






*Registered Trade-mark 


Nationally advertised 
Lumite—the ideal screen 
cloth for every exterior use 
—is distributed through 
hardware, woodwork and 
building supply wholesalers. 
Order now! Write for FREE 
sample and information. 
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LUMITE DIVISION 


CHICOPEE MILLS INC. 
40 WORTH STREET, NEW YORK 13, N. Y. 
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Dependable 
Delivery of Quality 


SOUTHERN PINE 
HARDWOOD LUMBER 


Customers who buy from W. T. Smith learn imme- 
diately that this company gives them what they 
want when they want it. Such dependable de- 
liveries have been made, with only minor inter- 
ruptions, for 68 years. And today W. T. Smith with 
its sustained yield cutting and efficient plant 
metheds still is your best choice for dependable 
delivery of quality Southern lumber. = 

ar 
Service 


Rocky Creek Brand Oak Flooring 


























The load on the man in- 
Stead of the truck. Extra 
handling, lower efficiency, 
soaring labor costs. 





Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame, It lifts up to 1,200 Ibs. 
with tinger tip control, 











BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion. Palletized materials 
are moved in one easy 


operation. Write Twin-Tilt .for. literature — 


describing-in detail how you can 
save labor costs whatever the 
size of your operation. 







TWIN-TILT#TRUCK CO. 
PT AL, P » BOX il 












Effective Lobby Display in Tulsa Bank 


Approximately 35,000 people who 
observed this lobby display in a Tulsa, 
Okla., bank proved the value of this 
type of tie-in promotion. The 10-day 
“Kem Tone” display capitalized on 
heavy traffic during banking hours. 

The display featured new sugges- 
tions on interior decoration, with two 
large books containing full-color re- 
productions of interiors and exteriors 
of homes. Three large paint panels 
showing modern paint colors and free 
booklets on home decoration com- 


Plywood Display Room 


Stone Lumber Company, New Or- 
leans, La., has completed a 20’ x 20’ 
display room featuring a different 
plywood for each wall. One was made 
in squares of curly birch; a second 
wall is in Oak Plankweld, a third in 
quarter sliced Korina, and the fourth 
in Weldtex in strikingly inverted pat- 
tern. The ceiling is divided into four 
sections, separated by walnut strip- 
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pleted the exhibit. 

Bank officials were well pleased 
with the intetest shown in this timely 
subject, and felt that the display 
helped them as much as it did local 
dealers, 

The display itself was inexpensive 
and easily constructed out of two 
sheets of 4’ x 8’ sheetrock trimmed 
with regular wood trim. Complete 
cost was $57.00, which included $20 
for the display sign. Write The Sher- 
win-Williams Co., Cleveland, Ohio. 


ping. Weldtex Plywood is used in 
one square with a basket weave de- 
sign; a second square is a combina- 
tion of pink and white gum in relieved 
checkerboard design; the third section 
is Weldtex alternated with smooth 
gum in a wheel star design, and the 
fourth is a diagonal block of Birdseye 
Maple alternating with a block of 
curly birch. 


Kentile Announces Extensive 
Advertising Campaign 


The biggest advertising campaign 
in the history of the asphalt tile floor- 
ing industry is expected to push 1952 
sales of all Kentile resilient tile floor- 
ing products past the record levels 
established in 1951, it was said by 
Harold S. Collins, merchandising man- 
ager of Kentile, Inc., world’s largest 
manufacturer of asphalt tile flooring, 
with plants in Brooklyn, N. Y., and 
Chicago, Il. 

Mr. Collins announced that the 
1952 advertising schedule for Kentile 
asphalt tile, Kentile Rubber Tile and 
Kencork will top the 1951 campaign. 

This year’s 12-month schedule will 
use 34 national consumer magazines 
and trade journals and 88 Sunday 
newspaper supplements to carry 260 
separate advertisements to potential 
customers in every section of the 
country. Markets covered will include 
homeowners, architects, builders, deco- 
rators and industrial and institutional 
fields. 

The Kentile message will reach 
urban and rural consumers in all 48 
states. 


Plant for Douglas Fir Clears 


The Al Clements Lumber Co., 
Eugene, Ore., producers of Douglas 
fir kiln dried clears and moldings, is 
completing a new 8,000 square ft. cut- 
up room for the manufacture of 
cut-to-length overhead door stock in 
both vertical and flat grain Douglas 
fir clears. 

This new plant will also increase 
the capacity considerably in rabbetted 
jamb stock sets and miscellaneous 
ladder parts. The new production line 
consists of four new air operated 
cut-off saws, feeding belt conveyors 
towards molders, equalizers, and 
boring machines. It was designed for 
a production in excess of 800 M board 
feet per month of cut stock. This 
unit will operate in addition to the 
company’s already million feet per 
month industrial clear section. 

The new building is 40’ x 200’ con- 
structed of concrete, prefabricated 
wood trusses and steel siding. Pro- 
duction is expected to be in full 
capacity by April. 


Bruning Offices Opened in 


Trade Mart, New Orleans 


Bruning Brothers, Inc., nationally- 
known paint manufacturing firm of 
Baltmore, Md., has opened regional 
and export sales offices in Interna- 
tional Trade Mart, Unit 108, New Or- 
leans, La. 

Arthur H.° Mohrhusen, Bruning 
Brothers’ vice-president, who will di- 
rect the activities of the new Mart 
sales center, reports the New Or- 
leans office is a preliminary step to 
the establishing of a paint manufac- 
turing plant in the Gulf area. Mr. 
Mohrhusen said that the new office is 
expected to play an important role 
in Bruning Brothers’ export activities 
in the Caribbean area. 

“Our firm intends to use our Mart 
sales office to service a large part of 
the Mississippi Valley, the Southwest 
and Gulf areas. 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 







@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 








KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
































BUSS No. 41 PLANER 


PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 





A MEDIUM size, wedge-adjusted planer 

which is widely used in nearly all 
phases of the wood-working industry. 
Equipped with sectional feed roll, sec- 
tional chip-breaker and four driven 
rolls which permit planing pieces of 
varying thickness without danger of 
kick-back. Has built-in knife 
grinder, variable speed, in- 
stantaneous control of lower 
rolls, instantaneous mi- 
crometer control of 
pressure bar, shearing 
bar and other 
highly desirable 
features. Sturdy, 
semi-steel cast 
frame. Capacity: 
24", 26"' or 30x 
8". A real pre- 
cision, production 
machine at mod- 
erate price. Write 
for descriptive 
bulletin—No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 
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BUCKEYE 
WIDE BAND RESAWS 


Manufactured of highest grade Ameri- 


peLiveRY can steel . . . to your specifications. 





Widths available from 2 to 11 inches 


N 30 pays . » « blades welded or brazed as you 


desire. Write for Catalog. 


0 R L E 5 5 Manufacturers of 


Saws for Wood, Metal, Cork, Bakelite, 
Fiber, Bone, Ivory, Paper. Band and 
Circular Knives for Paper, Cloth, Cork, 
Candy, Rubber. 





THE BUCKEYE SAW CO. 


552 W. McMICKEN AVE. 
CINCINNATI, OHIO 



































Judge Robin Hood Brand 
Oak Flooring on its merits. 
Produced from fine, soft- 
textured, kiln dried Oak 
Manufactured and 
graded to NOFMA well-known standards. Center support for 
a smooth, even floor. Nail groove for quick, easy laying. You 
simply can’t beat Robin Hood for value. 


stock. 


We are also wholesalers of Southern Yellow Pine, Hardwoods 
and Tidewater Red Cypress. Consult us en your requirements. 








; 

























LUMBER COMPANY 


Sole Distributors of Robin Hood Brand Oak Flooring 
Summerville, South Carolina 
Phone 8212-3 P. O. Box 903 


DAKFLOORNE— Manufactured by Meridian Wood Products 
Corp., Meridian, Miss. Carolina Hardwood 
Flooring Corp., Summerville, South Carolina 
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Money | Maker! 





NEW! Cupola Roof Ventilators 


A well-proportioned cupola that may 
be purchased at half the‘cost of the usual 
made-to-order unit. A natural seller. 

Made of white pine with metal roofs. 
May be furnished with or without weath- 
ervanes. Ideal ventilator. 


Special Introductory Offer 
(for dealers only) 


Small size with small horse weath- 
ervane successfully retailing for over $50. 
Send your check for $31.90 with this ad 
and sample cupola 21” x 26” with 
weathervane will be shipped to you pre- 
paid. Large size with large horse weath- 
ervane successfully retails over $77.50. 
Your check for $46.40 brings you 31” x 

"x 36” cupola with large horse 
weathervane, shipped prepaid. A sample 
of each size cupola with weathervane 
will be shipped prepaid for $77.00. 
Money-back guarantee if not satisfied. 


WM. J. SAMCOE IRON CO. 


917 MILITARY ROAD ®@ Kenmore 17, N. Y. 











OUTSTANDING AND COMPLETE 


“All ‘n One" Window Unit 


COSTS NO MORE TO USE THAN DOES 
USING ORDINARY FRAME, SASH AND 
WEATHER STRIPPING 


(In Picture and Single Units) 


This window unit utilizes the best in alumi- 
num weather stripping, the highest type of 
oil tempered coil springs. Dados are primed 
before assembling—edges of all sash treated 
with paraffin oil as assembled—frames and 
sash are toxic treated. 


Buy the Best 
Please your Customer! 


A few exclusive distributorships are still open. 
For convenience use coupon 


THE UNIT WINDOW CO. 
1535 So. Main St. 
South Bend, Ind. 


[) Send prices and literature on ALL 'n ONE 
Windows. 


[) Send information on distributorship arrange- 
ments. , 











Wood Conversion Films 
Remodeling Movie 


While shooting a scene in the Wood 
Conversion Company motion picture, 
“Make Room For Tomorrow,” the 
camera dollys up to that lovable and 
entertaining “Crumworthy Family,” 
who star with Howard Ryan, lumber 
dealer, and Frank Whitney, contrac- 
tor, in the full-color movie. Showings 
of this film are being booked for 
lumber dealer and contractor groups 
interested in the» profitable home- 
remodeling market. Running time of 
the motion picture is 20 minutes. 
Showings can be arranged by writ- 
ing Wood Conversion Company, First 
National Bank Bldg., St. Paul 1, Minn. 





















Seidlitz Announces New 
Product at Sales Meeting 


Eighty-four distributor representa- 
tives and 23 company salesmen cover- 
ing a 20 state area, attended the 42nd 
annual sales meeting of the Seidlitz 
Paint and’ Varnish Company, held ‘in 
Kansas City,.Mo., January 29 and 30 
at the Hotel President. 

“What’s New in ’52,” as the theme 
of the meeting, was dramatically car- 
ried out with the unveiling of a new 
product, Séidlitz Satin Tone, latex rub- 
ber base interior finish. 

G. R. Seidlitz, vice-president and 
general manager, announced that as 
a result of two years of research and 
successful market testing, Seidlitz 
Satin Tone would shortly be made 
available to independent dealers on 
a nationwide basis through the Seid- 
litz Company and its 37 wholesale 
distributors and 3 associate manufac- 
turers in Baltimore, Md., Detroit, 














Mich., and Los Angeles, Calif. 

Mr. Seidlitz explained and demon- 
strated the outstanding working prop- 
erties of Satin Tone, and advised that 
special emphasis had been given to 
product and shelf stabilivy in develop- 
ing what is claimed to be a truly 
unique latex rubber emulsion paint 
that need not be “handled with care.” 

J. C.- Huntoon, vice-president and 
sales manager, revgaled that Seidlitz 
Satin Tone, as is the case with the 
company’s patented MultiTint line, 
will offer many exclusive advantages 
to both the dealer and the consumer; 
wider color selection, small basic in- 
ventory, rapid stock turnover, colors 
quickly and accurately mixed at the 
point of sale at no extra cost, being 
among the more prominent features 
mentioned. 

The most extensive advertising and 
merchandising campaign in the his- 
tory of the Seidlitz Company was out- 
lined -by C. M. Wescott, trade sales 
manager, which he announced will in- 
clude trade magazines, direct mail, na- 
tional magazines, key city newspapers, 
and TV throughout the spring and 
fall seasons. New point of sale dis- 
plays and merchandising features 
were announced and shown by Jack 
Jennings, advertising manager. 

The greatly expanded production 
and warehouse facilities of the Seid- 
litz Company were viewed and ex- 
plained by Otto Jensen, technical di- 
rector, during a plant tour at the 
conclusion of the sales meeting, and 
225 employes and guests attended the 
Annual Company Banquet in the Hotel 
President’s Ballroom, where an ad- 
dress by C. N. Seidlitz, president, 
highlighted the evening. The showing 
of a TV film on the new product, 
Seidlitz Satin Tone, concluded the 
affair. 

























Chambers' New Grilling 
Method 


Important advancement in cooking, 
called controlled-temperature grilling, 
is demonstrated in In-a-Wall gas oven 
produced by. Chambers Corporation. 
New method, made possible by con- 
plete insulation of oven, “combines 
better features of grilling and broil- 
ing.” Folder being distributed with 
each of firm’s counter-level built-in 
ovens describes technique, which pro- 
vides slow-heat penetration and quick 
surface browning. Steaks are shown 
here on new cast sizzling platter—a 
combination of manganese, silicon, 
and aluminum. Write Chambers Cor- 
poration, Shelbyville, Ind. 
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HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH © OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


» 
BROOM HANDLES 
GRADED SAWDUST 


e ; 
High Grade Northern Hardwoods 
@ 
Custom Kiln Drying 


* 
Members: M.-P. M. A. WN. HL A. ON. H&M. AL 





OCOnTO, WISCONSIN 





SOUNDBILT “inter” 
DOUGLAS FIR PLYWOOD 


— is 


Tie 








SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant “hot press” Exterior 
Douglas Fir Plywood is a specialty with us. 

“Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be.’ Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make "“Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Prywoop, INc. 


Tacoma 2, Washington 


BuitpiInc Propucts MERCHANDISER 


BIG DEMAND 
CONTINUES FOR 


eEVAUTS Te 


and \MLITE'/ 


ALL-PURPOSE 
WINDOW 
MATERIALS 


HEAVY SELLING MONTHS 
STILL AHEAD! 


New VIMLITE types and wider uses Parise. 
continue to bring you EXTRA VOL- Fai se. 
UME right through the Spring repair FF 

season now at hand. 

@ DISPLAY YOUR R-V-LITE PROMINENTLY 

@ CHECK YOUR R-V-LITE RESERVES 

@ ORDER AMPLE STOCKS TODAY 


Exclusive Manufacturers of R-V-LITE 


Arvey—~CorPORATION 
oes 





3462 N. Kimball Ave., Chicago 18 
Fit every need 
.. suit every purse 








All Your Future 


LUMBER NEEDS — 
LIGHTSEY QUALITY 


Band Sawn 

North Carolina Pine 
Southern Hardwoods 
and 

Cypress 


End-Matched 


PINE — OAK — MAPLE — GUM 
FLOORING 


Send your inquiries and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Facilities 
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MILEY, SOUTH CAROLINA 


ONE OF THE OUTSTANDING PERATIONS “OF THe SOUTH 























( Here's the one that \ 
WON'T SHRINK 


This modern plastie in 
powder form makes 
lasting repairs in tite, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 






































WILL NOT SHRINK’ 


STICKS AND STAYS pify 
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Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What’s more, 

urham’s Rorck- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or c ip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


i. ou Sell More 


7 (oot 


DONALD 
DURHAM 
‘{ COMPANY 
S94 Des Moines 4 
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Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms . . . the 

rfect answer to more room for living! 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached for 
easy installation. 


















































WRITE FOR NAME OF NEAREST DISTRIBUTOR! 
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AY SALES, Inc. 


DEPT \ $T PAUL ARK, MINMNESOT 
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Hydraulically set and feed vertical re- 
saw—High Speed—at Air King Mfg. 
Co., Tigard, Ore., resaws accurately at 
400 ft. per minute. 





New High Speed Woods matcher adds 
to accuracy of manufacture and in- 
creasing capacity—600 feet per minute. 


Air-King's Modernization 
At New Peak 


New facilities in the mill of Air- 
King Manufacturing Corp., Tigard, 
Ore., include a big all-electric planer 
and matcher, together with the high 
speed hydraulically set resaw. This 
brings the modernization of the plant 
to a new peak, providing a production 
of 150,000 fbm per day; the firm 
operates on a one shift basis only. 

Air-King’s specialty is the manu- 
facture of Douglas Fir for railroad 
shipment in specified lengths, from 8 
to 24 foot, and from 2 x 4 through 
2 x 12. The company also produces 
some boards together with quite a 
range of sizes in small timbers, and 
can specify the lengths exactly as 
the customer desires. 


Junior Executive of 


Grossman Sons Honored 


A junior executive of L. Grossman 
Sons, Inc., Quincy, Mass., was re- 
cently chosen among the most out- 
standing young men in Quincy. Mau- 
rice (“Mike”) Grossman, 28, general 
manager of the Plumbing & Heating 
Division, was one of 12 men working 
or living in Quincy, who were select- 
ed for this honor by a committee of 
prominent citizens. At a_ citation 
dinner at the Quincy Neighborhood 
Club, the young men of Junior Cham- 
ber of Commerce, age 35 or under, 
were feted by over 200 guests. In 
making these choices, the Junior 
Chamber of Commerce choose young 
men who have become generally suc- 
cessful in accomplishing things worth- 
while, either through success in their 
business or professional careers, or 
by helping civic or philanthropic en- 
terprises. There were successful 
business men, athletes, professional 


men and scientists among the group. 


In line with the Grossman policy 
of “learning by doing” Mike had been 
given charge of the Veterans Surplus 
sales—a war surplus store in Bos- 


ton. This company, owned by the 
Grossman boys who were veterans, 
was operated on the premise that it 
would employ only veterans selling 
war surplus materials. Under his 
direction the firm grew into one of 
the largest wholesale-retail distribu- 
tors of Government surplus merchan- 
dise in New England. 

In 1948 Mike Grossman was called 
to the main office in Quincy to bring 
a new impetus to the Plumbing & 
Heating department. Since then the 
sales. volume in the department has 
been increased by six times. As a 
direct result of this increase the 
Grossman organization, now employs 
over 50 additional people in _ its 
Plumbing & Heating Division. Na- 
tional recognition for this growth 
was given to the Grossman firm by 
the National Supply Association’s 
election of Mike to a directorship in 
the organization. 


W. A. Jahn in Charge 
of Inland Steel Sales 


The election of William A. Jahn to 
the new post of vice-president in 
charge of sales was announced by 
Neele Stearns, president of Inland 
Steel Products Company, who re- 
vealed plans for expanding the com- 
pany’s sales activities to match its 
current physical growth. Robert S. 
Schmieder remains as general sales 
manager, Mr. Stearns said, while 
H. B. Brown has been appointed to 
another new post, general manager of 
distribution and merchandising. 

In his new position, Mr. Jahn, for- 
merly assistant to the president, will 
head all sales and distribution activi- 
ties of the Milwaukee firm which 
manufactures the Milcor line of steel 
building products and consumer spe- 
cialties. He has been with the com- 
pany since 1929 and has previously 
served as assistant treasurer and 
manager of Business Methods and 
Procedures. 

Mr. Schmieder, who remains as gen- 
eral sales manager, will continue to 
direct the company’s field sales activi- 
ties, including its nine branch offices 
and two district sales offices. Since 
his start with the company in 1913, 
he has had experience in every branch 
of its sales operations, becoming gen- 
eral sales manager in 1945. 

Mr. Brown, formerly assistant gen- 
eral sales manager, will supervise the 
program of product distribution and 
merchandising. 


Window Glass Reflects 
Millions in Research 


You’d probably be amazed to re- 
ceive a bill for $1,000,000 for a picce 
of window glass. Yet that’s only a 
fraction of the amount that has been 
spent on the research and develop- 
ment required to perfect flat glass 
as it is known today, says Dr. George 
B. Watkins, research director for 
Libbey-Owens-Ford Glass Compavy. 

Today’s “million dollar piece 0 
glass,” like many other modern prod- 
ucts, owes a big debt to research, he 
points out. For example, LOF an- 
nually spends about half that figure 
in improving the quality and uses of 
glass. Technicians deliberately break 
more than $30,000 of glass a year in 
testing it for strength and other 
qualities. 


March 10, 1952, AMERICAN LUMBERMAN & 


\ 





1\ sea 











ANACONDA 
COPPER 


MINING COMPANY 





Lumber Department 


BONNER 
MONTANA 

















Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—-Can Load 19 Cars 


Under Roof. Assures you quick 
Shipment Regardless of Weather. 


THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 


Ny The Ralph L. 


4 
My, 
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Lumber Company 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 











BuILDING Propucts MERCHANDISER 
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Each bundle marked. 
for grade and source— 
Your guard and guide 


You can stock, and sell, 

and make money on every 
grade of MFMA Northern 

Hard Maple Flooring. Those 
MFMA grade and mill marks on 
the under side mean exactly 
what they say. That 

goes for MFMA Birch 

and Beech, too. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Suite 584, Pure Oil Building, 35 E. Wacker Drive 
CHICAGO 1, ILLINOIS 


ear 


'» <¢f DOUGLAS FIR 
“4 PACIFIC COAST HEMLOCK 
WESTERN RED CEDAR 
SITKA SPRUCE 
SHINGLES 


SPECIALIZING IN 
CROSS ARMS 
CEDAR AND SPRUCE 


e COWICHAN 
e VICTORIA 

e VANCOUVER 
e HAMMOND 


HEAD OFFICE: VANCOUVER, B.C. 
SALES AGENT: MACMILLAN & BLOEDEL, LTD. 
VANCOUVER, B.C., CANADA 
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"Indian Forest and Range" 


The history of the Indian’s heritage 
of forest and range lands, now com- 
prising some 15 million acres, is the 
subject of an illustrated 3857-page 
book recently published. The author 
is J. P. Kinney, former Director of 
Forests for the U. S. Indian Service 
from 1910 to 1933. The book entitled 
“Indian Forest and Range,” first of 
its kind ever to be compiled, opens 
with a colorful and well authenticated 
discussion of Indian lands prior to 
1880, follows with two chapters on 
the development of timber sales for 
the next two decades when the main 
purpose of those sales was to meet 
the Indian’s need for subsistence. Mr. 
Kinney details the Ballinger-Pinchot 
controversy, the phenomenal growth 
of timber sales from 1909 to 1933, de- 
scribes the only extensive commercial 
lumbering operation under federal 
supervision ever to be specifically di- 
rected by an Act of Congress. For 
information, write the publisher, For- 
estry Enterprises, 1740 K St., N.W., 
Washington 6, D. C. 


Children's Lumber Story 
in Braille 


A children’s story, “Big Timber,” 
by Laura Kirkwood Plumb, librarian 
of the Shelton, Wash., Public Library, 
has been embossed in Braille by the 
American Printing House for the 
Blind, in Louisville, Ky. The story 
represents the State of Washington in 
“Stories from the West,” one of three 
books in the regional series, “Children 


of the U.S.A.,” published by Silver 
Burdett Company, textbook publish- 
ers, and compiled by Marion Belden 
Jook. The other books in the group- 
ing are, “Stories from the East and 
North,” and “Stories from the South.” 

“Big Timber” takes place in a log- 
ging camp in the foothills on the 
Olympic Peninsula. The action evolves 
around a group of children and their 
summer vacation. There are descrip- 
tions of logging, as well as of a cham- 
pion high-climber at work. A humor- 
ous “character” is a trained bear 
bear who wins first prize in,a_ pet 
parade. The Braille edition of “Chil- 
dren of the U.S.A.” is in seven vol- 
umes. It is being offered by the Amer- 
ican Printing House for the Blind to 
83 classes and schools for the blind in 
the United States and its territories. 


COMPANIES ANNOUNCE 


F. W. Van Horn has been appointed 
manager of Plywood Sales, Western 
Forest Products Division, of Pacific 
Mutual Door Company—National dis- 
tributors of millwork and plywood— 
with general offices in Tacoma, Wash. 
Mr. Van Horn joined Pamudo with a 
wealth of experience and a_ wide 
acquaintanceship in the plywood in- 
dustry. During the past 11 years he 
has been associated consecutively with 
the M and M Wood Working Co. in 
its Albany Plylock Division; the Ore- 
gon Plywood Corporation at Sweet 
Home, Ore., and the Lake Pleasant 


Plywood Company at Beaver, Wash, 
During this period Mr. Van Horn’s 
working experience covered all phases 
of operation from timekeeper and nev. 
sonnel man through office manaper- 
ship and production reporting to the 
purchasing of mill supplies, equip- 
ment, logs, etc., to sales management 
at mill level and traffic problems in 
general. 


J. M. White, president of the Long- 
Bell Lumber Company, announced 
promotion of five men to administra- 
tive positions in the western opera- 
tions. 

Harry G. Kelsey became general 
manager of the Vaughn Division 
of Long - Bell with headquarters at 
Vaughn, Ore., 17 miles west of 
Eugene. He succeeds George S. Hays, 
who retired January 1 after 51 years 
with the company. Theo A. Deal and 
A. J. Myers have been named assist- 
ant general managers in the Long-Bell 
organization. Mr. Deal became assist- 
ant general manager of the Longview 
Division which is composed of the 
manufacturing operation in Longview. 
Mr. Myers was promoted to assistant 
general manager of the Gardiner 
Lumber Company, a_ wholly-owned 
subsidiary of the Long-Bell Lumber 
Company at Gardiner, Ore. Both of 
the new assistant general managers 
will serve under J. H. Kenesson, who 
is vice-president of Long-Bell im 
charge of the Longview Division, and 
vice-president and general manager 
of the Gardiner Lumber Company. 
Mr. Deal will make his headquarters 
in Longview and Mr. Myers will be 
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Building items. 


LIL-AD FEATURES, RFD 3, Box 150-A 
Santa Ana, Calif. 





"Don't you think it's about time we modernized the bathroom?"' 


GET YOURSELF MORE BUSINESS by using our cartoons in your news- 
paper advertising. There are 104 cartoons on Remodeling, Roofing, 
Additions, New Homes, Etc. Mats come in | and 2 column sizes. 


Also 350 COPY SUGGESTIONS that tie-in with the cartoons on various 


Everybody reads cartoons and these cartoons will really spark up your 
ads with humorous SELLING messages — they don't cost —they PAY. 
You can get the EXCLUSIVE on these 104 cartoons for your city (If 
still open) at small cost. Write for full information today. 
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WESTERN 


SOUTHERN 
FOREST 
PRODUCTS 


DEPENDABLE 
SERVICE 
SINCE 1928 











J. Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 24, ILL. 
TELEPHONES: ROGERS PARK 4-7148 & 4-7149 





PROTECTION FOR LUMBERMEN 

















Lumbermens iw cour “ay 


‘Operating in New York stote as (American) Lumbermens Mutual Cesvalty Company of Illinois 
James S. Kemper, chairman H.G. Kemper, president © Mutual Insurance Building, Chicago 40 
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SO SIMPLE —SO FAST 
yey” NOTHING 
CAN EQUAL IT! 













DEALER AND JOBBER <@ 
INQUIRIES _~ 
INVITED 


Its onmaFLlASH 

Simply jab FLASH BRIDGE into position; give it a 
thrust with the butt of the palm—then, drive home 
the two nails in the bottom plate that will anchor 
it firmly, forever. Made of cold rolled steel, rust 


treated. Can be bridged as easily with floor laid 
as without! 


Flash Bridge Company « Holland, Mich. 














Pat. Pending 
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EPENDABLE 
"WHOLESALE 
SERVICE 


TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 












“tn the Heart of 
The Deep South” 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 


C.E.KLUMB| 


umber Company _ 
Crystet Springs, Mississippi _ 
es Ba : coe Pe QO. Box 391 
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Lumber Corp., Carlton, Ore. 











Manufacturers 


Douglas Fir 


A Sustained Yield Operation 





E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 












THE OZARK OAK FLOORING CO. 













It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 


Prompt shipment of most 
sizes and grades, 


Send us your iaquiries. 


BISMARCK, 
MISSOURI ae) 


Pine and Hardwood Lumber 
and Hardwood Flooring 
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TANNEWITZ otc: 


for Swing Saws 






$30 to $50 A MONINM 
IN LUMBER AND LABOR 


30 Days Free Trial 






ORDER NOW OR SEND FOR 
CIRCULAR 





TANNEWITZ WORKS 


GRAND RAPIDS 
MICH AN 
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A TIME-TESTED 
SOURCE OF SUPPLY— 


Since 1898 Urania has been delivering 
more than usual satisfaction to custom- 
ers. As a pioneer in scientific reforesta- 
tion, always Urania has been looking 
ahead to permanence of operation— 
and lasting customer satisfaction. 


Urania is an organization you can de- 
pend on to ship you well-manufactured, 
properly seasoned and accurately 
graded lumber. 


Put your lumber needs up to Urania 
— the time-tested source of supply. 


Urania Lumber Co. 


Urania, Louisiana 


Members 
$.P.A. — $.P.1.8. — $.H.P.I. 
















located at the Gardiner offices. Clyde 
Starling was promoted to manager 
of the wholesale department, the 
position formerly held by Mr. Deal. 
Starling was assistant manager of 
the department with headquarters at 
Eugene. He has moved to the com- 
pany offices in Longview. J. E. Adams, 
formerly superintendent of planing 
mills and shipping has been promoted 
to superintendent of the Longview 
manufacturing plant. 


Theodore H. Gardner, son of Vesey 
W. Gardner, Pool-Gardner Lumber 
Co., Hillsboro, Ore., has been em- 
ployed by Dant & Russell, Inc., Port- 
land, Ore., lumber and wood products 
wholesalers. Mr. Gardner is traveling 
out of the Columbus, Ohio, office. He 
was formerly associated with the 
Pool-Gardner Lumber Co. following 
his graduation from Oregon State 
College in 1947. 

Arthur H. Engler, who for the past 
16 years has been lumber purchasing 
agent and wholesale sales manager of 
lumber and allied products for the 
Waggener Store Company, Festus, 
Mo., is now engaged in business for 
himself. He is representing Ponderosa 
Pine and Fir Mills of the Pacific Coast, 
and Southern Oak Flooring and Yel- 
low Pine. Mr. Engler has had 40 years 
experience in the lumber business. He 
plans to cover Missouri and Illinois. 


Thomsen’s Wholesale, 910 West 6th 
St., Amarillo, Tex., was named dis- 
tributor of Tracy products, according 
to B. T. Roe, vice-president — Sales, 
Tracy division, Edgewater Steel Com- 
pany, Pittsburgh, Pa. This appoint- 


ment covers Tracy stainless steel and 
porcelain sinks, kitchen cabinets, 
broom and linen cabinets and acces- 
sories. 


Gerard P. Urling, wood technolo- 
gist, of Gainesville, Fla., has joined 
the research staff of the Timber En- 
gineering Company, it was announced 
by Carl A. Rishell, director of re- 
search. Mr. Urling attended the School 
of Forestry at the University of Flor- 
ida, and received both his B. S. and 
M. S. degrees. He specialized in wood 
anatomy and wood utilization. Mr. 
Urling’s first duties with the Timber 
Engineering Company will be on a 
problem of preserving lumber in stor- 
age for the U. S. Corps of Engineers 
and in the development of the gluing 
and steam bending of treated lumber 
for the U. S. Navy. 


Kenneth C. Compton, Columbia, 
Mo., has been appointed assistant pro- 
fessor of forest utilization at State 
University College of Forestry, Syra- 
cuse, N. Y., it is announced by Dean 
Joseph §. Illick. The combined fac- 
ulty and research staff at the College 
now totals 99. A native of Seattle, 
Wash., Compton received his B. S. 
degree from Iowa State College in 
1936 and M. S. from the College of 
Forestry, Syracuse, in 1938. He had 
been assistant professor in the Forest 
Dept., University of Missouri, Co- 
lumbia, since 1947, 


James H. W. Conklin was recently 
named general sales manager of the 
Philadelphia Division, Yale & Towne 








English Type 


FENCE 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 
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SELL FENCE 
We Carry Inventory 


Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 


RAIL and HURDLE | you 








WRITE FOR CATALOG AND PRICES 








Manufacturing Company it was an- 
nounced by Elmer F. Twyman, vice- 
president-in-charge. Mr. Conklin suc- 
ceeds James P. Kinney who is taking 
over Yale & Towne’s distributorship 
in Los Angeles and Southern Cali- 
fornia. Mr. Conklin has had con- 
siderable experience in materials han- 
dling—for several years prior to this 
was sales manager of the Industrial 
Truck Division, Clark Equipment 
Company. 


Lacy Stone is serving as_ gen- 
eral manager of Daystrom Laminates, 
Inc., manufacturers of plywood and 
laminated products, it was announced 
by Paul M. Dollard, president. The 
Laminates company in Alma, N. C., 
is a subsidiary of: Daystrom, Incor- 
porated, Elizabeth, N. J., parent or- 
ganization operating manufacturing 
plants in Elizabeth, Poughkeepsie, 
Olean and Friendship, New York; 
Archbald, Pa., and Fullerton, Calif. 
Other units of Daystrom, Incorporated 
are American Type Founders, Day- 
strom Furniture Corp., Daystrom 
Electric Corp., and the Daystrom In- 
strument Division. Mr. Stone joined 
Daystrom in 1945 as a_ bookkeeper, 
was later promoted to office manager 
and chief accountant and for the past 
several years has held the position 
of assistant secretary and treasurer. 


Richard E. Lautzenheiser was ap- 
pointed sales representative for the 
kitchen cabinet line of the Berger 
Manufacturing Division, Republic 
Steel Corporation, according to R. W. 
Helms, general manger of sales. Mr. 
Lautzenheiser now covers the entire 
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KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Woed for Every Purpose” 
KIRBY BUILDING 


"Is it as Good as Kirby's?” 


y 


HOUSTON, TEXAS 
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to slightly less in diameter. 





CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 
Write for free Lumber & Log Scale — Dept. A 








ALIFORNIA 


SUGAR & WESTERN 
- PINE AGENCY, INC. 






#1 MONTGOMERY ST. 


SAN FRANCISCO, CALIFORNIA 


SUGAR 


St Be = 


California Ponderosa Pine 
Mouldings and Cut 


Pattern Lumber 
Selects and 
Shae 
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state of Michigan in his new assign- 
ment. He will make his headquarters 
in Detroit. 













MECHANIZATION TAKES 


COMMAND 
(continued from page 102) 













tions on a weekly basis is an 
essential part of the firm’s pol- 
icy. It sets aside 2 to 3% of its 
gross annual sales for advertis- 
ing alone and places a large 
part of it with an agency in 
Yonkers, N. Y., that specializes 
in retail lumber accounts. 
Ultra showroom next. After 
55 years of steady growth, the 
frm is now planning further 
expansion. Recent purchase of 
five acres of adjoining property 
makes it possible for Woolsey 
and Cadwallader to occupy a 
huge new model showroom and 
office. When completed they 
will signalize how far the firm 
has come since those early hay- 
and-grain days, when “horse 
power” was a term that had 
some meaning, and the buggy 
as yet hadn’t been mechanized. 




























NORM MASON'S ESTIMATE 
FOR 1952 


(continued from page 89) 













tions on home building that can 
only conserve a small amount 
of critical material. 

Once we get past the present 
control period, “we will enjoy 
a prospect of considerable sta- 
bility, for our prospects seem 
better than those of most any 
other industry in the economy.” 

Meanwhile we are faced with 
a period of severe competition 
and some unemployment, which 
reaches down to the local scene 
mainly. On-the-job tradesmen 
already are being affected, as 
are some loggers, miners and 
factory workers. There is hope 
that the situation will ease 
when and if the govenment re- 
laxes some of its restrictions. 

















VETERANS HELP SOLVE THEIR 
OWN BUILDING PROBLEMS 


(continued from page 116) 
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made a modest $100 from their 
nor after all expenses were 
paid. 

_The sparkplug behind this 
Civic effort was the commander 
of the post, Walter T. Howard, 






BuitpInc Propucts MERCHANDISER 


a veteran of World War II, who 
operates the Howard Lumber 
Co., in North Wilbraham, a 
Springfield suburb, with his 
brother, Ralph Howard. Both 
men took short courses at Mas- 
sachusetts State College, and 
Ralph went to Syracuse Univer- 
sity for courses in lumber grad- 
ing and dry kiln. They opened 
their own retail lumber busi- 
ness, 90% of which is home- 
owner business, in 1948. 





MODERNIZATION BEGINS 


AT HOME 
(continued from page 142) 





positive action on your application, 
whether it’s for Bailey’s budget plan, 
which covers any amount from $300 
to $2,500, or a Bailey construction 
loan for a larger job. 

Phone or visit Bailey’s Lumber 
Yards today as the first step in get- 
ting your home in perfect shape for 
the years ahead. 

During the hurricane sea- 
son, the ads will be more specific 
with emphasis on roofs and 
storm shutters. Radio spots 
also explain what can be built 
under existing conditions and 
orders. Some messages are 
keyed to the contractor level, 
emphasizing the availability of 
materials now and in the fu- 
ture Such broadcasts help 
speed up repair and remodel- 
ing jobs. 

Bailey’s men go out on a 
job, estimate it and take off a 
bill of materials from a plan. 
They work with the contractor 
and help him close the job 
sale. The modernized yard 
helps in this as well as in at- 
tracting more homeowners in 
their own remodeling work. 


Answers to What's YOUR 
Answer? 


Stop! Read Questions on Page 144 


1—Midget Louver. Page 151. 

2—Sisalkraft. Page 152. 

3—Bird. (Bird & Son, Inc., makers 
of roofing and siding.) Page 143. 

4—Opened up a hobby shop and put 
one man in charge of tool sales 
and rentals. Pages 86-7. 

5—Don’t take a chance by depending 
too much on your rear view mir- 
ror. Get down out of the cab and 
look! Page 120. 

6—Yes, a 7'4-ton load of insulating 
board can he pushed on bed with 
help of 2 x 4s. See picture and 
caption, page 120. 

7—Clarke. Page 45. 

8—Carey. Page 53. 


Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 


Rates: WH 


1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times —7c per word for each insertion. 
Minimum charge of 35c¢ per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 

5 words to a line and when less are specifie 

or used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


MILLWORK ESTIMATOR 
Experienced man with Cost Book “‘A’’ —_— 
rience for location in Cleveland, Ohio. Ex- 
cellent ew and sala to the right 

erson. etail experience and references in 
irst letter. Address Box V-50, American Lum- 
berman, Inc. 











WANTED—Experienced Lumber Office worker. 
Must be able to estimate from sketches or 
Blue Prints and have a general knowledge of 
items handled in a lumber yard. Address 
Box V-49, American Lumberman, Inc. 





YARD MANAGER—Retail Yard located fast 
developing district Eastern Washington. Must 
be experienced and aggressive with clean 
record not over 45. Sales volume around 
$400,000. Salary $5500 and participation. Ad- 
dress Box T-22, American Lumberman, Inc. 





Large southern wholesaler wants sales man- 
ager to handle yellow pine and west coast 
products. Generous drawing account plus per 
cent of profits. Address Box V-74, American 
Lumberman, Inc. 





White Pine inspector. 
Splendid working conditions, union scale, 
over-time. State experience, age. Forster 
Lumber Company, 3846 West Wisconsin Ave., 
Milwaukee, isconsin. 


Wanted. competent 





WANTED: Capable young man for sales posi- 
tion in retail lumber and building materials 
yard located in Flint, Michigan. Excellent 
| nae saoege | for right man. Address Box V-24, 
American Lumberman, Inc. 





WANTED: By well established Ohio distribu- 
tion yard aggressive young man with thor- 
ough knowledge West Coast mills to event- 
ually take charge 1 er buying and sales. 
Salary and bonus. Address Box W-20, Amer- 
ican Lumberman, Inc. 





Wanted: For permanent position an experi- 
enced or partly experienced estimator and 
counterman for work in City Retail Lumber 
and Mason Supply Yard. Please state age. 
qualifications, availability and salary ex- 
ected. Address Box W-2l, American Lum- 
erman, Inc. 





Hardwood Inspector 


Expanding hardwood operation needs inspec- 
tor well acquainted with National Hardwood 
Lumber Association rules. Wisconsin location. 
Send experience, age. references and compen- 
sation expected in first letter. Address Box 


W-22, American Lumberman, Inc. 
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BUSINESS OPPORTUNITIES 





SITUATIONS WANTED 


LUMBERMAN 
STUMP TO CONSUMER EXPERIENCE 


Now 


employed—best of references present 
associates. 


Good reason for change. Lon 
time experience and personal contact wit 
hardwood and softwood consumers over large 
territory. Can assume executive position with 
any first class lumber organization. Partial 
to sales end central or southern territory. 
No rush. If necessary can bring nucleus of 
good organization including -1 southern 
hardwood inspectors. Address Box V-26, 
American Lumberman, Inc. 





Position wanted with Lumber and Building 
Material Company, financially sound, seeking 
the permanent services of an aggressive 
capable manager, to continue and expand 
your existing organization in these highl 
competitive times. If you are a Lumber an 
- Building Material Dealer who wishes to re- 
tire or ease your present burden, I would 
fit into a situation of this type very nicely. 
My background consists of 7 proven and 
successful years of lumber and building 
material yard organization and management. 
My present employer knows of my intention to 


leave. I would like to earn between $7600 


and per year, plus a profit sharing 
opportunity. I am 32 years of age. married 
and have children. Address Box V-62, 


American Lumberman, Inc. 





WANTED—Position as Office Manager or 
Bookkeeper. Experienced all office routine as 
well as some experience—checking, etc. 
Now employed. 28 years of age—married, 
two children. Prefer Southeastern States. 
Address Box V-25, American Lumberman, Inc. 





Available now for sales and sales promo- 
tion work. Will represent you in sales and 
distribution of following material in Southern 
California—doors. windows. sash and other 
building materials. Best of references. Last 
position 15 years—sold million dollars per 
year. me Box V-56, American Lumber- 
man, Inc. 





I have 20 yeurs experience selling softwoods 
and hardwoods to industries and woodwork- 
ing shops-in the. Chicago area and desire to 
make connections with mills having dry kiln 
facilities or large Chicago yard. Address Box 
W-23, American Lumberman, Inc. 





Available for manufacturing of Pre-Fabricat- 
ing Homes. Can handle sales if r 





Well established 4Al company with large 
directly controlled production and substan- 
tial wholesale business has opening for the 
right man who should be between 30 and 
40° years of age and have a reasonable back- 
ground in the wholesale business, principally 
in Appalachian and Southern Hardwoods, as 
well as Yellow Pine. This is a splendid 
opportunity for the right individual not only 
for security but earnings. Give complete 
history in reply. Adress Box V-43, American 
Lumberman, Inc. 





For Sale—In Northeastern Wisconsin 
Complete Timber products business in- 
cluding Electric operated Rotary saw 
mill, Planing mill, Fleet of trucks, 
Tractors, Quantity Timber on hand. 
5000 acres timber land. almost new 
buildings. Ideal location in heart of 
vacation land. Good brokerage timber 
business and substantial markets. Lo- 
cated near 4 State & Federal Forests. 
A live going business. Bargain be- 
cause of poor health. Address W-27, 
American Lumberman, Inc. 





PINE PLANING MILL 
Five acres of land, office, five room house, 
storage shed with Planing Mill including 
Yates-American A-20 Matcher, Heads, Profile, 
Grinder, Band Resaw—motor driven—Grind- 
ing and Filing Room complete and yard 
equipment. Bargain, complete at $35,000.00. 
North Mississippi location. 

BRANYAN & PETERSON, INC. 
503 South Second Street 
Memphis, Tennessee 


WANTED TO BUY— 
MISCELLANEOUS 








y+ 
Have plans, specifications and know-how for 
manufacturing and erecting. Will work on 
drawing against commission. The above pos- 
sible in any size Lumber Yard or Mill Work 
—~ a Address Box W-24, American Lumber- 
man, Inc. 





LUMBER YARD MANAGER 
Lumberman, age 33, yard manager at pres- 
ent, desires change. Fourteen years experi- 
ence, excellent lumber background. Married, 
in good health, reliable worker. Address Box 
V-72, American Lumberman, Inc. 





MILLWORK—DETAILING 
Let a group of experienced millwork. detailer, 
with 30 years of experience, commercial end 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-71, 
American Lumberman, Inc. 


WANTED 
SALES REPRESENTATIVES 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before sellin 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 

2111-A Railway Exch. Bldg., St. Louis 1, Mo. 
MISCELLANEOUS—FOR SALE 
CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 











Advertising Yardsticks 
Basswood and Hardwood. Reasonable prices, 
| op delivery. F. M. Mosedale Co., P. O. 
ox 48, Geneva, Illinois. 





Progressive jobber wants an aggressive sales 
representative, Northern Indiana, on top 
quality fir and pine plywood, millwork and 


allied items. Drawing account and com- 
mission. Must live in territory. All replies 
confidential. Address Box V-69, rican 


Lumberman, Inc. 


SALES REPRESENTATION 
AVAILABLE 


Sales Agent in Eastern New York State 
desires major line for lumber and building 
supply dealers. Address Box V-60, American 
Lumberman, Inc. 


LUMBER & DIMENSION _ 
WANTED 


Aggressive Midwestern wholesale lumber con- 
cern, with distribution yard, desires dimen- 
sion and common boards, on consignment. 
Bank references. Address Box W-25, Amer- 
ican Lumberman, Inc. 
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Golden Opportunity for Dealers 
Fast-Selling, top quality, Mohawk Flush Doors, 
have beautiful matched finish plus vented 


core construction. Lewy bee! go yey — 
ree nterior and ex- 


stabilized . . . warp- 
terior types. A complete line. Write today 
for prices and literaturel 

MOHAWE FLUSH DOORS, INC. 


Elkhart, Indiana 





Billheads, statements, letterheads, 51/2x81/2, 
2,000—$8.95. 4,000—$15.25, postpaid. Free 
ae Community Press, East Aurora, 





BUSINESSES FOR SALE 


For Sale—Retail Yard and planing mill in 
North Central Wisconsin. Price complete 

,000. Partnership dissolution. Write Box 
V-46, American Lumberman, Inc. 


Retail Lumber. & Building Materials Yard in 
orida. Address Box V-64, 








Citrus Section of, 
American Lumberman,’ Inc. 





March:.10, 1952, AMERICAN LUMBERMAN & 


~ BUSINESSES FOR SALE 


For Sale: Nebraska Yard, located in bes 
farming section of the state. Priced to gel, 

er es to retire. For particulars 
address Box V-66, American Lumberman, In¢, 



















































Lumber and Hardware Store in small 
town near Greeley, Colorado. In best 
farming area in Weld County—$25,000 
inventory and small down payment on 
Real Estate will handle. Address: 
1900 Pinal Road, Golden, Colorado. 





































For Sale—Retail Lumber Yard, in an indus. 
trial area, near Chicago. Annual business oj 
possibly $300,000.00, might be increased; In. 
ventory of a hte $50,000.00; Equip. 
ment possibly $7,000.00. Rental property. Will 
sell part or controlling part or entire business. 
Terms, if desired. Orders now on file for ap- 
proximately $150,000.00. Reason for selling, 
owner wishes to retire. If interested. apply 
to Box No. W-28, American Lumberman, Inc. 
































For Sale: Retail Lumber Yard, building ma. 
terial and hardware business in N. E. Ne- 
braska. Growing town, county seat situated 
in rich farming territory. On main highway, 
serviced Real Estate reasonably 
priced. This yard has been in continuous 
operation for more than 35 years. Good in. 
vestment. Illness in family forces owner to 
seek dryer climate. Would consider trade 
in yard in Utah, Arizona, etc. Address Box 
W-29, American Lumberman, Inc. 






















LUMBERYARD—Retail, located in Kansas City, 
Mo., handling all kinds of lumber, building 
materials, paint, hardware, millwork, roofing. 
insulation, etc. Excellent location in fast 
— area on busy street and highway. 
pur track through yard. Splendid oppor 
tunity. Owner must sell because of ill health. 
ALEXANDER LUMBER CO., 4804 East Fiftieth 
St., Kansas City 4, Mo. 

















For Sale—Due to age and illness, a controll- 
ing interest in incorporated retail lumber busi- 
ness in prosperous rural town near two in- 
dustrial mid west cities. always profitable 
since establishment in late 90's. Last year's 
volume about $500,000.00 which, due to loca- 
tion in good farming and lake resort area and 
 eagpriens to two good industrial cities, could 
e greatly increased by more personal at- 
tention. Last year end balance sheet showed 
current assets with no cat and dog items in 
10 to 1 ratio and less than $25,000.00 in yard 
real estate, buildings and fixed assets. 
$100,000.00 for control, about $195,000.00 for 
all stock interest. Address Box W-30, Amer- 
ican Lumberman, Inc. 



























FOR SALE 






Modern operating wholesale southern hard- 
wood concentration yard. Excellent location 
for steady small mill supply, mostly Poplar. 
Large production Yellow Pine in immediate 
area available if desired. Large storage 
sheds. Excellent stacking and drying facili- 
ties. Ample spur track and loading {acili- 
ties. Adjacent to paved highway. Probably 
the finest location in the south for major 
expansion in this field. Should be able 'o 
build capacity to two million feet monthly. 
Satisfactory terms to responsible purchase! 
Will dispose of inventory if preferred. Un 
usual opportunity. Sound reasons for selling: 
Address Box V-47, American Lumberman, Inc. 























FOR SALE 
LUMBER YARD & RENTAL UNiTS 
Grossed $60,000 last year on $150,000 potem 
tial. Situated on edge of large Texas com: 
muaity growing rapidly. Sale includes 








new homes, 5 vacant lots, main bldg. on 
x 250’ lot and full equipment. 
for this outstandin 
vento i 
Inc., 1 





Complete price 
offer, including large ™ 
is ,000., Chas. Ford & Assoc. 
N. Clark St., Chicago, Ill. 
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PROMPT SHIPMENT 





Building Paper (36”—500 sq. it.) 


King Nails Bags—(larger opening) 
Shins (for tying leebes) 


Siding Corners (including 5, in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 


Flashing Shingles 
Tel-o-posts 


Wall Ties 
Area Walls 


HOSKING PAPER & SUPPLY 


P. O. Drawer 43 Wilmette, Ill. 





LUMBER & DIMENSION 
FOR SALE 





Western White Spruce 
Eastern Spruce 
Hemlock 


MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 5-3568 
OSHAWA — ONTARIO 









FOR SALE—(Refer List AL #227) 


SUBJECT MARKET CHANGES offer following 
Carloads #2&Btr Thoroly Dry Yellow Pine 
Mill, Net 2%. Sales on Delivered Basis. 
$2S, S4S, S2S&CM, S/LAP SPIB RULES. 


lx 4 RL $49, lx 5 RL $64, lx 6 RL $77. 
lx 8 RL $79, 1x10 RL $82, 1x12 RL $85. 
2x 4 RL $64, 8’ $67, 10612’ $63, 14’ $75. 16’ $83. 
$76, 8, 10&12' $76, 14416’ $81. 


g 
. 


8, 10612’ $88, 14416’ $93. 
5/4x 4 RL $53, 6’’ $78, 8°’ $80, 10’ $92, 12°" $103. 
6/4x 4 RL $68, 6/4x6, 8610"" $88. 
6/4x 6, 8&10°’ RL S2S or S4S&CR/S $88. 
AD GUM. RW&L—Rough/S2S or S2S&CR/S 
4/4 $43-49, 5/4 $42-48, 6/4 $42-48 
S4S, 1x6, 8&10°° $52—S2S&CR/S $55 


AD POPLAR #2B, S2S $56—S2S&CR/S $59. 


BED SLATS KD PINE 1x3-40"' 8-Set .85 Set 

(#1&Btr) 1x3-55"’ 8-Set 1.20 Set 
BED SLATS AD GUM 1x3-40" 8-Set .60 Set 
(#16Btr. Pine Grade) 1x3-55‘’ 8-Set .95 Set 


For Cost Your City, Write, Wire or Phone: 


FLEMING LUMBER COMPANY 
COLUMBUS, GA. 





Core Stock For Sale 


Kiln dried, glued up, Ponderosa Pine core, 
made to size. An excellent core for flush 
doors, plastic tops, drawer fronts, and spe- 
cial furniture use. Reasonably priced. d- 
vise specifications. Address Box W-26, Amer- 
‘tan Lumberman, Inc. 








Kiln Dried Douglas Fir Industrial Clears, all 
— from our plant. 

illwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 

Your inquiries answered promptly. 
Al Clements Lumber Co. 
z PO iy 908 

TWX EG 049 ugene, Oregon 


— 


Tele. 5-3317 





REDWOOD LUMBER 


Reputable supplier wants inquiri 

quiries from large 
users of Redwood, all grades and po cna 
~Clears, Shop Lbr., Commons, Siding, 


das. Can run Commons to standard Pat- 
_— : Address Box V-63, American Lumber- 
» Inc, 





BuicpiInc Propucts MERCHANDISER 


‘USED MACHINERY FOR SALE 





USED MACHINERY FOR SALE 





SACRIFICE .$1;200:00 
Value $6,000.00 te $8,000.00 100 HP Skinner 
Steam oe T Valve Counter-flow, en- 
closed 14 x 15 hes. Left hand center 
. Automatic. RPM. 


ang gallon Cypress ‘tank. with 24 foot 
rame. 
W. C. Tinsley, 608 Tampa St., 
Tampa, Florida - 





HARDWOOD FLOORING PLANT 
G-50 Rip Saw, 177 Double Surfacer, A-23 
Hardwood meng | Matcher, F-23 Feeder, 
E-1 End Matchers, Knot Saws and Conveyors. 
All Yates-American motor driven, ball bear- 
ing ee. run less than .two million 
feet. Available for immediate delivery. Latest 
models at substantial reduction. 
BRANYAN & PETERSON.. INC. 
503 South Second Street 
Memphis, Tennessee 





DRY KILN TRUCKS, any length, with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way, ance, Ohio. 





Complete Saw Mill for sale at Pequaming, 
Michigan, includes 2 Prescott air set car- 
riages, Clark 8 ft. band, trimmer, edger, hog, 
motors, etc. Will sell as unit or se tely. 
Inquire: Northwoods Timber Co., Phone 16, 
Baraga, Michigan. 





For Sale 
Machinery for entire bushel basket Plant, 
including modern St. Joe Hydraulic-Automatic 
bushel machine. The Ottawa Basket Com- 
pany. Oak Harbor, Ohio. 





HEAVY DUTY PLANERS! 

One Woods No. 450B 30°’ Double Planer, with 
six knife round cylinders in plain bearings. 
Extremely heavy duty machine with feeds up 
to 150’. Now dressing 20,000’ and up daily. 
Countershaft with 40 HP motor coupled to 
same. Immediate delivery. 

ne American No. ’’ Double Planer, 
with six knife round cylinders in plain bear- 
ings. Arranged with 25 HP fully enclosed 
fan cooled motor vee-belted to top cylinder, 
same drive vee-belted to lower cylinder with 
separate feed motor. Can be seen in opera- 
tion, dressing 25,000’ daily. Shipment April 
oe Address Box V-68, American Lumberman, 
nc. 





Yates 16’. x20’ timber sizer with motor. 
Yates V-50, 64° resaw for timbers. 
Irvington dble. cut off saw, MD. 

Mershon and Fay & Egan band rip saws. 
—- New Standard 54” tilt-roll resaw. 


American No. 65 6-kn. planer & matcher with 
rofiler. 

oods No. 107-C 12’’ 6-hd. moulder. 
Whitney double surfacer, DMD. 


BOSCHO, INC. 
200 Boston Ave. Medford 55, Mass. 





BUDA POWER UNIT 
JL-1335 Buda Power Unit 185-hp, now on 
natural gas, cost new $7000.00, used about a 
SE cic chew Acie weweecs an Saale Ceara $3500.00 
YATES-AMERICAN A-20 PLANER 

Planer and matcher, 8-knife cylinders, double 
profile, with hoods and inside piping and 
all heads including S/L, Flooring. C/M. 
Eased Edge, Jointer, 1/2," “or Profile 
Heads—No. 105, No. 116, No. 117 and Hollow 
Back Flooring. Recently belted up ia ne 


cords, machine good as new........ 13,000.00 
FEED TABLE 
Crosby all-steel feed table, belt driven spiral 
ee ee ee See $7 
GRINDER 
Dependable combination knife |and head 


grinder, all electric and ball bearing. .$750.00 
FAN & BLOW PIPE 
45° Phelps ball bearing fan with 360° of 
Rr re. $550.00 
ROSS STRADDLE TRUCK 
Model 70 Ross Straddle truck, perfect operat- 
WI, Sr iticcoee eas ciuesasee $3750.00 
LINESHAFT 
2-15/16 x 20’ lineshaft complete with four 
2-15/16 Dodge-Timken roller bearings, good 
I eo care visa chek Cokie ce teats $87.80 
SERVICE TO SAWMILLERS, INC. 
2360 Texas Avenue Phone 2-6828 
Box 3308 Shreveport, La. 


ELECTRICAL MACHINERY 


Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
got oS service. Send us your. inquiries. 

. M. SSBAUM & CO., Fort Wayne, Ind. 





Logging Equipment 

Diesel Caterpillar ‘‘35’'. with winch and de- 
area $3250.00 
Diesel Caterpillar D6 with winch..... $2950.00 
Diesel Caterpillar D4 with angledozer and 
re ere $3950.00 
Diesel International TD9 with Carco winch 

: . . $2950.00 


All rebuilt and guaranteed. 
O. C. Evans, Mt. Sterling, Ky. 





HARDWOOD FLOORING MACHINES 
77-A ball bearing, belt driven, 10-knife cyl- 
inders, endless belts. With Feeder and pair 
Taylor End Matchers, motor driven, like new. 
Immediate shipment. 

BRANYAN & PETERSON, INC. 
503 South Second Street 
Memphis, Tennessee 





BOOKS FOR SALE 





WOOD STRUCTURAL DESIGN DATA. Com- 
piled by National Lumber Manutacturers’ 
Association. Information on physical, chem- 
ical, and mechanical properties of wood, and 
tables showing how to determine the correct 
size of member, also on standard: sizes, meas 
urements, and trade terms. Price $2.50. 


xk * 


TIMBER PRODUCTS AND INDUSTRIES. By 
N. C. Brown. Covers the harvesting, conver- 
sion, and marketing of materials other than 
lumber. including the principal derivatives 
and extractives. 316 pages. Price $4.00. 


* * * 


HANDY LUMBER CALCULATOR. A useful 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents. 


xk * 


SCRIBNER’S LUMBER AND LOG BOOK. In- 
dispensable for lumber merchants, sawmill 
men, etc. Vest pocket size of 1950 pages. 
giving tables on scantling and plank meas- 
ures, round timber reduced to square timber 
and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations,*and other 
valuable information. Price $1.00. 


x *k * 


PLYWOODS. By A. D. Wood and T. G. 
Linn. The development, manufacture and ap- 
lication of plywoods. Over 100 illustrations. 
Soplications of the use of plywoods in furni- 
ture, housing, ship-building, airplane con- 
struction and other related fields. Price $4.00. 


x «wk 


DOUGLAS FIR USE BOOK. Issued by West 
Coast Lumbermen’s Association. Enables ar- 
chitects and engineers to find the correct size 
of beam or post for given span or load by 
reference to its comprehensive data tables. 
Alse a section on use of connectors. . Price 


, x** 


THE PROPERTIES AND USES OF WOOD. 
By A. Koehler. This book presents in non- 
technical manner the more important facts 
concerning the properties of wood and how 
these properties ect its utilization. Bound 
in cloth. Bs4 pages. Price $4.00. 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 
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Canadian Forest Products Ltd. 10 
Carey Mig. Co., The Philip.... 53 
Caromiss Lbr. Co.............. 169 
Ceco Steel Products Corp..... 
Celotex Corp., The 

Cermak Tile Co., 

Certain-teed Products Corp.... 
Cherry River Boom & Lbr. Co. 46 
Chi-Namel Paint & Varnish Co. 8 


Chicopee Mills Inc., 
Lumite Div. 


Christian Lbr. Co.. ih ovtd 
Clarke Sanding Machine Co. .43-45 
Cloud Oak Flooring Co 

Compo Miracle Products Co... 94 
Connor Lbr. & Land Co., The. .182 
Consumers Glue Co 

Continental Steel Corp 

Copco Steel & Engineering Co. 71 


Corbin Div., P. & F., The 
American Hardware Corp... 22 
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Country Gentleman 
Crawtord Door Co 


Devoe & Raynolds Co., Inc 
(Paint) 

DeWalt, Inc., 
Sub. of Am. Machine & 
Foundry Co. ....... hae 


Dodge Div., 
Chrysler Corp. 


Douglas Fir Plywood Assn. 
Duncan Lbr. Co., Inc.......... 
Durham Co., Donald.......... 


EZ-Way Sales, Inc............. 172 


Farrin Lbr. Co., The M. B..... 46 
Feather-Lite Mfg. Co...... ..107 


Fenestra Building Products, 
(Detroit Steel Products Co.) 25 


Flash Bridge Co 


Ford Motor Co., 
Ford Div. . ‘ 


Fordyce Lbr. Co... 
Frantz Manufacturing Co..... 


Gabriel Steel Co.............. 103 
Gate City Sash & Door Co....147 


General Steel Warehouse Co., 
Inc., Gensco Tool Div. 


Goldblatt Tool Co 
Goodrich Co., B. F., 
Flooring Div. 
Great Lakes Carbon Corp..... 
Greenlee Tool Co 


mane Lbr. Co., J. P 
Haskelite Mfg. Corp.. 
Hassall, Inc., John 

Hill-Behan Lbr. Co. 

Holt Hardwood Co............. 171 


Howell Mig. Co., baa Seine tee 


Insulite Div., Minnesota & 
Ontario Paper Co 


J.M.J. Products Co 
Johns-Manville Corp. .......... 93 


Keasbey & Mattison Co 
Kellogg & Sons, Inc., 
Kentile, Inc. 


Spencer 92 
jecVelecnpouee evastes 117 


7" stone Steel & Wire Co. 
(Keymesh) 119 


Keystone Wire Cloth Co.......150 
Kirby Lbr. Corp............ : 
Klumb Lbr. Co., C. E 


L. H. L. Lbr. Corp 
Libbey-Owens-Ford Glass Co.. 65 
Lightsey Brothers 

Lil-Ad Features 

Lockwood Hardware Mig. Co. 74 
Long-Bell Lbr. Co., The........ 76 
Lumbermens Mutual Casualty 


Madera Co., The 
Malta Mfg. Co., The 
Maple Flooring Manufacturers 


Marsh Wall Products. Inc., 
Sub. of Masonite Corp....... 55 


Mastic Tile Corp. of America.. 61 
Mauk Seattle Lbr. Co.......... 144 
McCracken & McCall, Inc..... 
McKenna, Inc., Jay G 

Meadow River Lbr. Co., The.. 
Menominee Indian Mills 

Met-Cro Specialties Co., Inc... 
Midget Louver Co., The 

Miller & Co., Inc 

Miner Saw Mfg. Co., J.H...... 
Morgan Company 

Morrill & Sturgeon Lbr. Co.... 


Motion Picture Advertising 
Service Co., 


Mowbray & Robinson Lbr. Co.. 4 
Mower Lbr. Co., The 


National Gypsum Co. 
National Lock Co 
Neils Lbr. Co., J 


Nova Sales Co., 
Sub. of Homasote Co 


RRs Pe vncrscstdewvecoene 4-5 


Oregon-American Lbr. 
Oregon-Pacific Lbr. 

Owens-Corning Fiberglas Corp. 78 
Ozark Oak Flooring Co., The. .175 


Corp.. .120 


Pacific Lbr. Co., The 

Pacific Natienal Lbr. Co. 

Pack River Sales Co........... 62 
Patterson-Sargent Co., The.... 


Pittsburgh Plate Glass Co., 
(Brush Div.) 


Pittsburgh Plate Glass Co., 
(Glass Div.) 


Puget Sound Plywood, Inc..... 
Pullman Mig. Corp 


Rainy Lake Lbr. Co. Ltd. 
Re A eer eer rere 
Remington Rand, Inc. 
Richkraft Co., The 

Roddis Plywood Corp. 
Ruberoid Co., The 


Russell & Erwin Div., 
The American Hardware 
SN og Codd cite: pa oe e cid hes 91 


Samcoe Iron Co., Wm. J.......170 
Sargent and Co é. 
Sawhill Mfg. Co., The......... 
Sheffield Bronze Paint Corp. 56-57 
Sherwin-Williams Co., The.... 40 
Silbernagel, Geo. J.. 

Silent Hoist & Crane Co.... 
Sisalkraft Co., The 


Sloane-Blabon Corp., 
Div. of Alexander Smith, Inc. 13 


Smith & Co., D. B.. —— 
Smith Lbr. Co., The Ralph 1 L.. 173 
Smith Lbr. Co., W. T..........167 


Soderberg Lbr. Co., Inc., 
| SE Re ree - 144 


Southern Lbr. 

Standard Conveyor Co 

Stanley Works, The.......... , 
Steel Deer Corp......<...... . 67 
Stewart Lbr. Co., Inc., E. A... 16 


Strand Garage Door Div., 
Detroit Stool Products Co. 48-49 


Superior Window Co 


Tannewitz Works 
7 Webster & Johnson, 


Thomason Plywood Corp....... 


T Mig. Co 
"Div. oh Rageweter Steel Co..127 


Trinity Div., 
oe eo Portland Cement Co.131 


Truscon Steel Co 


Turner & Seymour Mfg. Co., 
The, Hidalift Div........... Jl 


Twin Harbors Lbr. Co......... 
Twin-Tilt Truck Co.......... 


eee re ; 
Unit Window Co., The 
U. S.-Mengel Plywoods, Inc... 


U. S. Plywood Corp., 
(Weldwood Plywood) 


U. S. Plywood Corp., 
(Weldwood Doors) 


Urania Lbr. 


Wales Lbr. 

Wallace Manufacturing Co... .159 
Walled Lake Door Co......... 3 
Wendling-Nathan Co. 14 
West Coast Lumbermens Assn. 27 
West Coast Woods 

Western Pine Assn 

Western Pine Mfg. Co., Ltd. 
Western Wholesalers 

White Motor Co., The 

Wisconsin Flush Door Mig. Co. 158 
Wood-Mosaic Co., Inc 

Wood Products Co 


Yale & Towne Mig. Co., The 35-38 
Young Wood Products Co......18 


& 


Publis 





